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Smith Backs Change 
From ‘Self Regulation’ 
To More Competition 


North America Executive Sees Eco- 
nomics Forcing Adjustment to 
Modernize Rating Methods 


WILLIAMS COLLEGE ADDRESS 


Sees Moves to Equalize Competitive 
Advantages of Various Methods 
- Of Selling and Distributing 





In the opinion of Bradford Smith, 
Ir., executive vice president of the North 
\merica Companies, the economic pres- 
sure “now relentlessly exerted on the 
companies, particularly on rating bu- 
reaus and their agents, will prove to be 
their salvation by forcing the adjustments 
needed to modernize rating methods and 
to equalize the competitive advantages 
of different methods of merchandising 
and distributing insurance.” He does not 
feel that the present unprofitable cycle 
through which insurance is now passing 
is due to the competitive activities of 
independent companies. 

Addressing a group of faculty members 
and students at Williams College, Wil- 
liamstown, Mass., last week, Mr. Smith 
offered the following observations on the 
future of insurance: 

Future of Insurance 


“Competition in insurance forms and 
pricing should and will continue on a 
reasonable basis; natural economic 
forces will bring about some important 
readjustments in distribution systems 
and merchandising methods, and suc- 
cessful companies will be the ones who 
recognize and cater to the public re- 
quirement in price, coverage and serv- 
ice, 

“The current unprofitable cycle will be 
brought to an end in due course, and 
insurance will surge ahead to even 
greater attainment; the new look in in- 
surance will prove challenging and dy- 
namic; it will attract men of ability will- 
ing to venture. I would like to express 
the hope that many of you will seriously 
consider the possibilities of an interest- 
ing and rewarding career in insurance.” 

Mr. Smith devoted his lengthy address 
to the subject of “Competition and Reg- 
ulation in the Insurance Industry,” and 
as an executive of one of the leading 


(Continued on Page 23) 
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Must have a reason! 


In 1957 United States Life reached new pinnacles of achievement 
... in sales, in strength, in service. 


AGENT PRODUCTION . 
Company history. 





sales by our producers were the greatest in 


GROWTH IN SALES... largest gain ever in in-force business from 
our field force . . . Now well over $1 Billion in-force. 


MANY NEW PLANS... and still more coming in 1958 from our Life, 
Group and A &H departments. 


We know the reason for these highs. A field force can make a 
Company great. Our producers in 1957 were more successful than 
ever before. They were backed by one of the most extensive 
portfolios available from a single company. 


Call our General Agent nearest you. It's worth a check! 
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Companies Weigh Tax 
Formula Of Treasury 
Issued By Secretary 





Anderson Says Company Taxes 
Should Be Brought More In Line 
With Corporate Business 


RESULT IN HIGHER TAXES 





Sends Suggestions To Chairman of 
Senate Finance Committee and 
House Ways & Means Comm. 


Washington — The Treasury Depart- 
ment’s proposals for a more permanent 





formula for taxing life insurance com- 
panies were sent by Secretary Robert B. 
Anderson Friday last week to Senator 
Harry F. Byrd, chairman of the Senate 
Finance Committee, and Representative 
Wilbur D. Mills, chairman of the House 
Ways & Means Committee. 

Secretary Anderson said that the stop- 
gap formula extended to apply to 1957 
income “does not recognize sources of 
income other than investment” and that 
company taxable income should be 
brought into “closer conformity with that 
of other corporate business.” 


Presents Two Proposals 


“Two possible solutions are presented 
herewith,” said Secretary Anderson. 
“The method of taxation to which it is 
suggested the Committee give first con- 
sideration would provide a long-range 
basis of taxation for life insurance com- 
panies bringing their taxable income con- 
cept into closer conformity with that of 
other corporate business. Such a concept 
should be designed to reflect, to the full- 
est extent practicable, the full net earn- 
ings of life insurance companies. It 
should at the same time provide compre- 
hensive deductions for all expenses, in- 
terest, and reserve requirements, and all 
amounts paid or made available to policy- 
holders. 

“We suggest that the starting point 
for measuring the net earnings should 
be the figure for ‘Net Gain From Opera- 
tions Atter Dividends to Policyholders’ 
which appears in each company’s annual 
statement to the State insurance depart- 
ments and which summarizes the oper- 
ating results for the year. This figure is 
based on carefully developed life insur- 


ance accounting practices which have 
general acceptance in the industry. Ad- 
justments, such as those for tax-exempt 
interest, Federal income taxes paid, and 
depreciation on the insurance business 
property account, would conform it 
with general rules for computing taxable 
income. 


What Tax Base Would Include 


“The resulting tax base would include 
the margin of investment income above 
amounts needed on policy reserves, gain 
from better than assumed mortality ex- 


(Continued on Page 12) 
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Massachusetts 
Mutual 
Man of the Year 


Donald F. Lau, c.v.v. 


This is his record 
of outstanding achievements: 


% $1,000,000 or more ordinary insurance 
placed in the Massachusetts Mutual in each 
of the past seven years 

% Life and Qualifying Member, Million Dollar 
Round Table 

% $13,512,000 Massachusetts Mutual insurance 
owned by his policyholders 

% 600 consecutive weeks of production through 
1957 

% 129 consecutive months with sales of $30,000 
or more 

% 13 consecutive years among 100 leading 
producers 

% 16 consecutive years a Leaders Club member 

% 188 lives insured, leading the field in 1957; 
second honor with 186% lives in 1956 

% 12 consecutive years National Quality Award 
winner 


AN OUTSTANDING MEMBER 
OF A GREAT FIELD FORCE 


LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 
The Policyholders’ Company 


HERE ARE HIS VOLUNTEER 
COMMUNITY ACTIVITIES: 


Director and Membership Committee 
chairman, Detroit Life Underwriters 
Association, and past chairman of Sales 
Congress and Civic Affairs committees 


Past treasurer, secretary, vice presi- 
dent and president, Detroit Chapter, 
Chartered Life Underwriters 


Vice president and past secretary 
and treasurer, Detroit Life Insurance 
and Trust Council 


Member of Executive and 1958 Con- 
ference Program committees, Massa- 
chusetts Mutual Agents Association, and 
past chairman of Pension Committee 


- 


Taught Part Il, Life Underwriters 
Training Council study course at Wayne 
University 


Past vice president, Roosevelt School 
Parent-Teachers Association and past 
trustee, Drayton Avenue Presbyterian 
Church, Pleasant Ridge, Michigan 


Y.M.C.A. director, chairman of Met- 
ropolitan Membership Committee and 
Workshop, and Management Com- 
mittee chairman 


Member of Detroit Board of Com- 
merce, Economic Club, Detroit Athletic 
Club, University of Michigan Club of 
Detroit, Otsego Ski Club, Lost Lake 
Woods Club, and Detroit Commandery 
No. 1, Knight Templars 
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Discussions 


Eastern Spring Meeting At Philadelphia Last Week Covered Such 
Timely Subjects As The Family Policy, Experience With Major 
Medical, The Mortality Trend, Competition Among 


Consultants In Labor Management Cases 


Philadelphia—Widely differing view- 
points on some of the more controversial 
issues in the life insurance field were 
expressed at the Eastern Spring Meet- 
ing of the Society of Actuaries here last 
week and helped to make the program 
exceptionally interesting. The meeting 
held at the Sheraton Hotel was attended 
by 425 members and guests. 

“The opening business meeting was 
presided over by H. L. Rood, Lincoln 
National, president of the Society, and 
the informal discussions were directed 
by D. N. Warters, Bankers Life of Iowa; 
. E. Hoskins, Travelers; and N. M. 
Hughes, National Life and Accident, vice 
presidents of the Society. 

A paper presented 
Rosser, the Wyatt Co., on “Supple- 
mentary Death Benefits on Pension 
Plans,” was discussed by several per- 
sons, who differed as to its merits. H. L. 
Feay, Higgins and Co., pointed out the 
need for continuing actuarial studies of 
future costs as well as for calculations of 
current costs, if commitments are to be 
met ih full. G. V. Stennes, consulting 
actuary, listed a number of fundamental 
considerations that should be borne in 
mind in determining a sound basis for 
pension plans. Other types of death 
benefits then discussed by Mr. Rosser 
were mentioned by R. F. Link, Equitable 
Society, who also made several technical 
observations on the paper. The avail- 
ability of more simply applied methods 
was cited by S. N. Ain, consulting actu- 
ary. 

The actuarial problems brought about 
by the Family life insurance policy re- 
ceived considerable attention in the dis- 
cussion of P. E. Sarnoff’s paper on “The 
Valuation of the Family Policy,” which 
described the methods employed by The 
Prudential. Variations in the policy pro- 
visions among companies as well as 
basic differences in procedures have re- 
sulted in considerable lack of uniformity 
in the treatment of these policies for 
Statement purposes. Those describing 
the practices of their companies were H. 
D. Garber, Equitable Society; W. J. D. 
Lewis, Confederation Life; G. C. Camp- 
bell, Metropolitan Life; L. M. Dorn, New 
York Life; J. M. Boermeester, John 
Hancock; G. A. Vicino, Columbian Na- 
tional; H. L. Feay, Higgins and Com- 
Bry: and R. E. Edwards, Baltimore 
ife, 


International Congresses of Actuaries 


M. A. Linton, Provident Mutual, 

elicited ideas for the Sixteenth Interna- 
tional Congress of Actuaries scheduled 
for 1960 in Brussels, particularly for 
making the discussions informal and 
Spontaneous. He felt that meetings at 
least every third year were likely to 
continue in view of the needs expressed 
y European actuaries, in particular. 
Daniel Barry, New York Life, reviewed 
the subject matter of the papers pre- 
sented and stated that they were well 
distributed over the range of subjects. 
\ wider range of subjects, although de- 
Sireable, would probably require that 
Several discussions be held simultan- 
eously. 

A. C. Webster, Mutual Of New York, 
Stated that through the use of simul- 
taneous translations, the Congress held 
in New York had been most effective 
ih overcoming the language barriers. 
W. M. Anderson, North American Life, 
tmphasized the problems caused by large 


by Harwood 


attendance and suggested that simul- 
taneous Congresses held in various cities 
at similar times might afford some 
solution. . 
Canadian Registered Pensions 

Bruce R. Power, secretary-actuary, 
Canadian Life Insurance Officers Asso- 
ciation, gave an interim report on Can- 
adian legislation which gives limited in- 
come tax deduction to self-employed per- 
sons who purchase retirement savings 
plans that are approved for registration 
by the Minister of National Revenue. 
He stated that almost any plan of insur- 
ance could qualify but that only the sav- 
ings element was eligible for deduction. 
He expressed the impressions that trust 
companies and investment trusts have 
registered somewhat more contracts than 
have life insurance companies and that 
there had not yet heen adequate time to 
evaluate the popularity of this new form 
of savings plan. 

John Gorham, National Life of Canada, 
described retirement plans which were 
offered by trust companies and insurance 
companies with an emphasis on plans de- 
veloped for professional associations. S. 
J. Kingston, National Life of Vermont, 
described retirement contracts used for 
associations of self-employed where ten 
or more lives were involved. This con- 
tract contains no guarantees with re- 
spect to annuities to be purchased by 
future payments. 

: Parsonage, Great-West Life, 
stated that the special annuity plan de- 
signed by his company appears to meet 
the needs of policyholders wishing to 
take advantage of the Canadian legisla- 
tion and that other contracts had been 
very rarely used for that purpose. W. A. 
Jenkins, Teachers Life & Annuity, de- 
scribed their individual deferred annu- 
ities under which the amount of premium 
deposits may be changed at any time. He 
stated that this feature had not created 
any operating problems. C. N. Siegel, 
National Life of Canada, described con- 
tracts designed for employed groups of 
professional men. Contributions of em- 
ployers must be applied to purchase of 
insured annuities, while employes have 
full freedom of choice between annuities 
and equities. 


Current Mortality 

N. F. Buck, Lincoln National, stated 
that mortality on direct Ordinary insur- 
ance in 1957 increased over 1956 by 2% 
in number and %% in amount, although 
reinsurance payments increased by 14%. 
Mortality during the early years showed 
a markedly greater increase. F. : 
David, Prudential, found that the some- 
what higher mortality experience in 
1957 has continued into the first three 
months of 1958. He stated that influenza 
had undoubtedly contributed in some de- 
gree to the increase in mortality but 
could not be considered a primary cause. 
E. A. Lew, Metropolitan Life, attributed 
the increase in his company’s mortality 
in 1957 at the older ages to higher death 
rates from influenza and pneumonia and 
from cardiovascular-renal diseases. The 
influenza epidemic was the major factor 
in the increase, he felt, but may be com- 
pensated for ultimately by a temporary 
reduction in mortality at the older ages. 


Family Policies 
The various forms of Family Plans 
offered in the current market provoked 
extensive discussions by a number of 


the members present. P. H. Knies, 
Metropolitan Life, stated that his com- 
pany’s plan is particularly popular in the 
$5,000 to $10,000 size bracket and that 
policyholders were showing a ‘greater 
preference to pay premiums on these 
plans on a monthly basis. R. E. Edwards, 
Baltimore Life, voiced his opinion that 
the plan was currently riding a crest of 
popularity and that the volume would 
decline to a lower level which eventually 
would reflect normal writings required 
to fill only the basic needs of family 
groups. J. M. Bragg, Life Co. of Georgia, 
commented on the popularity of this plan 
in his company and discussed the manner 
in which adjustments in coverage would 
be made in the event of divorce and re- 
marriage. 

J. J. Marcus, Prudential, reviewed his 
company’s experience concerning re- 
quests for changes under family policies, 
including the particular situations which 
arise under divorce, remarriage and rein- 
statement of coverage of children who 
were ineligible at the date of issue. H. 
A. Garabedian, John Hancock, and L. M. 
Dorn, New York Life, both commented 
on the popularity of their respective 
company Family plans and the adminis- 
trative methods which were devised to 
meet requests for changes in coverage. 

Several members of the Society com- 
mented on the reasons why some com- 
panies would not want to offer a Family 
policy. V. E. Henningsen, Northwestern 
Mutual, stated that after his company 
made a market analysis of this plan, he 
was particularly concerned about the 
lack of permanent insurance on the lives 
of children and, in some cases, on the 
life of the wife as well as the rigidity 
of the basic plan available to the hus- 
band. J. A. Campbell, London Life, out- 
lined the reasons why a Family policy 
would not be suitable for a company 
whose agency force has a sales phil- 
osophy directed to programming high 
average size policies for children as well 
as for adults. 


J. G. Bruce, Colonial Life, expressed . 


concern with respect to the possibility of 
misunderstanding by the public as to the 
precise coverage which is offered under 
a typical Family plan. He believed that 
many companies could offer better serv- 
ice to the public by tailoring a family 
insurance program which contemplated 
individual contracts for each member. 
f Galt, Sun Life, mentioned that 
his company has concluded that extra 
available funds in a family should gen- 
erally be used to provide insurance on 
the father’s life. Consequently, his com- 
pany has introduced the Family Security 
Benefit which, as a 5 year convertible 
and renewable term rider, has proved 
to be very popular. 


Bank Loan and Split Dollar Plans 


The interesting subject of the design, 
underwriting practice and experience 
under special policies which feature high 
first year cash values was discussed at 
some length by two speakers. E. A. 
Dougherty, Union Central, described his 
company’s Extra-ordinary Life Policy 
which features not only a high first year 
cash value but also an additional death 
benefit, payable during a term period, 
equal to the amount of the cash value. 
He further discussed the impact on his 
company’s rules due to the large volume 
of new business written on this type of 
plan. 


at Society of Actuaries Meeting 


R. T. Jackson, Phoenix Mutual, pre- 
sented an analysis of the sales of his 
company’s high cash value policy in rela- 
tion to loan and split dollar plans. He 
mentioned several problems which arise 
in marketing such a plan and also ex- 
pressed doubt that any workable law 
could be devised to carry out the U. S. 
Treasury proposal to limit interest credits 
on loans made under plans of this type. 


Group Accident and Health 


R. H. Maglathlin gave claim data 
which indicated that The Travelers’ ex- 
perience has been considerably worse on 
Group Major Medical plans with a calen- 
dar year deductible than a per cause 
deductible, especially on Comprehensive 
plans. D. D. Cody announced that the 
New York Life was increasing their 
premium rates for Group Major Medical 
as a result of their recent unfavorable 
experience on this coverage. 

B. E. Burton gave the results of a 
recent claim analysis of the Aetna which 
demonstrated very unsatisfactory claim 
experience, especially with respect to 
Group Major Medical plans with a low 
deductible. W. S. Thomas, Metropolitan 
Life, reported that the claim experience 
of his company on superimposed Maior 
Medical plans has been satisfactory. He 
believes that any unfavorable experience 
on the low deductible plans is due to in- 
correct assumptions in the case of some 
companies in developing premium rates 
for the plans. 

J. H. Dowling, Prudential, pointed out 
that room and board charges are not a 
good index of geographical cost differ- 
ences for Major Medical since miscellan- 
eous hospital charges and doctors fees, 
which require a substantial part of the 
premium, may show a different variation 
by locality. M. D. Miller, Equitable So- 
ciety, agreed with other companies that 
the worse Major Medical claim exper- 
ience has been on the Comprehensive 
plans. R. E. Traber, gave the progress of 
his company in converting their Group 
insurance operations to electronic equip- 
ment. Like most companies, the Equi- 
table Society started first with their 
Ordinary business and have only recently 
commenced work on Group business 

R. E. Shalen, Equitable Society, 
pointed out that the objective of Blue 
Cross and Blue Shield is to provide hos- 
pitals and doctors with the assurance 
that patients can pay their bills. On the 
other hand, the objective of insurance 
companies has been to provide the pa- 
tient with protection against facing large 
medical costs. C. H. Fischer, University 
of Michigan, discussed the problems of 
the Blue Cross in obtaining satisfactory 
rates with which to absorb increasing 
hospital costs. S. S. Lipkind, Hospital 
Service Association of Pittburgh, briefly 
described the differences in operations of 
Blue Cross and Blue Shield from that of 
insurance companies. 

J. E. Morrison, Great-West Life, said 
that most of the Canadian provinces will! 
have passed legislation very shortly to 
provide complete hospital ward care. 
This would be paid through a special tax 
or premium rate, as well as provincial 
and Federal subsidies, and would put the 
insurance companies virtually out of 
“ hospital insurance business in Can- 
ada. 


Impact of Inflation 


G. N. Calvert, Alexander & Alexander, 
described some of the features of a pen- 
sion plan under which benefits are re- 
lated to the cost of living index. He 
felt that it was practical to adjust pen- 
sions to reflect inflation but emphasized 
the importance of adequate current fund- 
ing if equity investments are to be relied 
upon to help pay for the added benefit. 

E. A. Dougherty, Union Central, de 
scribed a program in Israel under which 
insurance is adjusted to reflect changes 
in the cost of living index after the pol- 
icy is purchased. To accomplish this the 
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government makes available for invest- 
ment securities whose value will also 
vary with changes in this index. M. A. 
Linton, Provident Mutual, outlined a 
plan used in Finland under which bor- 
rowers agree to permit their indebted- 
ness to change with living costs. With 
this type of investment available, the 
insurer can issue a policy under which 
premiums and benefits are adjusted with 
changes in the cost of living. 

R. J. Myers, Social Security Adminis- 
tration, felt that it was technically feasi- 
ble to have Social Security benefits auto- 
matically adjust with changes in wage or 
price levels. However, he questioned 
whether such a rigid approach would be 
as desirable as relying on legislative ac- 
tion at the time a need for change de- 
veloped. The two principal reasons for 
his company’s program for special fund- 
ing of pension plans were stated by J. 
E. Matz, John Hancock, to be the desire 
for more flexibility in investment policy 
and to meet the demand from some for 
fewer guarantees. If assets are segre- 
gated and equity investments utilized any 
increase in their value which might de- 
velop would be available to offset in part 
the cost of higher pension benefits. W. 
M. Anderson, North American Life, 
pointed out that if the maximum Social 
Security benefits are automatically raised 
by formula with the advent of higher 
prices, it results in greater subsidy for 
those with higher incomes. He preferred 
a flat Social Security benefit for all pen- 
sioners combined with a supplementary 
program based on a needs test. 

Pointing out that it is absolutely essen- 
tial that inflation be stopped at its 
source, M. A. Ellis, Metropolitan Life, 
stated that the problem of protecting 
pensioner benefits is economic rather 
than actuarial. Even “creeping” inflation 
can lead to eventual disaster. Experience 
has demonstrated that common stocks 
are not a valid answer to inflation. He 
also stated that inflation should be fought 
and stopped at the source rather than 
attempting to adjust benefits to reflect 
inflation, and praised the efforts of the 
insurance industry in calling the dangers 
of inflation to the public’s attention. M. 
L. Gold, consulting actuary, thought that 
if many items are tied to the cost of 
living index, there would be an incentive 
to keep the index level and that this 
might result in the introduction of bias 
in computing the index. S. J. Kingston, 
National Life of Vermont, questioned 
whether the cost of living index reflected 
properly the pension’s cost of living. He 
also warned that tying benefits to the 
cost of living index might encourage 
inflation. 

Discussing unit costs of various insur- 
ance transactions in his company, D. M. 
Ellis, Canada Life, stated that many such 
costs were lower in 1956 than in 1947. 
This has been made possible, in spite of 
inflation, because of greater volume and 
improved procedural systems. Manuel 
Gelles, New York Life, said that unit 
costs for the period 1953 to 1957 have de- 
creased in his company for policy 
changes, claim procedures and sur- 
renders. Issue, underwriting and premi- 
um collection unit costs have increased 
5% to 10% in the same field. William 
Simpson, Acacia Mutual, described the 
substantial increase in unit costs per 
policy since 1941. However, since the 
average size policy has increased during 
the period, the over-all administrative 
expense per $1,000 of insurance has in- 
creased only 5% since 1941. 


Pension Plans 


K. H. Ross, Huggins & Co., discussed 
the activity of insurance companies and 
consultants in assisting trustees of wel- 
fare funds in meeting registration re- 
quirements in the six states where they 
are applicable and in attempting to fore- 
stall federal legislation which could re- 
sult in unreasonable increases in paper 
and administrative expense. G. W. Fitz- 
hugh, Metropolitan Life, recommended 
that legislation on welfare funds exclude 
from registration those plans in which 
employers are committed to a fixed level 
of benefits and that the objective be 
detection of possible abuse rather than 
investigation of the actuarial adequacy 
of funding. He stressed the importance 





of making employers aware of the impli- 
cations of probable pressure for increased 
benefits that would result from too ex- 
tensive disclosure. 

R. F. Link, described the Equitable 
Society’s practices in keeping in touch 


with former employes entitled to an- 
nuity benefits at a future retirement 
date and in tracing missing certificate- 
holders. R. J. Myers, Social Security 
Administration, described their mail- 
forwarding service as a method of com- 
munication with missing annuitants. He 
also listed the type of data which it 
makes available to actuaries for calcula- 
tion and valuation of benefits on private 
pension plans with benefits integrated 
with OASI. Norman Strom, A. S. Han- 
son Associates, pointed out that certain 
trustee plans require a former employe 
to apply for his pension within 5 years 
after retirement. He also described the 
use of a special fund for simplifying 
actuarial analysis during the period when 
employes entitled to benefits have not 
yet applied for them. 

’. F. Marples, of George B. Buck, 
opened the discussion of widows’ pen- 
sions with a summary of the recent trend 
toward increased use of this benefit in 
Great Britain. He stated that less than 
1% of private pension plans in the United 
States provide such benefits both before 
and after retirement, although most 
plans provide benefits after retirement 
through joint and survivor pension op- 
tions. Mr. Marples, G. N. Watson, 
Crown Life, P. C. Bassett, Towers, Per- 
rin, Forster & Crosby, [s R. Taylor, 
Bankers Life of Iowa, and C. T. Foster, 
Johnson & Higgins, discussed benefit 
formulas that have been used to deter- 
mine the amount of widows’ pensions in 
terms of the employe’s retirement pen- 
sion with adjustment for commencement 
of the pension prior to retirement age. 
Both Mr. Watson and Mr. Taylor ex- 
pected a continuing growth of interest 
in such contracts because of the need 
for more adequate coverage just prior to 
retirement. Mr. Bassett remarked that 
typical group life insurance benefits are 
usually inadequate to provide reasonable 
widows’ pensions, and Mr, Watson 
pointed out that amounts of insurance 
under his company’s contracts would be 
quite substantial. 

Mr. Fitzhugh stressed the importance 
of adequate funding of widows’ benefits 
so that funding of pension plans to which 
they are added would not be impaired, 
and stated that this could best be ac- 
complished by using a Group life insur- 
ance contract. Mr. Foster mentioned 
that at least one employer uses an 
equity annuity to fund the widows’ bene- 
fit. R. M. Peterson, Equitable Society, 
mentioned that the liberalizations in 
options and administrative procedures in 
many pension plans have virtually cre- 
ated an existing widows’ benefit program 
without its formal adoption of funding. 


Competition in Union Management 


Mr. Foster discussed the problems of 
competition on actuarial assumptions that 
may raise in union-management nego- 
tiations and in situations where technical 
assistance is provided by local insurance 
company sales representatives. He stated 
that competition among consultants is 
likely to be mainly in the area of qual- 
ity of service although failure to use a 
funding method most suited to a client’s 
circumstances could produce technical 
competition. He proposed that better 
efforts be made to explain the signifi- 
cance of assumptions. A. ‘C. Howell, John 
Hancock, described his company’s prac- 
tice of making alternate quotations of 
rates at which benefits could be guaran- 
teed and payments which represent the 
best estimates of costs, but requiring 
funding at no less than 75% of the for- 
mer level. 

J. K. Dyer, Towers, Perrin. Foster & 
Crosby, stated that cents-per-hour nego- 
tiated plans should be avoided, since 
they lead to opportunities for abuse as 
well as to conflicting pressures on actu- 
aries to find the highest possible bene- 
fits for the amount negotiated. He stated 
that competition between various funding 
agencies is desirable but actuaries should 
make a clear statement of conditions and 
significance of the figures they quote. S. 


The Prudential Issuing 
Parent-Children Policy 


The Prudential is now issuing a new 
policy applicable to widowers or widows 
with children or where either parent is 
uninsurable or where insurance other 
than convertible term is desired on the 
wife or where the husband feels that 
the wife now has enough insurance. 

This policy will be issued only in whole 
and half units with a minimum of one 
and a maximum of three units to a 
family. In determining this maximum, 
Family Policies as well as Parent and 
Children Policies will be included. Each 
unit of this policy provides $5,000 of 
endowment at age 65 insurance on the 
parent and $1,000 ($250 prior to the first 
birthday) of yearly term insurance on 
dependent children. Other benefits on 
such children, such as the conversion 
privilege and the paid-up term insurance 
at the parent’s death, are similar to 
those under the Family Policy. Premium 
Waiver Disability (except on policies 
with Special Class 2 ratings) and Acci- 
dental Death Benefits are included on 
the parent. 

This policy will be issued at ages 18 
to 50 on a parent at standard rates, 
with Special Class I or 2 ratings, with 
Occupational Class ratings 1, 2 or 3, 
with a temporary or aviation extra pre- 
mium or with war and/or aviation risk 
limitation provision. It may also be 
issued with Decreasing Term or Family 
Income riders. This policy will not, how- 
ever, be issued with preliminary term 
insurance or where the proposed insured 
is not eligible for any Accidental Death 
Benefit. 





Woodmen’s New Business 


Exceeds Ten-Year Record 


In March, the first month women and 
girls were eligible for membership, 
Woodmen of the World exceeded a ten- 
year old record in the writing of new 
business. Membership application from 
more than 5,000 new members were re- 
ceived and $10% million of insurance 
was written. The 68-year old fraternal 
benefit organization, on March 1, began 
offering life insurance protection for 
women and girls similar to that hereto- 
fore provided exclusively for men and 
boys. 

Woodmen, which operates in 44 states, 
now has more than 425,000 members and 
insurance in force totals more than $607 
million, Benefits paid since organization 
exceed $507 million. Assets are now 
over $211 million. 

An unusual feature of the organization 
is its unlimited free hospital and out- 
patient treatment for all members of a 
year or more who are afflicted with 
pulmonary tuberculosis. This cost Wood- 
men $209,621 last year alone. 





J. Kingston, National Life of Vermont, 
introduced the concept that greater con- 
servatism and provision for contingencies 
should be used in calculating costs for a 
plan without guarantees than for an in- 
sured plan, since the risk of inadequate 
funding would be greater. A. A. Groth, 
A. S. Hanson Associates, stated that the 
principal area of competition arises in 
presentation of results of actuarial cal- 
culation without adequate explanation of 
underlying assumptions. He stated that 
meetings among actuaries who have sub- 
mitted inconsistent figures usually pro- 
duce a satisfactory resolution of the em- 
ployer’s confusion, 

Aubrey White, Ostheimer & Co., said 
that there is some advantage in pooling 
mortality risk and investments of indi- 
vidual employes in a multiple employer 
pension plan, but that needs for flex- 
ibility among employers may preclude 
any significant expense saving. D. 
Cubello, Prudential, cited the importance 
of central control in making an insured 
multiple-employer pension plan success- 
ful. He too stated that standardization is 
essential to achieve cost advantages. 


Zalinski Keynoter at 
Newark Sales Meeting 


FOR LINA’S OPENING IN N. J. 





Manager J. S. Flanagan Presides and 
Welcomes H. O. Speakers; Attorney 
Lewis Schneider Dinner Host 





The northern New Jersey agency of 
Life Insurance Co. of North America of 
which Joseph S. Flanagan, CLU, is man- 
ager, got off to a good start April 9 
when a sales meeting was held in Rob- 
ert Treat Hotel, Newark, attended by 
200 general insurance agents of Insur- 
ance Co. of North America. Edmund L, 
Zalinski, CLU, 


executive vice president 


eo Photos 
JOSEPH S. FLANAGAN, 
of LINA, headed the 
office executives who spoke at the gath- 
ering. As keynoter Mr. Zalinski told 
about the company’s objectives in the 
next ten years and emphasized the tre- 
mendous field interest in LINA. He was 
welcomed by Mr. Flanagan who served 
as chairman. 

Leroy G. Steinbeck, CLU, 
vice president of the company, 
formerly managing director of 
American Society of Chartered Life Un- 
derwriters, spoke on “Our Products. 
He was followed by Roy Stitt, vice 
president in charge of claims, and Her- 
bert Greene, CLU, director of training, 
whose subject was “Simple Ideas That 
Produce Big Commissions.” 

One of LINA’s most popular policies 
is its homeowners life and disability 
policy which is being sold as a package 
plan in conjunction with the parent com- 
pany’s homeowners policies for fire, lia- 
bility, burglary and theft. A description 
of this package plan was presented by 
Clancy Stanard, LINA’s superintendent 
of agencies. 

Flanagan Outlines Development 
Program 

Manager Flanagan then outlined 
LINA’s development program for north- 
ern New Jersey. His office, he said, will 
service about 600 fire and casualty agents 
of the North America, some 70% ol 
whom now write some life insurance. 
“Our objective,” he explained, “will be 
to stimulate them to greater production 
of Ordinary life and Group life insur- 
ance along with their property insurance 
lines and A. & H. We expect to be pro- 
ducing at the rate of $20 million a year 
within 10 years’ time.” 

Following the sales meeting a recep- 
tion and dinner was held at The Roost, 
27 Fulton Street, Newark. Host was 
Lewis Schneider, member of the Newark 
law firm of Schneider, Lustbader 
Morgan, which has represented the 
North America Companies for over 30 
years as attorneys in this area. 

Manager Flanagan maintains his agen- 
cy offices in the new 520 Broad Street 
building (Newark), occupying the entire 
15th floor 
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Men are as individual as their fingerprints — 
that’s always been the guiding principle behind our 
training program at New England Life. We keep this 
program just as “personalized” as we can make it. 


The New England Life general agent has the 
major role in cultivating the career of our agent. In 
recruiting, he seeks the man of high caliber, then 
supervises his training in the field and offers assist- 
ance at every step. He also advises when supple- 
mentary courses will be most beneficial and partici- 
pates with the home office in financing many of them. 


These courses may be one or more of those offered 

by the company, such as Career Underwriters Train- 

r ing School, Coordinated Estates Training School, 

q Agency Builders School, or Brokerage Management 
School. He may recommend participation in C.L.U. 


courses, or in the General Agents Management 
Training Conference or the Life Underwriter Train- 
ing Council — all are actively supported by New 


England Life. 
e [ e N - In addition, numerous training aids and helpful 


sales materials are continually made available. These 
include the exclusive services of ‘The Travis Tele- 
phone Technique” and ‘The Newkirk Letter” (a 





bulletin for clients and prospects which explains 
current legal, legislative and tax developments). 


From this abundance of courses and materials, the 
general agent is free to select those which best serve 
a man’s particular needs, abilities and interests. 


Result: a liberal “ philosophy” of training which will 
guide each New England Life agent along his own 


route to success. 


NEW ENGLAND 
a Malia LF B vcoeet 


SS. THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA — 1835 
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DR. HUEBNER’s 30,000 MILE TRIP 


Japanese Companies to Handle Japan 
Visit, Will Go to Australia 
And Other Countries 

Dr. Solomon S, Huebner, pioneer in- 
surance educator and insatiable world 
traveler, on May 12 begins an eleven- 
week 30,000 mile journey in the interest 
of insurance education. 

Since boyhood he has traveled exten- 


DR. S. S. HUEBNER 


sively. The itinerary for his latest trip, 
on which he will be accompanied by his 
wife, includes 22 days in Australia which 
he has never visited; six days in New 
Zealand, and three days in the Fiji 
Islands. 

Plans for the trip started when Japan- 
ese insurance executives attending the 
International Insurance Conference in 
Philadelphia last May asked him to lec- 
ture in a number of Japanese universities. 
The trip was worked out under the aus- 
pices of the United States Department 
of State. 

Dr. and Mrs. Huebner will spend 35 
days in Japan where his activities will 
be arranged by a committee of repre- 
sentatives of Association of Life Insur- 
ance Companies, Association of Fire and 
Marine Insurance Companies, Japanese 
Society of Insurance Science, Institute 
of Actuaries of Japan, and the alumni of 
the University of Pennsylvania in Japan. 
The latter organization will give a re- 
ception dinner to him. The Secretary of 
the Japanese reception committee will be 
Dr. Shozo Noguchi, executive director of 
the Association of Life Insurance Com- 
panies. 

Dr. and Mrs. Huebner will spend more 
than 95 hours in the air, they leave 
Seattle on May 12 and will fly to Tokyo. 
After five weeks in Japan, they fly to 
Manila. 

From Australia, the Huebners will go 
to New Zealand where he will lecture in 
Wellington and in Auckland. Next will 
be Fiji Islands, thence to Hawaii with 
a stop at Canton Island, a tiny coral ring 
just south of the equator. They expect 
to reach the mainland of the United 
States at Los Angeles on July 28. 





Bankers of Iowa Gains 

New business issued and paid-for in 
Bankers Life of Des Moines, for the 
first quarter of 1958 totaled $110,666,318, 
an increase of nearly $10 million over 
the same period last year. Of this total 
$53,412,596 was Ordinary insurance and 
$57,253,722, Group insurance. 

Production for the month of March 
totaled $31,763,143. Of this total $19,232,- 
721 was Ordinary insurance and $12,530,- 
422, Group insurance. 

Total insurance in force in Bankers 
Life had reached a new high of $3,057,- 
475,116 by the end of March. Of this 
amount $1,744,865,548 was Ordinary 
insurance and $1,312,609,568, Group in- 
surance, 


Cal.-Western Changes 
Group Rate Formula 


ADOPTS SELECTIVE TYPE 
Company Increased Group Writings by 
More Than $500 Million in Period 
of 12 Months 

At a meeting of 50 California-Western 
States Life Group people held at Pebble 
Beach lasting four days President Rob- 
ert E. Murphy said the company had 
increased its Group life in force by more 
than $500 million in a period of 12 
monthis. 

Neil E. Simpson, vice president and 
manager of Group agencies, told the 
field men that the company is abandon- 
ing the use of basic rates in favor of 
selective rating “in an effort to protect 
both the broker and the employer from 
costly and embarassing rate increases 
that commonly used methods of rating 
often bring about after the case enters 
its second year. On cases involving 25 
lives or more we will now provide ‘tailor- 
made rates’ in much the same way that 
we have always provided ‘tailor-made 
coverages’ to the employer.” 


Calls New Plan More Realistic 


Continuing he said: 

“In the face of today’s advancing 
claims cost, we believe that selective 
rating is the only realistic approach to 
the individual case. It will mean that we 
can offer a lower rate from the outset 
to the employer who our studies show 
will have a favorable claims experience; 
by the same token, other employers may 
have to take a higher rate, but the im- 
portant thing is that the broker and 
his client will know exactly where they 
stand rate-wise from the inception of the 
case, rather than have to suffer a costly 
and unexpected increase of from 20 to 
40% in second year, as frequently hap- 
pens throughout our industry today.” 

Simpson told Cal-Western Life Group 
officials that the selective rating of cases 
involved careful analysis of these fac- 
tors: Age distribution, sex distribution, 
geographical location and type of indus- 
try. Both company and industry experi- 
ence with these four variables will be 
given individual study to arrive at a 
realistic rate for each case. 

New Retirement Income Plans 

Also introduced at the Group confer- 





O'TOOLE ASSOCIATES 
Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 
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Northwestern National Has 


Large Production Gains 
A 12% increase in Ordinary sales and 
a 35% increase in Group during the first 
three months of 1958 compared with the 
same period of 1957 were reported by 
John S. Pillsbury, Jr., president, North- 
western National members of 
the company’s annual Leaders Confer- 
ence held last week at th 
Gulf Hotel, Biloxi. 
Mr. Pillsbury 
Northwestern’s 
showed a gain of $43 million since De- 
cember 31 and that net interest yield 
on invested assets continued to climb. 
The four-day Leaders Conference cen- 
tered around the theme “Organizing for 
Growth,” was attended by 85 agents who 
competed during an eight month quali- 
fication period in 1957. Guest speaker 
was Ralph Engelsman, New York insur- 
ance consultant, who talked on “Secret 
Ingredients” and on “Closing and Plac- 
ing Additional Policies.” 


Life, to 
Edgewater 


that 
force 


also. reported 


insurance in 





ence was a new line of retirement in- 
come plans for firms with a minimum 
of five employes. William Ryden, the 
company’s pension analyst, made _ this 
presentation. 

Other speakers were Carl Fenner, su- 
perintendent of Group sales; Harl Ben- 
nett, manager of Group underwriting; 
and Robert Reiche, manager of Group 
actuarial department. 





Hartford. 


*Minimum 15 in Florida. 





MEDICAL 
CATASTROPHE 


NOW AVAILABLE with Group Special — 
insurance for the firm with 10* to 24 employees. 


Call our local office for full details. 
Connecticut General Life Insurance Company, 


CONNECTICUT GENERAL 
« Life + Accident * Health * Group 











MID-WEST 
LIFE AGENCY DIRECTOR 


Position is with established Mid-Western 
Multiple Line Company entering Ordinary 
Field. Company is "in the market'' for a 
man in the 35-48 range with the following 
background: Minimum of five years success- 
ful production experience currently function- 
ing as number one or two man in Agency 
Department of established Life Company. 

Employer is "holding out"’ for a minimum 
of twelve years of Home Office back- 
ground. Job stability record important. 
Individual will be given immediate officer 
status and be responsible for all production 
functions of the Company. 

EMPLOYER PAYS MOVING EXPENSE AND 
SERVICE CHARGE. 


All inquiries handled in strict confidence. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
Harrison 7-9040 











Des Moines General Agent 
For Massachusetts Cos, 


GEORGE F. STROCK 


George F. Strock of Milwaukee has 
been named general agent for Massa 
chusetts Protective Association, Inc., and 
Paul Revere Life at Des Moines. Mr. 
Strock joined the Milwaukee agency o 
the Worcester, Mass., companies as 4 
field representative in 1955. Last year 
he was named to the position of ageney 
supervisor. During his three years with 
the companies he has consistently been 
a member of their top production clubs. 

Active in fraternal affairs, Mr. Strock 
is past master of his Masonic Lodge 
and a member of the Eastern Star. 





Illinois Insurance Chief 


To Speak at Ad Conference 


Joseph S. Gerber, Illinois Director of 
Insurance, will be the principal speaker 
at the Silver Anniversary sessions of the 
Life Insurance Advertisers Associations 
North Central Round Table, at Drake 
Hotel, Chicago, April 21-22. General 
chairman will be “Bob” Fontaine 
Continental Assurance. Gerber’s topic: 
“Madison Avenue in the Insurance Bust 
ness.” 

Also featured will be LAA President 
Morgan S. Crockford, Excelsior Life, 
Toronto. His subject, “Pointing for 4 
More Vital LAA.” Among other speak 
ers will be Donald F. Barnes, vice pres 
ident, Institute of Life Insurance, am 
John F. Bolger, Jr., president of the 
Bolger Co. 

The 50 voice chorus of Continental As- 
surance under the direction of Richa 
Otto will entertain at the April 21 lunch 
eon, 
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U. S. Supreme Court 
Hears FTC Ad Cases 


McCARRAN ACT INTERPRETATION 


Argued Before Justices Frankfurter, 
Brennan and Whittaker; FTC Charged 
With Shifting Position 


The insurance industry last week 
sharply attacked before the U. S. Su- 
preme Court the Government’s conten- 
tion that the McCarran Act permits the 
Federal Trade Commission to assume 
jurisdiction over insurance advertising 
practices. 

Last year the Fifth and Sixth Circuit 
* Courts respectively set aside FTC cease 
and desist orders against American Hos- 
pital & Life and National Casualty on 
grounds that the McCarran Act bars 
FTC jurisdiction except in states which 
have not enacted such regulatory laws. 

National Casualty’s attorney, John F. 
Langs, argued that the act is so clear 
that the Government has had to “con- 
stantly shift position” in order to main- 
tain its claim of jurisdiction. In answer 
to Justice William J. Brennan, Jr., Mr. 
Langs said all states have laws applicable 
to deceptive advertising. 

Mr. Langs charged that as far as 
the Government is concerned “state law 
is effective if we don’t get there first.” 
He added that FTC has taken “several 
fallacious positions” with regard to the 
way people generally interpret the in- 
tent of the McCarran Act. 

The Government conceded that the 
states have “top billing” under the Mc- 
Carran Act, and that if they act to 
regulate deceptive insurance advertising 
practices, Federal Trade Commission 
jurisdiction is precluded. 


Spritzer Gives Key to FTC Case 


Nevertheless, Justice Department at- 
torney, Ralph S. Spritzer, told the Su- 
preme Court that mere enactment of a 
state regulatory statute is not of itself 
sufficient to bar Federal jurisdiction. 
Interpretation of the McCarran Act 
proviso “to the extent that such _ busi- 
ness is not regulated by law” is the 
key to the Government’s case against 
the two companies, Mr. Spritzer ac- 
knowledged, in answer to Justice Charles 
E. Whittaker. 

Justice Felix Frankfurter asked whether 
under the Government’s interpretation 
there must be “some formal manifesta- 
tion” to advise the FTC that the Insur- 
ance Commissioner of a specific state 
“is on the job. Must he announce that 
he has also raised the question as to 
whether failure to act might not breed 
litigation ?” 

The fact that an Insurance Commis- 
sioner doesn’t prosecute in a_ specific 
instance, Justice Frankfurter commented. 
doesn’t necessarily imply approval of 
advertising in question. 

Mr. Spritzer replied that he was _ not 
suggesting that the FTC can rule on 
whether a state is doing a good job, or 
that a state must issue a formal ruling 
in every instance, but that it “must 
show something beyond the mere enact- 
inent of a statute.” 

J. D. Wheeler appeared as counsel for 
American Hospital & Life. 





Join Provident Mutual Board 


Thomas A. Bradshaw, Provident Mu- 
tual Life, announces the _ following 
changes in company’s board of directors: 

Isaac H. Clothier, Jr., a member since 
1930, has retired. John S. Carter, presi- 
dent, First Camden National Bank & 
Trust Co., Camden, and Paul J. Cupp, 
president of American Stores Co., have 
been elected to the board. 


Provident Life Insurance Co. of Bis- 
marck, N. D., had insurance in force on 
April 1, 1958, of $186,708,000. It made: 
a gain in March of insurance in force 


of $1,500,000. 


G. Albert Lawton Resigns 


G. Albert Lawton, president of Bank- 
ers Security Life of New York City, is 
leaving the company this week. 





General American 1957 


Premium Income Gain: 14.6% 

The General American Life had 1957 
income from all sources of $75,387,182 
and paid out or set aside a total of 
$66,075,987, leaving a net operating gain 
for the year of $9,311,195 as compared 
to $8,054,744 in 1956, the company says 
in its annual report to policyholders. 

Sidney W. Souers, chairman of board 
and president, said General American 
Life’s surplus at the end of 1957 stood 
at $11,271,301, a new high. The com- 
pany’s surplus is the excess of its assets 
over its liabilities after all known liabili- 
ties, including policy obligations, have 
been provided for. 

Admiral Souers said income from pre- 
miums was $62,639,030 in 1957, or 14.6% 
more than in 1956, and income from in- 
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RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N.Y. 
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vestments was $9,691,422, an increase of 
6.9% over the preceding year. 

General American Life’s major ex- 
penditure was the $51,614,446 paid out 
to policyholders and their beneficiaries 
during 1957, an increase of 16.6% over 
1956 benefit payments, and $33,451,545 
of that went to living policyholders in 
the form of endowments and annuities, 
disability benefits, dividends and_ cash 
surrender values. Increasing by $7,333,- 
892 during 1957, policy reserves reached 
a new year-end high of $202,587,435. 

Life insurance in force increased to 
$2.627 billion. Total assets increased to 
$245.5 million. Average individual life 
policy for adults was $10,221. 


G. A. Purington Succeeds 
The Late Edw. C. Graff 


General Accident Group has appointed 
Grant A. Purington as branch manager 
in Newark, following the recent death 
of Edward C. Graff, who had held that 
post since 1922. 

Mr. Purington, 
experience in the insurance 
Was appointed assistant manager in 
June, 1957 and was closely associated 
thereafter with Mr. Graff in the super- 
vision of the Group’s business in the 
Newark area. 


had long 
industry, 


who _ has 





VA Check these features of STATE MuTuat’s Sickness & Accident 
non-can, guaranteed continuable loss-of-time coverage 


@ ALL PLANS ARE PARTICIPATING. Present dividend, beginning at 12%, paid on 
third anniversary. (Not guaranteed, based on current scale.) 


@ NO AVIATION RESTRICTIONS. 
@ NO FOREIGN TRAVEL RESTRICTIONS. 
@ NO AVERAGE EARNINGS CLAUSE. 

~ @ NON-HOUSE-CONFINING... FULL BENEFITS PAID...NO PROBATIONARY PERIOD. 
@ INCONTESTABILITY. (Company cannot contest policy after it has been in force 


two years.) 


@ WAIVER OF PREMIUM. (After four months throughout total disability not just 
through indemnity paying period.) 
@ PARTIAL ACCIDENT BENEFITS PAYABLE BEFORE, AFTER OR WITHOUT TOTAL 


DISABILITY. 


@ LEVEL PREMIUM. (Premiums remain same throughout entire life of con- 


tract.) 


@ FIVE-YEAR SICKNESS AND ACCIDENT COVERAGE. (Disability due to sick- 
ness, prior to age 65 entitled to benefits up to full five years, if disability 
is continuous. ) 

@ TEN-YEAR SICKNESS AND ACCIDENT COVERAGE. (Sickness benefits paid 
up to ten years or to age 65, if less, but not less than two-year max- 


imum.) 


@ ACCIDENT CLAUSE READS “Resulting from accidental bodily injuries” 
and not “by accidental means” — a vital difference. 

@ STATE MUTUAL ISSUES DISABILITY TO AGE 65. One of the few Com- 
panies issuing this plan. For disabilities commencing after 63rd 
birthday, we guarantee a two-year maximum benefit period. 





Ask us about special class underwriting. 


STATE 
ASSURANCE COMPANY 


Home Office: Worcester, 


MUTUAL LIFE 
OF AMERICA 


Massachusetts 
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Sales Management In 
Challenging Period 


S. G. HALE TELLS N. Y. MGRS. 





Mutual Of New York Official Says 
Importance of Sound Management 
Cannot Be Over Emphasized 





Sales management is experiencing one 
of the most challenging and exciting 
periods it has ever known, Stanton G. 
Hale, vice president for sales for Mu- 
tual Of New York, told the Life Man- 
agers Association of Greater New York 
at a luncheon meeting last Friday. He 
pointed out the favorable atmosphere in 
which sales management in the personal 


STANTON G. HALE 


insurance field is working. The market 
unlimited, the products have 
become more saleable, because their 
prices are lower and their design con- 
stantly improving. Further, the business 
has experienced steady progress in in- 
vestment yield and savings from mor- 
tality. 


is nearly 


Elements of Challenge 


“On the other hand,” he continued, 
“there are elements of challenge in sales 
management, and one area that needs 
considerable and steady attention is to 
make the sales process more efficient.” 
Improvement in distribution efficiency is 
mandatory, he declared, if the agency 
system is to continue to compete suc- 
cessfully against other products, other 
forms of thrift, and other ways of mer- 
chandising thrift. 

“The importance of sound manage- 
ment cannot be emphasized too strong- 
ly,” Mr. Hale said. “Our studies show 
that the best performing agencies are 
managed by men who were the most 
carefully selected and trained.” 

Mr. Hale was introduced by the chair- 
man of the association’s planning com- 
mittee, Bernard S. Bergen, Mutual Trust 
Life general agent in Brooklyn. Pre- 
ceding the MONY executive address, the 
association held its regular monthly 
business meeting, presided over by 
Charles J. Buesing, association presi- 
dent and New York City agency man- 
ager for MONY. 

Mr. Hale, a past president of the Life 
Insurance Agency Management Associa- 
tion, said “the challenge of efficiency is 
particularly keen at a time when there 
are predictions of manpower short: Age. 
Accordingly, management and we 
sion are receiving today a great deal 
more attention than was paid them 10 





or 15 years ago.” 
MONY’S Management Development 


He reviewed MONY’s program of 
management development. In 1951, 
MONY began a program of steady and 
orderly expansion of its agency net- 
work, to bring its products and services 
closer to the consumer. Some 112 men 
have been brought into the management 
corps since then. Nearly all of them 
have come up from the ranks. Some, 
however, are recent college graduates 
and a few have come from management 
areas in other industries. 

The home office is responsible for 
their selection, and they are chosen 
on the basis of careful procedures, tests, 
observations and evaluation, Mr. Hale 
reported. The chronology of their train- 
ing encompasses orientation, assignment 
to an agency to assist a manager, an 
adequate amount of time at selling and 
study, advancement to responsibilities as 
an assistant agency manager, reassign- 
ment to the home office staff for addi- 
tional managerial training, and finally 
appointment as an agency manager “All 
the way through the program,” Mr. Hale 
continued, “there are progress evalua- 
tion points. As the management trainee 
qualifies for advancement his compensa- 
tion is increased. 

“Management 
things done through people,” Mr. 
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EQUITABLE LIFE OF IOWA IN 


THE NORTH CENTRAL STATES 


From the land of 10,000 lakes... 
. and the far-reaching grazing and 
wheat lands of the Dakotas, come great conrtibu- 
tions to the nation’s economy. Contributing to 
the life insurance well-being of citizens of the 
North Central states are these Equitable Life 
of Iowa general agents and their agency asso- 
ciates. We salute them for a job well done. 


LIFE INSURANCE COMPANY OF IOWA 


remarked. “We have designed our pro- 
gram to include a long range test to 
see what results we will obtain if part 
of our future managerial staff were se- 
lected originally as managerial candi- 
dates, rather than as salesmen. 

“The entire program,” he continued, 


“meshes with the company’s over-all poli- 


cies and objectives. The program has 
been underway only a few years and 
is therefore not far enough along to 
evaluate the results. However, we are 
convinced that our policyholders’ inter- 
ests are being well served by our invest- 
ing in the careful selection and broad 
training of our future sales managers.” 
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Member of the N. Y. C. Insurance Agents Ass'n 





Supervisor for Phoenix 
Midtown Brokerage Agency 





DAN KENLON 


Kelly, manager of Phoenix 
Mutual’s Midtown Brokerage Agency, 
Chrysler Building, New York, has an 
nounced the appointment of Dan Kenlon 
as brokerage supervisor. Mr. Kenlon, a 
graduate of Fordham University, entered 
the life insurance field in 1951 and has 
four years of personal production experi- 
ence. For the past two years he has 
been a brokerage manager for another 
large company, where he compiled an 
impressive record. He has completed 
basic and advanced courses in sales 
training. 

Mr. Kenlon will assist Mr. Kelly in 
the development of the agency’s surplus 
brokerage business. The Midtown 
Agency was the company leader for 
the year 1957 with a volume of over 


$19,000,000. 


William F. 


NAME ALTSCHUL AND WALDIE 





Aetna Life Assistant General Agents in 
Detroit and Omaha; Summary 
of Careers 
Jerry Altschul has been named assist- 


ant general agent in brokerage depart- 
ment at F. E. McMahon general agency, 
Detroit, and William A. Waldie will be- 
come assistant general agent at the C. 
ye general agency, Omaha. 

A graduate of Illinois College of Com- 
merce Mr. Altschul entered insurance 
in 1951 and has had experience in the 
agency management field. Mr. Waldie 
began his life career in 1954 as assistant 
supervisor at the Omaha agency, and for 
the past year has been an instructor in 
Aetna Life’s home office training school 
in Hartford, An Air Force veteran Mr. 
Waldie is a graduate of Omaha Central 
High School and University of Nebraska. 
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CANADIAN EXPANSION 





Recording & Statistical Corp. Names 
L. M. Wylie as V. P. in Charge of 
Its Toronto Printing Plant 


As part of its program for expansion 
of facilities for Canadian insurance cus- 
tomers the Recording & Statistical Corp. 
of New York announces the appoint- 
ment of Lloyd M. Wylie as vice presi- 


LLOYD M. WYLIE 


dent in charge of its printing plant in 
Toronto. He will give particular atten- 
tion to the popular R. & S. “shortrite” 
policy program. 

Mr. Wylie joined R. & S. in 1955 and 
became sales manager of the lithograph 
and letterpress division in 1956. For 
25 years prior to joining this organiza- 
tion he was associated with prominent 
Toronto firms in the graphic arts in- 
dustry. He was sales manager of a lead- 
ing Canadian mail advertising company, 
and just before joining R. & S. he 
organized a new department for the 
production of advertising material for 
a large Toronto display company. 

Mr. Wylie is a member of the Adver- 
tising & Sales Club of Toronto and of 
the Ontario Club. 


SALES CONGRESS PROGRAM 





Illinois Association Speakers May 7 In- 
clude Joseph Gerber, Gail Shoup, Roy 
Davis, Jay De Young and Alex Dreier 

The Illinois Association of Accident 
and Health Underwriters sponsors a sales 
congress to be held, May 7, in the Pru- 
dential Plaza, Chicago. The congress is 
the big event of “Illinois A. & H. 
Week,” May 4-11, which was recently 
proclaimed by Governor Stratton. 

\lex Dreier, well-known N.B.C. broad- 
caster, will be the luncheon speaker. Jo- 
seph S. Gerber, Illinois Director of In- 
surance, will head insurance speakers on 
the program. 

Other talks will be given by Gail L. 
Shoup, Lincoln National Life, vice pres- 
ident International Associ: ition = of 
A. & H. Underwriters; Chet Elson, 
general agent, Mutual of Omaha; John 
Palmer, Advertising Corp.; Edward 
O’Connor, Insurance Economics Society; 
William I. ees, Continental Casualty; Ed- 
ward Mack, Mack & Parker; Jay De 
Young, De Young Associates, Chicago; 
Roy Davis Illinois Mutual Life & Casu- 
alty; and Louis Ricci, Duncan Insurance 
Agency. 


. ELECT V. P. KELLEHER 

Vincent P. Kelleher has been elected 
President of the Northeastern Pennsyl- 
vania CLU Chapter. Other officers are 
Michael Skopic, vice president, and 
Henry E. Hess, secretary-treasurer. 
Election was held recently in Wilkes- 
Barre. 








Five billions of insurance in force... 





’m Oswald 


“...and I didn’t 
quite need five 
fingers at year ° 
end of 1957” 


almost ...at the 


end of 1957. Just 46 years after CAC was founded. 


No record in life insurance bears so much significance 


to general lines men. 


Reason? For the far greater part 


(80%), CAC has been built by producers who long have 
written insurance across the board: fire, casualty, marine 
and life. 

Now this pattern is becoming a current style. If you 
have not yet considered the full-lines concept, we believe 
you should. And soon. 

Moreover, we invite the privilege of giving you the 


*‘word.” 


For to us, it is an old story. Almost our only 


story. One we'd delight to pass along to you. 





ASSOCIATION 
MEETINGS AHEAD—1958 
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Invest a 3¢ stamp 


Send us your name and address. 
We will send you a reprint from 
the C.L.U. Journal, winter issue, 
entitled: 
**All-Lines Underwriting, 
New Fashion or New Era? 
It is forceful outside testimony 
in —. of our inside story. 
. An outline of a trend you 
can scarcely afford to ignore. 








Eastern Department 
76 William Street 
New York 5, N. Y. 


Mid-America Department 


Pacific Coast Department 
2975 Wilshire Bivd. 
Los Angeles 5, California 


310 S. Michigan Avenue 
Chicago 4, Illinois 














College Newspaper 
Safety Contest Prizes 

ANNOUNCED BY J. S. KEMPER 

91 Colleges Submitted 296 Entries; 


Top Awards to U. of Illinois and 
Miami (O.) Univ. 








James S. Kemper, chairman of the 
Kemper Group, has announced that the 
University of Illinois’ “Daily Illini” 
gained top award in the 10th annual 
college newspaper traffic safety contest 
sponsored by Lumbermens Mutual Cas- 
ualty. Mr. Kemper made the announce- 
ment after the judging which was held 
in Chandler, Ariz. 

“Daily Illini” gained $500 for the daily 
college paper category, while a similar 
sum was won for top spot in the non- 
daily field by the ‘ ‘Miami Student” of 
the Miami University, Oxford, Ohio. 

Second prize ($250) among daily pub- 
lications went to the “Daily Trojan”, of 
University of Southern California, and 
third prize ($100) was to Texas A. & M.'s 
“The Battalion”. 

In the non-daily field, second place 
was taken by the “Rocky Mountain 
Collegian” of Colorado State University. 
Third- place winner was “The Decatu- 
rian,” student publication of Millikin 
University, Decatur, IIl. 


Individual Winners 


The judges named five individual 
student journalists whose work was con- 
sidered best in the safety editorial, fea- 
ture, cartoon and photograph classifica- 
tion. 

Richard Turner of the “Miami Stu- 
dent”, wrote the best editorial and Mar- 
tin D. Plotnick of the “Syracuse Daily 
Orange”, Syracuse University, the best 
feature. 

Ray Cravens of the University of 
Kentucky’s “Kentucky Kernel” and Eddi-> 
Gilbert of the “Daily Illini” tied for the 
best cartoons prize. 

The best photograph was taken by 
Wilmer D. Hartley of “The Dartmouth” 
Dartmouth College, Hanover, N. H. 

Ninety-one colleges and universities 
from 37 states, the District of Columbia 
and one Canadian province submitted 
296 entries in the contest. 


’ 





Clark, DeMark and Mills 


On Kemper Junior Board 
Donald R. Clark, Richard R. DeMark 
and Richard J. Mills have been elected 
officers of the Kemper Insurance Junior 
board. Mr. Clark, executive assistant 
in American Manufacturers Mutual Co., 
is the board’s new chairman. 

Messrs. DeMark and Mills were named 
secretary and assistant secretary, re- 
spectively. Mr. DeMark is assistant ad- 
vertising manager for the Kemper Group 
and Mr. Mills is a member of the com- 


panies’ statistical actuarial department 
staff. 





MADE BROKERAGE MANAGER 

Occidental Life of California announces 
the appointment of William P. Holtfreter 
as brokerage manager in the company’s 
Toledo branch office. Mr. Holtfreter 
joins Occidental after serving as an 
agent in Toledo for Equitable Life As- 
surance Society. 





Advance R. J. Cusick 


Robert J. Cusick has been appointed 
associate manager of Group insurance 


sales with Equitable Life Assurance 
Society. He was formerly assistant man- 
ager. Mr. Cusick, a graduate of Boston 


College, has been with The Equitable 


since 1950. 





LEAVES FEDERAL COMMISSION 

G. C. Whalen has resigned as Chief 
of the Insurance Section of the Inter 
state Commerce Commission to become 
director of eastern operations for the 
Transport Insurance Co., Dallas. Mr. 
Whalen will be succeeded by his former 
assistant, Leonard J. Schloer. 
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Lloyd On Insurance 
: Significance Of 1913 


INCOME TAX WAS ENACTED 





Since then Policy hasn’t been Regarded 
As Luxury; Nation Still 
Under-insured 





Life insurance is not a luxury business 
John A. Lloyd, president, Union Central 
Life, told that company’s $500,000 Club 
at its recent convention in Boca Raton. 

“We are not selling automobiles, wash- 
ing machines, television or any other 
device which modern man thinks he 
must have but knows if necessary he 
can do without,” said Mr. Lloyd. “Our 
real sales are tomorrow’s food and shel- 
ter, clothing and education, tax money 
all things the family cannot do without. 
Life insurance really became a necessity 
about 45 years ago.” 

In explaining this date Mr. Lloyd said 
that on February 23, 1913, a revolution- 
ary change took place in the lives of 
Americans. That was the day there 
became effective an income tax amend- 
ment to the Federal Constitution. “So 
broad are the implications of income 
taxation that it may well be said that 
our entire economic and personal way 
of life was dramatically changed there- 
by,” he continued. 


Today’s Market 


Today’s market has great ability to 
pay, inflation is counteracting forces of 
deflation and it all amounts to a national 
tragedy if there is under-insurance. “If 
we fail to do more business than ever 
the fault is not in the economic status, 
but ‘in ourselves that we are under- 
lings,’ to paraphrase a line from Shake- 
speare,’ said Mr. Lloyd. 

“Our own industry has been waging 
a campaign to arouse the public to a 
consciousness of damages of inflation. 
I need not belabor the point here except 
to say that the business which we repre- 
sent owes it to the policyholder and the 
public to oppose further inflation with 
all its might and with all its intelligence. 
To turn back the rate of inflation we 
have now seems a hopeless task but we 
should dedicate ourselves to the cause 
of preventing its further spread if at 
all possible.” 

Union Central’s president expressed 
the hope that 1958 will prove to be the 
year when through strength, intelligence, 
careful planning and aggressive activity 
the Union Central’s sales force “will 
rise to the true measure of its greatness.” 








Eastern Life’s 1st Quarter 
Shows 50% Gain Over 1957 


New paid-for business written by East- 
ern Life of New York in the first three 
months of 1958 showed a 58% increase 
over the same period of 1957, Louis 
Lipsky, president of the company, an- 
nounces. 

Premium income for the first quarter 
of 1958 was 31% higher than in the same 
period last year, Mr. Lipsky disclosed. 
Investment income was 18% ahead. 

The company also announces that its 
actuaries are preparing a family group 
policy plan to be added to its portfolio. 





H. D. EAGLE ON PANEL 


Herbert D. Eagle, vice president in 
charge of Occidental Life of California’s 
Group sales and service division, partici- 
pated in a panel discussion at a recent 
meeting of the Orange County Sales 
Executives Club in Anaheim, Cal. Re- 
quirements for a selling career and the 
opportunities such a career affords were 
discussed. 





R. K. HARRIS APPOINTED 

Appointment of Robert K. Harris as 
agency assistant for the Albert L. Jason 
agency, The Prudential, in Los Angeles 
is announced. Born in New York he 
served in U. S. Air Force during World 
War II in the Pacific theatre and joined 
Prudential in 1953. 


Made Field Supervisor 


For Bankers Life of Iowa 





R. T.-SEDREL 


Robert T. Sedrel of Des Moines has 


been named a field supervisor of Bankers 


Life of Des Moines. Before joining 
Bankers Life he was an agent with 
Central Life Assurance in Des Moines. 





writer, 93 Nassau Street, New York 38. 








SAVE EXPENSIVE RECRUITING AND SEARCH 


Relocate Group Manager into an agency-type Life & A. & H. Company. Under 40, 
college degrees, 16 years experience in ordinary, actuarial, Group Sales & Service, 
Group Regional and Divisional Management. Long-range opportunity and location 
outweighs initial desires. For interview or resume write Box 2606, The Eastern Under- 











A native of Des Moines, Mr. Sedrel 
attended grade and high schools there 
and received his bachelor’s degree at 
Drake University. While at Drake he 
was a member of Sigma Alpha Epsilon. 

During his insurance career, he has 
completed part 1 of the LUTC Course 
and is currently studying part II. 

An Air Force veteran, he served from 
1951-54. Upon his return from service 
he entered Drake University and later 


_ joined Central Life in 1955. He remained 


there until going to Bankers Life this 
month. 


NEW DIRECTOR NAMED 


Jerome Lieberthal, builder, has been 
elected to the board of directors of 
O’Keeffe and Goldberg Associates, Inc., 
financial consultants in the life insur- 
ance and estate-planning fields, it is 
announced by Edward M. O'Keeffe, 
president. 











Insurance 


what 
benefits 
does 


booklet, entitled, 


your company. 


and mail today to... 
av AMay 





LIFE e 





Executives, 





“Reinsurance Exclusively” 
hold for you? 


Why do so many leading life insurance companies 
choose North American Reassurance when reinsuring 
portions of their risks? The answer is simple. 

They value the special benefits they enjoy by 
associating with North American Re, the world’s 
largest company devoted exclusively to life reinsurance. 
They also value highly the entirely non-competitive 
nature of their relationship with North American. 


Many of these benefits are described in our new 
“Reinsurance Exclusively.” 
Naturally there’s a copy waiting for you. Between the 
covers is information of real value to you and 


For your complimentary copy simply attach your 
personal or business card to this advertisement 


% NORTH AMERICAN 
< REASSURANCE COMPANY 
4 : 4 161 East 42nd Street, New York 17, New York 
a MUrray Hill 7-1870 
a Reinsurance Exclusively 
ACCIDENT & SICKNESS e 


GROUP 











Promoted By Northeastern 





D. A. YANNANTUONO 


A. Yannantuono has been ad- 
Northeastern 


Daniel 
vanced to comptroller of 


Life of New York, in Mount Vernon, 
N. Y. Mr. Yannantuono joined North- 


eastern Life in 1952 and has been super- 
visor of the accounting department. 
Prior, he was the assistant comptroller 
of the Diana Stores Corporation. In 
1947, he graduated from New York Uni- 
versity of Commerce and later attended 
New York University Graduate School 
of Business. He is a member of the 
New York Insurance Accountant’s Club, 


Insurance Society of New York and 
several civic organizations in Mount 
Vernon. 
Mr. Yannantuono served three years 
in the armed forces with the third 
army in the E. T. O. 


ASIM to Hear Navarre May 5 


Michigan Insurance Commissioner Jo- 
soph A. Navarre will deliver the address 
at the semi-annual dinner meeting, May 
5. of the American Society of Insurance 
Management at the Hotel Statler, New 
York. A reception will commence at 
5:30 with dinner timed for 7:30. Mr. 
Navarre is president of the National 
Association of Insurance Commissioners. 
Title for the address is “Insurance Man- 
agement and Regulation by the Several 
States.” 


James A. Carlton Promoted 


James A. Carlton has been advanced 
to training consultant at the western 
home office of The Prudential. He joined 
the company in 1951 as agent in Beverly 
Hills, Cal., and was appointed staff man- 
ager in Santa Ana four years later. 
Next he went to Fullerton office as staff 
manager. 


NAMED MUTUAL OF OMAHA G. A. 

Louis P. Morrison has been appointed 
general agent in Davenport, Ia., for 
Mutual and United of Omaha. He has 
been employed by the companies since 
1952, most recently as district manager 
in Grand Rapids for FE. B. Brink Agency, 
Detroit. Mr. Morrison succeeds H. M. 
McComas who retires after 33 years 
with the company. 
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New 12-Story Office 
Building in Singapore 
AMER. INTERNATIONAL OWNERS 





Will Be Southeast Asia Headquarters 
for AIU and Provide Nine Floors of 
Space for Major Tenants 





American faith in the future of South- 
east Asia will be emphatically restated 
in Singapore on April 19, in ceremonies 
marking the opening of the city’s newest 
office building. The 12-story and _ pent- 
house edifice has been erected at a cost 
of more than $2,500,000 by an American- 
owned life insurance company, American 
International Assurance of Hong Kong. 
The structure is said by architects and 
builders to rival the newest skyscrapers 
of any U. S. city, in both design and 
equipment. 

The new American International 
Building will be Southeast Asia head- 
quarters for its owners and for Ameri- 
can International Underwriters, overseas 
managers for 13 leading general insur- 
ance companies of the United States. It 
will also provide nine floors of the most 
modern office space in Singapore for 
major tenants in other lines of business. 
Leases have already been signed by Shell 
Oil, American President Lines, the Ca- 
nadian Trade Commission, and another 
occupancy is now being negotiated. 

Singapore, for generations the world’s 


number one port for the handling of 
tin and rubber, has expressed official 
approval of the latest addition to its 


skyline—a 10- story tower clad in alumi- 
num “egg crate” louvres, rising above a 
two-tory base of gardens and glass, 
marble and granite. Participating in the 
opening ceremonies will be Sir Robert 
Scott, United Kingdom Commissioner 
for Southeast Asia, and other govern- 
ment and business leaders of this “busi- 
est port in Southeast Asia.” 

The only structure of its kind in 
Southeast Asia, the American Interna- 
tional Building has utilized or adapted 
the most advanced construction tech- 
niques known in the USA or elsewhere. 
Even so, its unique architectural fea- 
tures coupled with local building ordi- 
nances and sub-surface soil conditions 
necessitated many innovations, especially 
in materials. 


Appoint James M. Clark 

Life Insurance Company of Amer®a, 
headquartered in Wilmington, Delaware, 
has announced the appointment of 


James M. Clark as _ ral agent, with 
offices in Columbus, Georgia. Mr. Clark 
brings to his new post a broad back- 


ground of insurance experience. For 
the past eight years he has conducted 
his own general agency and brokerage 
business in Columbus, which has ranked 
", onsistently among the leaders. Entering 
the i insurance business in 1933, he served 
for many years as district manager of 
a major company. Prior to forming his 
own agency, he was executive vice presi- 
dent of Columbus National Life. 





Woods Agency’s Record 

The Woods Agency of Los Angeles, 
successor to Yates-Woods, has set a 
new first quarter record for any agency 
of the Massachusetts Mutual Life with 
a paid total of more than $14 million 
Ordinary, plus $9.5 million Group. The 
agency established new all time monthly 
records for Ordinary production in each 
of the months of the first quarter of 
1958, with January $6.1 million; Febru- 
ary $3.8 million, and March $4.2 million. 
The agency passed the $% billion of 
Ordinary insurance in force mark during 
March. 





Old Republic Dividend 


Directors of Old Republic Life of 
Chicago, at a recent meeting declared 
the regular quarterly dividend of 20¢ 
per share, payable May 1 to stockhold- 
ers of record April 18. 


David Marks, Jr. Agency 


Has Large Housewarming 

The David Marks, Jr. agency of New 
England Life held a housewarming, 
April 14, at its new offices in 666 Fifth 


Avenue, between Fifty-second and Fifty- 
third Streets. The offices, among the 
most modernistic and beautiful in the 
business world, occupy 17,000 square feet. 
They were described in a recent issue 
of The Eastern Underwriter. 

From the home office in Boston came 
O. Kelley Anderson, president ; Lambert 
M. Huppeler, vice president—agencies, 
and Frank French, an executive in the 
underwriting department. For a period 
of two hours the agency was visited by 
many of the leading general agents, 
managers, agents and brokers of Greater 
New York. 





R. S. Welborn, Jr., Named 


Robert S. Welborn, Jr., has been ap- 
pointed general agent for Manhattan 
Life in Corpus Christi, Texas. Mr. Wel- 
born’s last association was with the 
Jefferson Standard Life, which he joined 
in 1955. He held positions as agent and 
district manager. A Marine Corps vet- 
eran, Mr. Welborn also served as an 
instructor for the U. S. Air Force. 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
32 COURT STREET BROOKLYN 1,N. Y. 





TRiangle 5-7362 








HERMAN REINIS 
Brooklyn General Agent 


The Manhattan Life 
(Founded 1850) 
50 Court St. MAin 4-7951-2-3 

















John Hancock To Build 
Agency Bldg. In Waltham 


John Hancock Mutual Life will build 
Mass. 


office for the 


a two-story building in Waltham, 
to house a_ suburban 
Robert B. 


John 


Pitcher general agency of 


3oston. 3ishop, associate general 


agent, has been appointed manager of 


the new branch office. 














‘Top commissions 


pension plan... 
group insurance 


SUPERMARKET BASKET 


of POLICIES 


LIFE ~ GROUP A&H 

Por,..... All Forms.... Non-Con.....>. 

Non-Por.. Baby....... Commercial,.... 
Major Med .. Assoc. & Franchise 


and expense allowance... 
profit-sharing renewals .. . 
persistency bonus... 


BNL/’s plush carpet treatment. 


for General Agents, 





AVAILABLE TO: 

General Irisurance firms ying for 
$10,000 annually 

Full-time Life men in Life premiums 


Write for booklet “THE UMBRELLA PLAN“ 
ee ey e 





LIFE INSURANCE COMPANY. 
Montclair 6, New Jersey _ 








MUTUAL BENEFIT LIFE 


is doing some unusual 
things in Group. 


If you have a possible Group case— 
why not call us at OXford 7-2950. 
Complete brokerage service. Special- 
izing in Split Dollar and Business In- 


surance. 





LEE NASHEM -AGENCY 


42nd Street 


I ee 


NO East 
New York 





Chicago General Agent 





R. 'E. 


GREENFELD 


Robert E. Greenfeld, Skokie, IIl., has 
been appointed general agent in Chicago 
for Postal Life of New York. He was 
formerly assistant manager of The Pru- 
dential. 

Mr. Greenfeld entered the life insur- 
ance business with the Metropolitan in 
1949 as an agent, and later joined New 
York Life. In 1954, he was named 
brokerage manager for New York Life, 
and in 1955 he was appointed to the 
position of division manager of The 
Prudential. His unit qualified for the 
President’s Club Convention and led the 
agency last year. 

This is the first appointment of a 
general agent in the midwestern area 
of the United States for Postal Life. 
The company is over 50 years old. 





Bankers National Reports 
29.7% First Quarter Gain 


Bankers National Life, Montclair, 
N. J., reported a 29.7% gain in paid- 
for Ordinary life insurance at the end 
of the first three months of 1958, com- 
pared to the same period last year. 
New paid-for business amounted to 
$11,959,436 for the current year to date, 
an increase of $2.742,084 over 1957. 

Production during the month of March 
alone totaled $3,622,201, 44.9% more than 
for March, 1957. 

Total insurance in force at the end 
of March amounted to $495,415,236, an 
increase of $14,921,170 during the first 
three months of 1958. 





Canada Life Names Ersek 


Canada Life Assurance announced the 
appointment of Joseph M. Ersek as man- 
ager of the company’s Philadelphia 
branch. Mr. Ersek has experience in 
life underwriting, recruiting and train- 
ing. 
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Campbell Named General 
Agent in Newark, N. J. 


CLARENDON CAMPBELL, JR. 


Clarendon Campbell, Jr. has been 
named general agent for the Massachu- 
setts Protective Association, Inc., and 
the Paul Revere Life at Newark, N. J. 
He joined these companies in 1956 as 
regional training supervisor in their 
eastern sales region. Recently he com- 
pleted his management training at Pitts- 
burgh where he has served for the past 
three months on special assignment 
under General Agent Howard Carsten. 

A native of New Jersey, Mr. Campbell 
entered the insurance business in 1952. 
His personal sales record ranked him 
as a leading producer for Pacific Mutual. 
He served that company also as a super- 
visor in its Newark agency. A veteran 
of World War II, he served as a pilot 
in the United States Air Force. 





Continental Assur. Has 


New High in First Quarter 


New Bee life insurance written 
by Continental Assurance in the first 
quarter of 1958 was the largest of any 
quarter in the history of the company, 
Robert B. Hamor, vice president and 
director of agencies, announced. The 
average amount of coverage on the 
policies written during the period also 
set a new high. 

The Chicago-based _ life insurance 
organization wrote individual policies in 
the amount of $121,114,791 in the three 
months ended March 31, an increase of 
12% over the $108,260,158 of insurance 
written in the like period last year. 

The average policy was valued at 
$9,834 in the first three months this 
year compared with an average coverage 
per policy of $8,193 in the corresponding 
period last year. 

The best previous quarter in the com- 
pany’s experience was the second quar- 
ter of 1957 when $118,946,308 in new 
business was written. 

Mr. Hamor said the company’s in- 
creased business in the first quarter was 
national in scope, including industrial 
areas where the business recession has 
been deepest and unemployment more 
pronounced than for the country as a 
whole. 

Gains in new individual life insurance 
written in the period were recorded over 
the like 1957 quarter in such areas, 
among others, as Buffalo, Pittsburgh, 
Philadelphia, Cincinnati, Cleveland, De- 
troit, Chicago, St. Louis, Cedar Rapids, 
Denver, Los Angeles and San Francisco. 

Mr. Hamor said also that Continental 
Assurance’s experience in the develop- 
ment of new business evidences con- 
tinued expansion of brokers in general- 
lines insurance into the life insurance 
field. 





Treasury Tax Formula 


(Continued from Page 1) 


perience, and profit arising from the dif- 
ference between the expense ‘loading’ 
portion of premiums and actual expenses. 
Deductions would be allowed for all divi- 
dends paid to policyholders and amounts 
added to policy reserves. 

“Under this suggested method, life in- 
surance companies would be entitled to 
net operating loss carryovers. To assure 
the best possible long-range measure- 
ment of life insurance company earnings 
and to preclude taxing annual amounts 
which are not true net earnings because 
of uneven experience, a longer loss carry- 
back provision should be provided for 
life insurance companies than for other 
corporations, ranging up to 10 to 20 
years. 

“Consideration also need to be 
given to some kind of special allowance 
or relief feature for small and new com- 
panies. Such a provision might be de- 
signed to recognize the special problems 
of the growing company. For example, 


a deduction might be allowed of 50%, or 
some other fraction, of amounts up to 
some specified amount retained by.a 
company as contingency reserves for the 
protection of policyholders. 

‘Provision should be made for a grad- 

“Provisi 
ual transition to the new method over a 
three to five-year period. During this 
transition, the tax would be computed 
as a weighted average of the tax under 
the new method and the tax under the 
present stopgap method, with gradually 
increasing weight to the new method. 


may 


Impact on Policyholders 


“The taxation of life insurance com- 
panies inevitably raises the question of 
its possible impacts on policyholder sav- 
ings, benefits, and insurance costs, The 
tax base discussed above would exclude 
all amounts paid to, or set aside irre- 
vocably for the benefit of any policy- 
holder or group of policyholders. It 
would exempt additions to policy reserves 
including interest thereon; all cash in- 
surance benefits made avail: able to policy- 
holders or their beneficiaries; and all 
policy dividends or similar rebates paid 
or refunded to policyholders. 

“In our studies and discussions with 
the consultants made available by the 
life insurance industry, we have given 
attention to possible adjustments in pol- 
icy reserves and related items fcr tax 
purposes. The objective of such adjust- 
ments would be to take account of, or in 
some cases to neutralize, the effect of 
different methods of reserve valuation, 
varying reserve interest assumptions, 
past and future reserve strengthening 
operations, and certain other factors. 


Adjustment for Companies 


“We believe that there is substantial 











for companies 
with reserves based on a_ preliminary 


merit in an adjustment 


term method of valuation. Such an ad- 
justment would compensate for the fact 
that in the case of a company using a 
preliminary term method the addition to 
reserves on new business in the first pol- 
icy year is substantially smaller than for 
a company which uses the net level pre- 
mium valuation method. 

“Another adjustment which appears to 
deserve favorable consideration is one 
which would take account of deficiency 
reserves in existence on the effective 
date of the suggested plan. These par- 
ticular reserves may be considered equiv- 
alent to an allocation of previously ac- 
cumulated surplus, and in this light 
their recovery back into surplus would 
not constitute current earnings which 
should be subject to tax. 

“At this time we have no recommenda- 
tions for or against other specific re- 
serve adjustments. We recognize, how- 
ever, that other possible refinements and 
modifications, including contingency re- 
serves, adjustments for reserve strength- 
ening, and special allowances for some 
segment of surplus, merit further review 
in the light of the expert views and com- 
ments of members of the life insurance 
industry which will be made available in 
the course of your future deliberations. 
However, every departure from the al- 
lowance for policy reserves used in deter- 
mining the net gain from operations re- 
ported in the annual statement to the 
State insurance departments would rep- 
resent a complication which could be 
justified only by persuasive equity and 
technical considerations. 


Modification of Present Law 


“The Treasury is fully aware that 
problems exist with respect to the plan 
just discussed. It will, of course, increase 
the tax paid by some companies, just as 
it will relieve others, resulting in shifts 
in burden as compared with the present 
stopgap method. This is inevitable in a 
change from a tax based on an industry- 
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LIFE 
“GROUP 
PENSION 
DISABILITY 


Helpful: 
Other Factors: History and any related impairments. 
These and other C.A.C. underwriting advantages will 
help you get your Life production into orbit. 


Blood Pressul e? 


All of us have some. Some of us have too 
much. 
$. Here are our top standard limits at various 


Our new 1958 scale is inflated like the 


36-45 46-55 56-65 66 up 
146 149 152 155 
93 95 97 99 


Normal EKG, X-Ray and Weight. 


H. MALCOLM TEARE AGENCY, Inc. 


General Agents 


Continental Assurance Company « Chicago, Illinois 
500 Fifth Avenue « NEW YORK 36 « Longacre 


4-8130 





GROUP SALES 


The portal to plenty is open to you if you can sell group 
insurance. The opening is in Houston. Preferred considera- 
tion will be given to a man who is presently located in the 
Houston area; however, any man with proven group sales 
ability will be considered. Position provides many personal 
advantages including a company car, excellent working con- 
ditions, substantial salary, and others. 
qualify, write in full confidence to 

AGENCY VICE PRESIDENT 
GROUP DEPARTMENT 


PROVIDENT LIFE AND ACCIDENT INSURANCE COMPANY 


Chattanooga, Tennessee 


April 18, 1958 





If you feel you 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











wide formula to a tax based on the in- 
come of individual companies. Another 
problem is that the suggested method 
may result in a changed approach to 
policy reserves in order to reduce or 
eliminate tax. 

“We do not minimize the difficulties 
which your committee may encounter 
in its evaluation of the plan. Accord- 
ingly, you may wish to consider an alter- 
native more in line with the present 
method of taxation of life insurance com- 
panies which will nevertheless make 
tangible improvements, 

“In this event, we suggest that you 
consider modification of the present law 
which will increase the portion of invest- 
ment income subject to tax to accord 
more closely with the prevailing margin 
of investment income above required 
interest for policyholders, which margin 
is now about 30% for the industry as a 
whole. Such a revised formula should 
not only bring the deduction for interest 
needs into closer line with the current 
situation, but should also be responsive 
to future changes in industry conditions 
from year to year. Consideration should 
be given to a further refinement of the 
present type of special interest deduction 
for companies with substantially less than 
the average margin of investment in- 
come. 

“A second modification of the present 
formula which the committee might con- 
sider is one which would assure a more 
reasonable tax on those companies with 
relatively small amounts of investment 
income and substantial earnings from 
insurance or underwriting sources, now 
entirely exempt from taxation. It is sug- 
gested that this might be made effective 
by means of a minimum tax provision, 
which would require that the tax should 
not be less than the liability computed at 
regular corporate tax rates on a specified 
proportion of the net gain from opera- 
tions after policy dividends. 

“Whatever tax formula is applied to 
the ordinary income of life insurance 
companies, their capital gains and losses 
should no longer be disregarded for tax 
purposes.” 





LINCOLN NAT’L SUPERVISOR 

Delbert Bowles has been appointed 
supervisor in the R. E. King, Jr. Agency, 
representing Lincoln National Life in 
Charlotte, according to an announce- 
ment by R. E. King, Jr., general agent. 

Mr. Bowles, who is a native Texan, is 
a graduate of Columbia University where 
he received his Master of Arts Degree. 


Earlier, he attended Sul Ross College in 
Texas and Westminster Choir College in 
New Jersey. 
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Administrative Changes 
At Western & Southern 


GEORGE R. KEISER 


President William C. Safford of West- 
ern and Southern Life announces a 
number of changes in administrative 
positions at home office of the company 
in Cincinnati. 

George R. Keiser has been elected a 
vice president in charge of home office 
operations. Otto G. Dollries, appointed 
auditor, will be in charge of auditing 
division, 

Three executives elected second vice 
presidents are Alfred P. Shepherd who 
will be in charge of stock and bond 
investments; George E. Biesack in 
charge of Ordinary department; J. | 
Diersing in charge of weekly premium 
department. 

Kenneth W. Smith, appointed assistant 
comptroller, will be responsible for data 
processing; Harry Werner is assistant 
to the vice president in charge of 
regional office operations. William T. 
White is made assistant to the vice 
president in charge of home office oper- 
ations, John Donovan is made manager 
of Ordinary new business division and 
Jack Droege is manager of field account- 
ing division of comptroller’s department. 


Equitable Life of Iowa 
Sets Production Record 


The traditional president’s month cam- 
paign of Equitable Life of Towa held 
during March produced $18,228,268 of 
new paid business, resulting in the great- 
est single month’s production in the 91- 
year history of the company. This 
brought the total of new paid business 
during the first three months of 1958 
to $44,022,460, and increased the total 
life insurance in force at the end of 
March to a new high of $1,588,090,244. 

The San Francisco agency, V. W. 
Wiedemann, general agent, led all agen- 
cies with $922,375 of paid production. 
Second and third places went to Harris- 
burg and Indianapolis agencies. 


Dr. Mangelsdorff Promoted 


Dr. Arthur F. Mangelsdorff has been 


appointed director of employe health 
by The Prudential. 

He joined that company one year ago 
as associate director of employe health. 
Previously, he had been with the Amer- 
ican Cyanamid Co. for 23 years; was 
assistant medical director from 1946 on. 

Dr. Mangelsdorff was graduated by 
Rutgers University in 1924, and received 
his M.D. degree from Cornell Univer- 
sity in 1928. A consultant in medicine 
at the Somerset Hospital in Somerville, 
N. J.. Dr. Mangelsdorff is a Fellow of 
the Academy of Medicine of New 
Jersey, 


EXTENSION OF BENEFITS 

Confederation Life has announced that 
family protection Term riders will be 
convertible for the commuted value 
(minimum conversion $2,500) within the 
premium payment period, which is 
usually five years less than the duration 
of the coverage. This extension of bene- 
fits applies to both existing and new 
contracts, without additional premiums, 


and is available throughout Canada and 
in all states in which it operates, except 
Maryland, 


Connecticut Mutual Life 
Has 12% First Quarter Gain 


Sales of new life insurance continue 
to break all company records, reports 
Connecticut Mutual Life. First-quarter 
volume was $130,459,000, up 12% over the 
same period in 1957. Sales totaling $44,- 
911,000 during March made it the best 


month in company history. 

Fifty-eight of the company’s 81 gen- 
eral agencies reported gains for the 
period. 


Lemley Heads Pension Dept. 
For Pan-American Life 


Pan-American Life has created a new 
pension department, formerly a part of 
the Group and pension department, and 
has appointed J. Merle Lemley its execu- 
tive director. 

Mr. Lemley, formerly with Occidental 
of Calif. and Aetna Life, and in pension 
and Group consulting work in Cincin- 
nati, joined Pan-American in 1957 as 
director of its pension section. 


S. SAMUEL WOLFSON began his life insurance career many years ago as a broker. At the early age of 20 he became a district manager. 
Later he became a brokerage manager and in 1929 a General Agent in New York City for the Berkshire Life Insurance Company. 


... would be to align himself with a Life company that 
would give him every possible help in planning and selling. 
I know that Berkshire is that kind of company.” 


“My advice 
to any - 
1B 3x0)<¢=) ae 


“Exactly! Berkshire’s worked out a complete program t 
help general insurance agents make a success of Life selling. 
I’m only sorry I don’t have 30 more active years ahead, 


because even though Berkshire is not a large company, there 


“I’ve heard that you pioneered in the life brokerage business 
in New York, Mr. Wolfson. You certainly should know what 


you're talking about!” 


“That’s true, and, in the twenty-nine years I’ve spent with 
Berkshire, I’ve seen many general insurance men become 


excellent life brokers, as a result of close, personal supervi- 


sion from the field, and help from the company itself.” 


“Do you mean to say that I could have the benefit of your 
experience and support and get promotion material, as well, 
to help me sell Berkshire’s full line of merchandise?” 


are none better! That’s why I think today 
Berkshire presents the greatest opportunity 
for personal growth in the industry!” 


ERKS HIRE 


LIFE INSURANCE CoO. 


Life, Accident & Sickness, Pension Plans, Annuities 


W. Rankin Furey, C.L.U., President 
George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD, MASS. * AMUTUAL COMPANY °* 1881 
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Postal General Agent 
For Westchester County 





SMITH 


JOSEPH P. 


Joseph P. Smith, North Tarrytown, 
ie 
Westchester County, New 
Postal Life of New York. He was with 
the New York Life, where he was their 
brokerage supervisor in Westchester. 

Mr. Smith was born in New York 
City, attended Fordham, Villanova and 
the University of Notre Dame. He 
started with Nationwide (Farm Bureau) 
in 1950, and a year later was promoted 
to district sales manager of their West- 
chester County office. Later he joined 
New York Life as brokerage supervisor 
in White Plains, N. Y. His work for 
Nationwide was to build an agency 
organization, and for the New York 
Life to pioneer their brokerage opera- 
tions in Westchester. 





State Farm Mutual Names 


J. M. Tindall Regional V.P. 
James M., Tindall, Jr., of Harrisburg, 


Pa., has been ni amed rej gional vice pres- 
ident, State Farm Mutuz il Automobile, 
for New Jersey, New York, and Penn- 
sylvania. 

Mr. Tindall’s office will be at the com- 
pany’s Mid-Atlantic office at Springfield, 
Pa., along with Arthur Brenneman, who 
was named deputy regional vice presi- 
dent last month. ; 

The Mid-Atlantic office is the first of 
the 15 State Farm regional offices to 
come under the company’s management 
decentralization plan, which will join 
agency and operating responsibilities at 
the regional level. 

Mr. Tindall has been associate state 
director for Pennsylvania since 1952. 
He began his State Farm career as an 
agent in 1941, and was appointed district 
manager the following year. 

After serving two years as a naval 
officer during World War II, he returned 
to State Farm, In 1947 he was promoted 
to agency supervisor, and two years 
later was named assistant director for 
Pennsylvania, a position he held until 
1952. 


Bankers Life Co. Gains 


areas of operations of 
Des Moines, continued at 
high levels during the first quarter of 
this year according to the report of 
Dennis N. Warters, president, at the 
annual policyowners meeting of the 
company. With sales of individual 
policies some 14% greater than in the 
same period of 1957 and Group insurance 
sales also relatively greater, life insur- 
ance in force by the end of March was 
approximately $3,058,000,000, a new high. 
Assets of the company continue to in- 
crease and now approximate $932,000,000. 


Gains in all 
Bankers Life, 


was appointed general agent for 


York, for 
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ineiaoene thewead? 
Effective In N. Y. 


LIBERALIZATION IS NOW LAW 
Governor Harriman Signs Bill Permitting 
2% of Assets in Other Than 
Authorized Manner 


Governor Harriman has signed the bill 
amending investment restrictions of 
domestic life insurance companies, mak- 
ing New York the 23rd state to have 
a “leeway” provision, permitting the in- 
vestment of a limited portion of reserves 
in unspecified channels, according to the 
Institute of Life Insurance. 

New York is the last of the states 
in which larger life companies are 
domiciled to enact this liberalization in 
investment laws. The New York change 
permits. 2% of total assets to be in- 
vested in other than specifically autho- 
rized investments. In most of the other 
22 states with such provisions, the “lee- 
Way” provision commonly runs 5% to 
8% and in one state as high as 25%. 

The new section of the insurance law 
in New York has a limitation not com- 
mon to most of the other state laws, 
in that the New York law provides that 
the 2% exemption shall not be deemed 
to alter any limitation otherwise estab- 
lished. That is, the 5% permitted for 
common stocks, for instance, cannot be 
increased by this new provision, nor 

can there be an increase in the maximum 
limit allowed on home mortgages in 
relation to vz alue. 

The “leeway” provision of the invest- 
ment law is designed to permit the 
companies to invest in new enterprises 
of all kinds in a financial world that is 
continually developing new channels for 
investment. With this provision, limited 
investment may be made in these new 
channels pending legislative action to 
specificially authorize the new type of 
investment. In the recent past, this 
would have been helpful in the field of 
“lease-back” real estate, not permissible 
tn New York until 1946, but once made 
permissible, representing a_ portfolio 
which has grown to nearly $2,000,000,000 
for the business as a whole. 





Agency Management School 


Carl C. Roden, district manager in 
Berkeley, Cal., for State Farm Lite, was 
elected chairman. of the executive com- 
mittee of Life Insurance Agency Man- 
agement Association’s School in Agency 
Management, conducted at the Hunting- 
ton-Sheraton in Pasadena, Cal., March 
24-April 4. Attending the school were 
58 field managers and home office ex- 
ecutives representing 33 life insurance 
companies. These men came from nine 
states, Canada and Hawaii. 

Donald Bramley, LIAMA director of 
managerial training, was in charge -of 
this Pasadena school, assisted by Dr. 
S. Rains Wallace, director of research, 
and Burkett W. Huey, director of insti- 
tutional relations. 


E. W. Brehm ey pe 
For Mutual Benefit Life 


Fabian Bachrach 
BREHM 


EDWARD W. 


Mutual Benefit Life has 
Edward W. Brehm, 
in Minneapolis, succeeding 
Wilkinson 
full time to life insurance 

3orn in Minneapolis and a graduate 
of University of Michigan, Mr. Brehm 
became associated with C. Carroll Otto, 
general agent for Mutual Benefit Life 
in Detroit in 1954 and during the next 
four years qualified tor many company 
honors. He also had supervisory respon- 
sibilities in the Detroit agency. 

Mr. Brehm has been a member of 
Detroit Life Underwriters Association, 
president of Detroit Alumni Association 
of Chi Psi and during World War I] 
served with the U. S. Coast Guard. 


appointed 
Jr., as general agent 
Robert W. 
who is resigning to devote 
sales work. 





W. J. Hurley Group Manager 
Mutual Benefit at Chicago 


Mutual Benefit Life has opened a re- 


gional Group office at Chicago under 
the management of Walter J. Hurley 
and located at One North La Salle 


Street. It will cover North Dakota, South 
Dakota, Iowa, Nebraska, Minnesota, 
Wisconsin and northern Illinois. 

Mr. Hurley entered the life insurance 
business in 1941 and has devoted most 
of his career to Group insurance selling. 
During his experience in the field he 
has served as regional Group manager 
for other life companies in Boston and 
Detroit. He attended University of Con 
necticut and Trinity College. 
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A Symbol 


Our roots go deep 
into the life of 
New England 


INCORPORATED 1891 


BOSTON MUTUAL LIFE INSURANCE COMPANY 
BOSTON 16, MASSACHUSETTS 


of Security 

















Imagine! 
INDIVIDUAL TERM 
INSURANCE 


(Non-Par) 


At Age 35—Only 39 cents 
per Month per $1,000. 
MINIMUM $25,000 


Call Us for Details 











WHITE & 
WINSTON 


INC. 


342 Madison Avenue, New York 17, N.Y 
Phone: MUrray Hill 2-7811 


General Agents: 
The UNITED STATES LIFE 
INSURANCE CO. 





Confederation Life’s New 
Pure Protection Policy 


Conte dere ition Life’s new Pure Protec 
tion policy offers decreasing Term 
monthly income insurance for a min 
imum of $50 per month over selected 
periods of not less than ten years and 
not beyond age 70. The proceeds are 
commutable at 244%, and if the com 
muted value is not less than $2,500 a 
conversion privilege is available at any 
time within the premium-paying period, 
which is generally five years less than 
the selected period of protection. 

Total disability waiver of premium 
may be added. The plan is not offered 
in Connecticut or Maryland. 





New GAMC Association 


The General Agents and Managers 
Conference of NALU, Washinton. D C., 
has announced the formation of its 145th 
local General Agents and Managers As- 
sociation in Charleston, S.C. In an 
nouncing the formation of the Charleston 
County ‘Genes Agents and Managers 
Association, T. Lyle Mitchell, chairman 
of GAMC’s extension committee, states 
that the following officers have been 
elected: 

T. Ladson Webb, New England Life, 
president; Ralph Martin, Life of Georgia, 
vice president; Bob Wilson, Liberty 
Life, treasurer; Meyer Jaffee, Calhoun 
Life, secretary. 





New England Life Sales 


Sales of new individual life insurance 
by New England Life for the first quar- 
ter of 1958 were the highest in the 
company’s history, President O. Kelley 
Anderson announced. March sales of 
$63,900,000 were 6% ahead of last year, 
bringing the first quarter total to $216,- 

000 compared to the previous high 


of $214,600,000 set in 1957. 
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NEW GENERAL AGENTS 


J. W. Cannon, E. M. Graye, E. G. Mc- 
Donald Named By General American 
To Detroit Agencies Operation 

General American Life has announced 
appointment of three general agents to 
its Detroit agencies operation. Appointed 
are James W. Cannon, Eugene M. Graye, 
and Edward G. McDonald. The Detroit 
Agencies are one of General American 
Life’s multiple agencies operations in 
which several agencies—each under the 
guidance of its own agency head—are 
coordinated within a single metropolitan 
area. ; 

Mr. Cannon was formerly associated 
with Penn Mutual Life, in Detroit and 
in Providence. He is a graduate of the 
Duquesne Law School. 

Mr. Graye’is a graduate of the Car- 
negie Institute of Technology. Prior to 
joining General American Life, he was 
associated with The Prudential. He is 
a graduate of the two-year course offered 
under auspices of the Life Underwriter 
Training Councils" 

Mr. McDonald: who jojned the Detroit 
Agencies in 1947, has been a frequent 
qualifier for General American Life’s 
President Club, membership of which 


New State Life Policies 


State Life Insurance Co. of Indi- 
anapolis announces two additions to its 
portfolio of policy forms, according to 
William J. Sullivan, the company’s actu- 
ary. They are the family policy and the 
select whole life policy. 

The State Life family plan provides 
permanent life insurance for the father 
and husband and term protection for 
the wife and children. It provides insur- 
ance protection on all covered children 
after 14 days of age to the policy an- 
niversary date nearest to age 21. Addi- 
tional children born after the policy is 
effective are automatically covered with- 
out increase in cost. 

State Life’s select whole life policy 
is issued for the executive-type select 
risk in units of $25,000. 





consists of the company’s top producers. 
His advancement to general agent is in 
line with the company’s promotion+from- 
within policy, practiced throughout its 
field organization. 

The new appointees will have agency 
offices in the new General Ameri- 
can Life building 17325 Northland Park 
Court in the Northland shopping area, 
with other General American Life 
Detroit general agents, George Coury, 
CLU and Gerald E. Davison. 















THEY'RE TAKING 
THEIR HATS OFF 


TO OUR 


EXECUTIVE SPECIAL 


EXECUTIVE PROTECTOR 


Both plans are endowments at 95, par- 
ticipating, min. $25,000. Low net cost. 


High first year cash values. Standard 
and Sub-Standard. Income Disability 


and Family Income or Family Provider 


may be added. 


The Executive Protector's death benefit to age 70 is 
the face value PLUS the Cash Value which makes 
this plan ideal for Split-dollar and corporate pur- 
chase cases. Call us for illustrations by age showing 
cash values, net cost or gain, etc. 


Ask for our 8 page booklet "The Split Dollar Plan" 
which illustrates the use of these fine policies. 


Phone: MArket 2-5990 


LIFE AGENCY OF NEW JERSEY, INC. 
10 Commerce Court, Newark 2, N. J. 





Life Counsel Program at White Sulphur, W. Va., May 5-6 


Association of Life Insurance Counsel, 
which will meet at Greenbrier Hotel, 
White Sulphur Springs, May 5-6, will 
be welcomed by Governor Cecil H. 
Underwood of West Virginia. 

At the first morning session “The 
Family Policy” will be discussed by 
Donald S. MacNaughton, assistant gen- 
eral counsel, The Prudential. A panel 
discussion on investment problems will 
have as its moderator Richard E. Erway, 
Equitable Society. Those on this panel 
with their topics: Francis O. Affeld, III., 
Penn Mutual: “Floating Charges and 
the Uniform Commercial Code”; James 
N. Cunningham, Crown Life: “Our 
Better Bonds Have Been Stolen; Now 
What Do We Do?”; William P. Milier, 
The Prudential, “Some Ramifications of 
a California ‘One Form of Action’ 

ule.” 


Program for the second day’s session 
follows: 

H. Albert Manwaring, Security Mu- 
tual: “The Modernization of Life In- 
surance Policy Forms.” 

William J. Bowe, State Farm Life, 
Bloomington, Ill.: “Estate and Gift 
Taxation of Life Insurance Proceeds.” 

D. Edward Hudgins, Jefferson Stan- 
dard: “Some Aspects of the Duties and 
Liabilities of Directors of Life Insurance 
Companies.” 

One feature of second day’s session 
will be three mock trials with following 
cast: Earl F. Morris, Midland Mutual, 
as attorney for defendants, and Charles 
W. Kappes, Jr., Mutual Benefit Life, 
as attorneys for plaintiffs. Ronald S. 
Swinford, New York Life, will imper- 
sonate a judge and James N. Ackerman, 
Bankers Life of Lincoln, Neb., a bailiff. 





Provident Mutual Has 20% 


First Quarter Increase 

Lewis C. Sprague, vice president and 
manager of agencies of Provident Mu- 
tual Life of Philadelphia, has announced 
that production during the first three 
months of 1958 was the largest for any 
quarter in the company’s history. Paid 
for life insurance sales increased 20% 


and new accident and sickness premiums 
were 81% ahead of the corresponding 
period of last year. 





Morris Studenmund Dead 


Morris F. Studenmund, 76 Philadel- 
phia, associated with Pacific Mutual 
Life and former president of Philadel- 
phia Association of Life Underwriters, 
died in that city April 9. He left a 
widow and four sons, 


Equitable Society Changes 
In Salary Savings Set Up 


Equitable Society has made some 
managerial changes in its Salary Sav- 
ings division. 

Carl A. Handschin, who has been 
advanced from divisional manager for 
Salary Savings in the Society’s western 
department, with headquarters in Los 


Angeles, to manager of the north central 
department at Chicago. 

John R. Newland, a former Equitable 
agent in Tucson, who has been named 
assistant divisional manager of the 
western department, with headquarters 
in Los Angeles. 

Richard J. Conover, previously assist- 
ant manager of the Society’s Coy G. 
Eklund Agency, Detroit, who has been 
appointed assistant divisional manager 
of the northeastern department at Phila- 
delphia. 
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CAREER LIFE UNDERWRITER 
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yourself, on a salary and bonus basis, for the servicing and production 
of personal life and accident and sickness insurance with a leading firm 
practicing in the fields of group insurance, welfare plans, trusteed and 
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@ Ambitious to handle a large volume of business. 
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course in Estate Planning; and should be a CLU or desirous 


@ Age 35 or less and should have completed present military 
@ Licensed in New York as a life and accident and health agent. 
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Phillips Studio 
WILLIAM B. TOMKIEL 


Three appointments to the Group de- 
partment of Life Insurance Company of 
North America have been announced by 
Milton F. Chauner, vice president, Group 
insurance. 

They are John P. Ruedisueli, as re- 
gional Group manager of the life com- 
pany’s Pittsburgh service office; Wil- 
liam B. Tomkiel, as Group sales special- 
ist in the company’s Philadelphia home 
office; and Robert A. Neuman, as re- 
gional Group manager for the Cleveland 
service office. 

Mr. Ruedisueli entered the Group in- 
surance field in 1953 after serving in the 
United States Air Force. First a Group 
representative of the Continental Casu- 
alty, he later became the company’s 
district Group manager in Phoenix, Ari- 
zona. He came to INA from the Guar- 
anty Union Life, where he served as 
director of Group agencies in Beverly 
Hills, California. He attended Michigan 
State University. 


Phillips Studio 
RUEDISUELI 


JOHN P. 


A graduate of Trinity College, Hart- 
ford, Mr. Tomkiel’s first life insurance 
experience was with Pacific Mutual Life 
in Cleveland in 1952. After two years as 
a home office representative, he was ap- 
pointed manager of the Newark regional 
Group office and subsequently manager 
of the Philadelphia Group office, the 
post he held immediately before joining 


INA. Mr. Tomkiel is an Army Air 
Corps veteran. 

Mr. Neuman brings to INA eight 
years of Group insurance experience. 


From 1950 to 1953 he was Group man- 
ager of the Chicago branch office of the 
Employers Mutual Life of Wausau, 
Wisconsin. Later he operated a gen- 
eral agency for Lincoln National Life, 
specializing in Group insurance, then be- 
came Group sales manager for Wood- 
men Accident and Life, Lincoln, Ne- 
braska. A graduate of the University 
of Wisconsin, he was a captain in the 


U. S. Army Corps in World War IT. 





Life of North America 
Adds Five Life Plans 


Life Company of North 
America has added five participating life 
plans to complement its portfolio of 
guaranteed low cost, non-participating 
life plans, Edmund L. Zalinski, executive 
vice president, has announced. 

The plans are: Twenty-year endow- 


Insurance 


ment; endowment at age 65; retirement 
income for men at age 65; retirement 
income for women at age 65; and the 
executive equity policy (Ordinary life 
with high early cash values) especially 
designed for split dollar and minimum 
payment plans. A_ special option is 
available on the executive equity that 
permits dividends to be used to buy Term 
additions for an amount not greater 
than the reserve. 

Optional benefits which may be added 
to the participating plans are accidental 
death benefit, waiver of premium, and 
family income benefits with a maximum 
monthly income of $25-for each $1,000 of 
face amount. Special class risks may be 
accepted up to 500% mortality. 

Premiums on the plans are “cheaper 
by the thousands”, Mr. Zalinski_ said, 
“and are based on the latest calculating 
methods which automatically provide 
lower rates per thousand as_ policy 
amount increases.” 

Minimum amount issued on all plans 
except executive equity is $2,000. On the 
latter the minimum is $20,000. Currently 
dividends are being accumulated at 34%. 

Attractive all-in-one folders for the 
endowment and retirement plans con- 
tain complete sales talk, proposal, close, 


Manhattan Life Ordinary 
Sales Increase by 27% 


Manhattan Life of New York reports 
that its sales of Ordinary life insurance 
during the first three months of 1958 


were $34,421,778, representing a 27% 
increase over the corresponding period 
of 1957, when Ordinary volume was 
$27,018,547. 


Each of the first three months of 1958 
showed an increase in Ordinary business 
over 1957. January sales exceeded those 
of the same month in 1957 by 3% and 


February 1958 showed an increase of 
32%. 
March purchases totaled $12,989,382. 


or almost 51% above the 1957 figure of 


$8,614,913. 





Mutual Benefit Reports 
29% Sales Gain in March 


Mutual Benefit Life reported a 29% 
increase in sales for the month of 
March, the largest sales for that month 
ever recorded in the 113-year history of 
the company. 

The record-breaking month in which 
the company sold $42 million of Ordi- 
nary life insurance brought the total 
for the first quarter of the year to 
$116,675,000, which was an increase of 
24.2% over the same three-month period 
of last year. 





underwriting guide, cash values, divi- 
dend accumulations, and rates. “This 
makes it easier for the agent to present 
on-the-spot, attractive proposals with 


sales appeal,” Mr. Zalinski said. 


Although the insurance sold to mem- 
bers of the Westchester County Bar 
Association by Berkeley-Bradshaw, Inc., 
White Plains, N. Y. (discussed in The 
Eastern Underwriter last week), is 
designated as Group insurance in some 
states, that is not the situation in New 
York State. Here such a contract is 
generally called an association franchise 
policy. Among measures introduced in 
New York State legislature during the 
last session was an amendment giving 
permission to issue such a contract under 
the designation of Group insurance and 
at the same time similar permission was 
to be given in Group accident and 
health, but the amendment did not go 
through. 

In the case of Westchester County 
Bar Association the contract bought is 
for individual five-year term policies for 
members of the association. The individ- 
ual coverage is $10,000, the premium 
depending on age of insured. The insur- 
ance was written by Postal Life. 

The Westchester County case was 
played up in The Eastern Underwriter 
as an example of energy of agents in 
seeing so many people in a_ specified 
time in signing them up to be insured 
under such a contract. Sale of the pro- 
gram to the bar association officials 
was made February 1. Postal deadline 
was for 215 lives to be written by 
April 2. By that time Lester J. Brad- 
shaw and his partner, James Garry, had 
sold 245 individuals. 


Robert E. Thore, 21-year-old son of 
Eugene M. Thore, vice president and 
general counsel of Life Insurance Asso- 
ciation of America, was elected president 
of Student Government of Duke Univer- 
sity in a schoolwide election April 10. 
A junior and pre-law student at Duke he 
formerly attended Woodrow Wilson 
High School and Landon School, Wash- 
ington, D. C. In the casting of 1,400 
student votes he received a majority 
of 225. The campaign, which lasted 10 
days, was spirited and climaxed by a 
debate in which his opponent, a minis- 
try student, is his best friend. 





Dr. Edison L. Bowers, chairman, de- 
partment of economics, Ohio State Uni- 
versity, has been elected to Western & 
Southern Life’s board. Dr. Bowers is 
nationally known as a member of the 
administrative board of S. S. Huebner 
Foundation for Insurance Education. 
Also, he is a trustee of American Insti- 
tute of Property and Liability Under- 
writers; chairman of Ohio State Advis- 
ory Council on Unemployment Compen- 
sation; and on educational advisers 
Council of American College of Life Un- 
derwriters. Dr. Bowers is author of two 
books and a number of articles on eco- 
nomics and insurance. 


In listing its general investments at 
the end of June, 1956, President and 
Fellows of Harvard College (an invest- 
ment trust) notes these as number of 
shares of insurance company common 
stocks owned: 

Aetna Life, 17,900; Continental Insur- 
ance Co., 22,444; Connecticut General, 
10,900; Columbian National Life, 81. 


Equitable Life Assurance Society has 
started a new feature in its agency 
publication, Agency Items. It is a series 
titled “You’ve Asked Us” aimed to give 
answers to questions of the field relative 
to operations and practices of the 
Equitable and the life insurance indus- 
try generally. 

First question answered was about 
Medical Information Bureau, popularly 
known as MIB and which makes possible 
an exchange in medical information 
among life companies. The information 
was furnished Agency Items readers by 
Dr. Whitman M. Reynolds, its medical 


EDISON L. BOWERS 





director of selection. 

Dr. Reynolds said that through MIB, 
companies can pool medical information 
in pretty much the same way stores 
exchange credit information. “But,” he 
said, “no insurance company takes action 
solely on MIB’s information.” 

Nearly 400 companies in the U. S. 
and Canada belong. MIB is operated on 
a non-profit basis and has been since 
its organization in 1902. It is supervised 
by an executive committee of nine life 
insurance companies, at least four on 
the committee being medical directors. 


Upon learning that Professor Ralph 
H. Blanchard has been selected as a 
member of the Hall of Fame of Ohio 
State University, Grayson Kirk, president 
of Columbia, sent the following telegram 
to the Ohio State College of Commerce, 
insurance head of which is Professor 
John S. Bickley: 

“Professor Blanchard we have known 
as an outstanding teacher and as a 
respected consultant in a vital activity 
of our economic life. He deserves richly 
the accolade accorded him. Personally 
and on behalf of our university I send 
heartfelt greetings and appreciation to 
all who gather with you.” 


Uncle Francis 





Indianapolis Life Has 
Record-Breaking Sales 


Indianapolis Life’s sales volume is 
continuing at record-breaking levels, 
according to agency vice president. 


Arnold Berg. Sales for the month of 
March were 33% ahead of last March 
and were the highest of any March in 
the company’s 53-year history. Sales for 
the first quarter of 1958 were 18% 
ahead of the same period a year ago. 

The top agency for the month was 
the Nate Kaufman Agency of Shelby- 
ville, Indiana, while the leading indivi- 
dual producer was Edgar T. Russell ot 
San Antonio. 





State Mutual Production 

State Mutual Life reports production 
for the first three months of 1958 as 
the largest first quarter in the com- 
pany’s history. Sales of individual life 
insurance totalled $46,000,000—an__ in- 
crease of 21% over 1957 with March 
registering a gain of 29%. In the field 
of individual Sickness and Accident the 
first quarter gain was 21%. The largest 
first quarter was likewise recorded for 
total annualized Group insurance income 
—an increase over last year of 28%. 
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NEVONEN RE-ELECTED PRES. 





Heads Washington National’s General 
Agents Assn. Which Met April 9; 
Other Officers, Directors Named 
Howard E. Nevonen, CLU, of Los An- 
geles, was re-elected president of the 
General Agents Association of Washing- 
ton National of Evanston, IIl., at their 
annual meeting April 9 at the Drake 





HOWARD E. NEVONEN 


Hotel, Chicago. As the leading general 
agent of the company, Mr. Nevonen is 
nationally prominent. He _ has_ repre- 
sented Washington National for the past 
22 years. 

J. Max Kapp of Ottumwa, Iowa, is the 
new vice president of the association and 
Stanley Olyniec of Milwaukee is secre- 
tary-treasurer. Two newly elected direc- 
tors are Robert M. MacCallum, CLU, of 
Chicago and Jeff Branscom of Oakland, 
Calif. Also serving on the board are 
past presidents of the General Agents 
Association including J. V. Fitzgerald, 
Storm Lake, Iowa; Carl Songer, Indian- 
apolis, and Henry Levine, Newark, N. J. 

It was decided to hold the next annual 
meeting in April, 1959, in Chicago. The 
general agents also passed a resolution 
of sympathy to be sent to the family 
of the late Harry R. Kendall, co-chair- 
man of the board and co-founder of 
Washington National who died on 
April 3. 





Guardian Life Campaign 


Honors President Cameron 

In a month-long campaign honoring 
President John L. Cameron, the field 
force of Guardian Life of America sub- 
mitted better than $34,000,000 of life 
insurance and over $150,000 of accident 
and health premiums. Both figures are 
new monthly highs for The Guardian, 
and do not include any Group insurance. 

The five leading agencies in life 
volume during the campaign, all with 
Over one million submitted, were Spaul- 
der, Warshall and Schnur Agency, New 
York, Green Agency, Atlanta, Samons- 
Press Agency, New York, Ross Agency, 
Boston and Goodman Agency, Kansas 
City. The A. & H. leaders were Spaulder, 
Warshall and Schnur, Houseman Agency, 
Los Angeles, Brooks Agency, San Fran- 
cisco, Rosenthal Agency, Chicago and 
Samons-Press. 

Competition in the campaign was on 
a percentage-of-quota basis, and the 
winners were: In life volume—Zielinski 
Agency, New Brunswick, Indianapolis 
Agency and Hollywood Agency, Red 
Bank; in A. & H. premiums—Pomeroy 
Agency, Miami Beach, Paskins Agency, 
Omaha, and Hollywood Agency. 

Individual producers who earned top 
honors in the campaign were: Sanford 
L. Cohn, CLU, Kansas City in life 
volume; Maury Kusinitz, CLU, Provi- 
dence in A. premiums; J. R. 
Thomas, Wheeling, in both life applica- 
tions and A. & H. applications. 


Ben H. Holladay Appointed 
Regional Group Manager 


Appointment of Ben H. Holladay as 
regional Group manager for Lincoln 
National Life for Kansas City and the 
states of Kansas and Oklahoma has been 
announced by Thomas A. Watson, sec- 
ond vice president. The Group office will 
provide assistance to Lincoln National 
Life representatives and policyholders in 
that area. Mr. Holladay served in the 
Army for two years after graduating 
from the University of Tennessee in 
1953. He returned to El Paso, Texas, 
his native city, for post-graduate study 
before joining Lincoln National Life in 
1956. In addition to home office training, 
he has gained field experience in St. 
Louis. 





Bankers Life Men Advanced 


Four staff men of the Bankers Life 
Co. of Des Moines have been advanced. 
R. C. Anderson and M. R. Knauer were 
elected assistant secretaries, J. T. Wat- 
son was elected associate advertising 
manager and R. A. Frowick was elected 
director of training schools. 
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TOUGH  Bernarp A. HAAS AGENCY 


Manhattan Life 


60 East 42nd Street 
New York 17, N. Y. 


MUrray Hill 2-3964 








New California Agencies 
For Mutual Of New York 


Mutual Of New York announced it will 
open two additional agencies in Cali- 
fornia about June 1, giving the company 
a total of 17 agencies throughout the 
State. Stanton G. Hale, vice-president 
for sales, said the new units will be in 
Palo Alto, under the managership of 
Howard A. Ives, and in North Holly- 
wood, with Joseph Marshall as manager. 
Mr. Marshall has been in the personal 
insurance field since 1949 and Mr. Ives 
since 1950. Both men _ presently are 
members of the sales department staff 
at MONY’s home office, undergoing a 
special program of managerial training. 

The new agencies will give MONY 
a total of 134 managing agencies and 


district offices throughout the United 
States and Canada, as compared with 
100 in 1955. 

Mr. Marshall, a native of New Jersey, 
attended Rutgers University there and 
joined The Prudential in Hoboken in 
1949. Early in 1956 he transferred to 
North Hollywood, Calif., and in April, 
1957, joined MONY. He is a veteran of 
World War II, serving with the Navy. 

Mr. Ives was born in Illinois but 
spent virtually his entire career in th> 
West. He received his bachelor’s and 
master’s degrees from Stanford Univer- 
sity and entered the insurance field in 
San Francisco in 1950 as a special agent 
for a general agency. In 1951 he became 
a district Group manager for New York 
Life in Portland, Ore., and in October, 
1957, he joined MONY. He served in 
the European Theatre with the armored 
infantry of the United States Army. 













LNL's New Family Policy 


Lincoln National's new Family Policy offers these two outstanding advantages: 


|. Lower rates on larger policies are provided by LNL's 


new 4-Dimensional premiums. 


2. Premiums can be paid through LNL's Automatic Bank 
Check plan. 


This latest addition to the Lincoln National 


man's kit is another reason for our proud claim 


The 





that LNL is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 
Its Name Indicates Its Character 


seatile- Public Li 
APR 23 1958 
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AMERICAN TRAVEL BOOM 


Americans are traveling more than 
ever before. It used to be that only 
the well-heeled traveled extensively but 
today one can travel even if you do not 
have the cash because one can pay for 
travel on instalments after the event. 

But there is real economic significance 
in the American travel boom. The U. S. 
Department of Commerce reports that 
foreign travel by Americans is now close 
to a $2 billion business and that the flow 
of dollars is becoming a significant force 
on the international scene. 

By contrast, expenditures by Ameri- 
cans for foreign travel as recently as 
1950 were little more than a billion dol- 
lars, according to the Department of 
Commerce. Last year the figure was 
more than $1.9 billion. A comparison 
with some commodities is interesting. 
Petroleum imports into the U. S. last 
year aggregated just over $1.5 billion; 
coffee, the No. 2 import item, came close 
to $1.4 billion. Expenditures by Amer- 
icans outside the country in 1957 were 
almost $1.4 billion and an additional 
quarter billion were paid to foreign car- 
riers for transportation, bringing the 
foreign share of American travel expen- 
ditures to more than $1.6 billion. 

Meanwhile ships, planes and hotels 
abroad report record reservations for the 
coming summer. Everything and every- 
booked months ahead. 
These are not the conditions that one 
associates with recession. 


body is solid 





EXTENSION FOUNDATION 
SURVEY 

After having interviewed hundreds of 
business men and also gathered infor- 
mation through 6,000 questionnaires Life 
Extension Foundation feels that it knows 
a lot about the tensions confronting ex- 
ecutives, including those responsible for 
ulcers. Furthermore, the Foundation has 
gotten out a report on the subject. 

Dr. Harry J. Johnson, president of the 
Foundation wrote an article, “So You're 
All Tensed Up” which appeared in a re- 
cent edition of Saturday Evening Post. 
Among the tension causes he discussed 


LIFE 


are frustration, lack of recognition, 
worry about decisions, future security. 
The survey of the Foundation shows that 
a large portion of high-tension people 
gulp breakfast, dash to the station and 
subway, repeat the same procedure later 
in the day. Many take only fifteen min- 
utes for lunch. 

“They smoke more,” wrote Dr. John- 
son in SEP. “They have lunch-time 
cocktails oftener, get less sleep, exer- 
cise and recreation; often swallow more 
tranquilizers and sleeping pills. 

“And as to tensions, I suspect that 
there is a bit of self-hypnosis there. I 
believe that they feel it below their 
dignity not to emphasize the tension in 
their job. They are proud of it. They 
wear it like the gray-flannel suit.” 


, 





ROBERT E. 


Appointment of Robert E. Cecil, CLU, 
as manager of agencies, West Coast 
Life, was announced in The Eastern Un- 
derwriter last week. He was superin- 
tendent of agencies in charge of train- 
ing since 1952. During World War II he 
was interned at Santo Tomas and Los 
Banos prison camps and was decorated 
by General MacArthur for his leader- 
ship as a member of the prisoner execu- 
tive committee. 

x ok ok 

Arne J. Ulvila, southern California 
manager for the London Group, has been 
elected assistant secretary for the Man- 
hattan Fire & Marine and the Guarantee, 
both members of the Group. Mr. Ulvila 
began his insurance career in 1928. 








MIDLAND MUTUAL HOSTS SWEDISH OFFICIALS—Three insurance execu- 
tives from Stockholm, Sweden, review sales material during a recent visit to the 
home office of the Midland Mutual Life at Columbus, O. The visitors, all associated 
with the Thule Life, are Folke Englund (left), staff officer in the sales promotion 
department; Goran Lindberg (second from left), actuary, and Ulf Redestad (second 
from right), agency manager of the Stockholm Agency. Pointing out salient features 
of Midland Mutual’s all-inclusive Family Security Plan are Charles H. Elliott 
(center), director of sales promotion and advertising, and Howard Prout (right), 
assistant director of agencies. The three Swedish officials spent two days at Midland 
Mutual, conferring with company personnel in regard to programs and procedures. 
Particular attention was devoted to marketing methods for the Family Security Plan 
and Midland Mutual’s pre-authorized check premium payment plan, the Econo- 


‘Check, which the company introduced in 1951. Thule Life is a member of the Thule 


Group of Insurance Companies, largest insurance organization in Scandinavia. 








Fabian Bachrach 
THOMAS W. HORAN 


Thomas W. Horan has been appointed 
an assistant secretary of North American 
Reassurance Co. Prior to joining this 
company in 1953 he was a senior under- 
writer with the Equitable Life Assurance 
Society. A graduate of St. John’s Uni- 
versity Mr. Horan served as an Air 
Force officer during World War II and 
in Korea. He will continue to repre- 
sent the North American Re. with fra- 
ternal societies and life insurance com- 
panies. 





ROBERT J. VANDERBECK 


Robert J. Vanderbeck has been ap- 
pointed vice president of the Recording 
& Statistical Corporation at the execu- 
tive offices in New York City. He joined 
R. & S. Corp. in April, 1955, after serv- 
ing several years as assistant manager of 
the Eastern Underwriters Association. 
After attending schools in Ridgewood, 
N. J., and Columbia University Mr. 
Vanderbeck began his insurance career 
in 1937 with the North British & Mer- 


cantile. He served five years in the 
United States Army as a captain in 
World War II. Afterwards he joined 


George H. Beckmann, Inc., insurance 
agency in Teaneck, N. J., and _ later 
worked for the American Insurance Co. 
as a fieldman in Illinois, 
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Albert Einste’n College of Medicine 


One of the fastest growing educational 
institutions in Greater New York is the 
Albert Einstein College of Medicine of 
Yeshiva University. Dean of the medical 
college is Dr. Marcus D. Kogel. 

Located in the Bronx, Albert Einstein 
College of Medicine is a non-sectarian 
school, Although America’s first medical 
school under Jewish auspices its stu- 
dents and faculty are selected on the 
basis of ability and without regard to 
race, religion or national origin. In- 
herent in its progress is a strong desire 
to train skilled physicians, implement 
scientific research and provide medical 
care for the community. 

As a voluntary medical school its sup- 
port comes from individuals and business 
concerns throughout the country. It is 
because of such support that the college 
was able to emerge from the blueprint 
stage to a ranking medical institution in 
five years. 

Honorary chairman of National De- 
velopment Fund of Albert Einstein Col- 
lege of Medicine are Vice President 
Richard M. Nixon, Governor of New 
York Averill Harriman, former Gover- 


nor Thomas E. Dewey and Herbert H. 
Lehman, labor leaders George Meany 
and Walter P. Reuther, Mayor Robert 
F. Wagner, Adlai Stevenson, Mrs. 
Franklin D. Roosevelt and Eddie Cantor, 
the actor. Chairman of the Fund is 
Nathaniel L. Goldstein. 

The College of Medicine, heart of an 
extremely large medical center opened 
its doors to its first class in September, 
1955, so that it is entering its third 
academic year, 

Building construction has been making 
splendid headway. Its 10-story Science 
Building is now in use althoush the 
College must still complete and equip 
additional teaching and research labora- 
tories and some other essential facili- 
ties. Construction began last Fall on the 
library, student-lounge wing. Construc- 
tion is now being completed on the 
student residence hall, The dormitory 
will house 300 students. Some students 
are in residence now, and more will take 
residence as individual rooms are com- 
pleted. A Ph.D. program in the medical 
sciences is well under way. A major 
part of the faculty is busily at work in 
laboratories, class rooms and at the 
bedside. 

Yeshiva University is a private liberal 
arts institution with its main academic 
center at One Hundred and Eighty- 
sixth Street and Amsterdam Avenue, 
New York. In common with many other 
institutions of higher learning it had 
its origin in a_ theological seminary 
founded in 1896. Under President Samuel 
Belkin, it gradually broadened its scope 
to embrace also secular fields of learn- 
ing. 

First came its charter granted by 
































New York State Board of Regents to 
Yeshiva University, enabling it to grant 
the degrees of Doctor of Medicine and 
Doctor of Dentistry. Then came an 
arrangement with the City of New York 
to build the College and the new $40,- 
(00,000 Bronx Municipal Hospital Center 
on adjoining sites to form a compre- 
hensive new Medical Center. Affiliation 
was arranged and the faculty of the 
college took over the staffing of the 
hospital center. 

No sooner had construction been com- 
pieted on the municipal hospital center, 
the State of New_York announced plans 
for a $70,000,000 psychiatric hospital unit 
of the Medical Center. A vast new 
“medical city” was taking shane—costing 
over $140,000,000, covering over 20 acres, 
with an over-all bed capacity of 5,400. 

The Albert Einstein College of Med- 
icine, as the heart of this new medical 
center, opened its doors to its first class 
in September 1955, and that’s when 
its marvelous development really began 
to be displayed. 

The excellent facilities of every type 
provided in the Abraham Jacobi Hos- 
pital has led the City of New York to 
designate the Bronx Municinal Hospital 
Center as the psychiatric screening cen- 
ter, the rehabilitation center, the speech 
and hearing center, the communicable 
disease center of the Bronx, and also 
the County Morgue. The College of 
Medicine is thus assured a wide variety 
of clinical material, as well as an unusual 
opportunity to provide material and 
teaching in the field of forensic medicine. 
The hospital also contains a court room 
in which judges of the State Supreme 
Court sit in connection with cases re- 
garding commitment of mental patients. 

The Nathan B. Van Etten Hospital 
was intended as a chronic disease and 
tuberculosis hospital. However, the hos- 
pital is so designed as to permit its use 
as a general hospital, and the college of 
medicine is centralizing there all the 
chest work, tuberculosis, thoracic sur- 
gery, cardiovascular disease and cardiac 
surgery, as well as neurology and neuro- 
surgery. 

The Morrisania City Health Center, 
a new health center located a7~roxi- 
nately two miles from the college, is 
another resource of the College of Med- 
icine. It is operated by the Department 
of Health of the City of New York. 
Part of two floors containing labora- 
tories, seminar rooms and offices have 
been turned over for the use of the 
school, 

The college’s department of preventive 
and environmental medicine is scheduled 
to be taught in all four years. Thirty 
hours are alloted in the first year in a 
course designated to introduce the stu- 
dents to the large problem areas in med- 
ical care, stressing health promotion and 
disease prevention. It is conducted in 
the seminar fashion with students them- 
selves presenting the issues on the basis 
ot assigned reading. Problems presented 
are aging chronic illness, mental health, 
alcoholism and addictions, accidents and 
world health problems. In the second 
year the students have traditional 








Medical School Dean 











DR. MARCUS D. KOGEL 





courses in biostatistics and epidemiology. 
In the third and fourth years the depart- 
ment collaborates with the department 
of medicine, pediatrics and psychiatry in 








Dr. Marcus D. Kogel 


Dean Kogel of Albert Einstein College 
of Medicine at Yeshiva University was 
formerly Commissioner of Hospitals of 
this city. In that post he administered 
probably the largest municipal hospital 
system in the world, consisting of 34 
hospitals with a bed capacity of 21,340 
and an annual expense budget of $112 
million. He was appointed commissioner 
in 1949 by former mayor William 
O’Dwyer. A major achievement of Dr. 
Kogel in that post was establishment of 
a home care program started in 1949 and 
having an average daily census of 2,000 
patients. 

A graduate of New York Medical Col- 
lege in 1927 Dr. Kogel entered New York 
City civil service after a brief tour in 
the regular Army. Recalled to Army 
before World War II started he became 
chairman of the Department of Military 
Sanitation at Carlisle barracks and later 
was a medical director in China theatre 
of operations, and Army chief of pre- 


ventive medicine. He was awarded 
Legion of Merit for his work with 
cholera. His reserve title is colonel. 


In addition to being dean of the Albert 
Einstein medical college Dr. Kogel is 
professor and chairman of the college’s 
department of preventive and environ- 
mental medicine. 








a Family Care program and with all 
clinical departments in a Home Care 
program. In addition there are many 
hours of lectures. 

The department of rehabilitation med- 
icine has a full departmental recoenition 
at the Albert Einstein College of Med- 
icine. Diagnostic Methods is a 264-hour 
second year, interdisciplinary course 
which provides an introduction to clinical 
medicine. 

One decision which the college made 
was to have classes of approximately 
100 students in laboratories accommodat- 
ing eight students each, Thus. there are 
14 student laboratories each occupying 
a bay 20 x 20. This small student labora- 
tory housing only eight students each is 
a major departure from the traditional. 

“Our laboratories,” said Dr. Kogel, 
“are multi-purpose in that it is possible 
for instruction in several discinlines to 
be conducted in a single laboratory thus 
eliminating the necessity for the student 
to move from one department to another 
for instruction and also a feeline of 
unity is emphasized.” 


A Red Cross Chairman 











SYLVESTER P. EISEMANN 


Brooklyn Insurance Chairman 
Of American Red Cross 


Sylvester P. Eisemann, who has been 
appointed chairman of Brooklyn insur- 
ance division of American Red Cross, 
is manager of America Fore fire com- 
panies in that borough. 

Mr. Eisemann joined Niagara Fire of 
America Fore Insurance Group in 1946, 
worked in various underwriting depart- 
ments and later left Niagara returning 
to the underwriting department of the 
America Fore fire companies in 1923. In 
1925 he was appointed manager of 
America Fore’s new Flatbush office, 
corner of Flatbush and Church avenues, 
Brooklyn. In 1939 he was named man- 
ager of the downtown Brooklyn branch 
office for Continental and _ Fideliiy- 
Phenix of the Group. In 1951 when the 
fire and casualty services of America 
Fore were consolidated at its Brooklyn 
branch, 44 Court Street, he was appointed 
manager for the America Fore fire com- 
panies. 

Mr. Eisemann has been a director of 
the Flatbush Chamber of Commerce and 
is a past chairman of its insurance 
committee. He is a past president of 
Brooklyn Insurance Brokers Associa- 
tion. For three years he was president 
of the 12:45 Luncheon Club which com- 
prised 100 outstanding business men and 
bankers of the borough. In 1954 he was 
honored by Brooklyn insurance men at 
a dinner sponsored by Federation of 
Jewish Philanthropies of New York. In 
the following year he became chairman 
of the Brooklyn insurance division of 
the United Hospital Fund of New York. 
He is an ardent flower gardener, special- 
izing in roses and tulips. 

Vice chairman of the Brooklyn insur- 
ance division of American Red Cross is 
David Tuttle of Tuttle, Pendleton & 
Gelston, a Brooklyn general insurance 
agency which has branches at 68 William 
— New York City, and Ridgewood, 

i 


* * * 


Files With SEC 


Springfield Fire & Marine has regis- 
tered with Securities & Exchange Com- 
mission its exchange offer to holders 
of capital stock of Monarch Life. The 
Springfield registers an issue of 1,000,000 
shares of $2 par value common stock 
which are to be offered for shares of 
Monach Life’s capital stock at the rate 
of 1.25 Springfield shares for one share 
of Monarch. 

The first Boston Corp. and Kidder, 
Peabody & Co. are dealer managers and 
will form and manage a group of solicit- 
ing dealers to solicit tenders of Mon- 
arch capital stock. 




















Home Makes Numerous 
Official Staff Changes 


MECKE VICE PRES. AND SECY. 





Rieg Vice President in Charge of Un- 
derwriting; Church Secretary; Gordon 
Secretary in Eastern Division 





The Home Insurance Co. announces 
the following changes in the official 
staff : , 

Charles M. Mecke, secretary, to vice 
president and secretary, in charge of 
the Western division succeeding Vice 
President T. Morgan Williams recently 
named head of the company’s sales and 
production activities; _ Otto F. Rieg, 
secretary, to vice president and secre- 
tary in charge of the underwriting divi- 
sion, under Vice President Arthur F. 
Herman. Mr. Rieg will succeed Vice 
President and Secretary David H. Moore 
who retires in July, 1958. 

‘ Randolph Church, assistant secretary, 
to secretary in the central underwriting 
department; Lawrence C. Gordon, super- 
visor in the underwriting division, to 
assistant secretary in the Eastern divi- 
sion; C. Frank Strauss, administrative 
assistant to the controller, to assistant 
controller of the Home and Home In- 
demnity; Ralph Johnson, manager in 
operating division, to assistant secretary 
in operating under Vice President W al- 
ter M. Krieger. 
Allen and Attride 

Walter W. Allen and Roy R. B. 
Attride, vice presidents and secretaries 
in the executive department of the 
Home, were elected vice presidents and 


secretaries of the Home Indemnity. | 
vice 


John H. Washburn, assistant 
president in charge of personnel, and 
Joseph H. Wilson, secretary in the 


Eastern division, have been transferred 
to the Western division where they will 
serve under the supervision of Vice 
President Mecke. Albert W. Holland, 
assistant secretary in the Pacific division, 
has been transferred to the head office 
of the company where he will assume 
administrative and underwriting duties 
in the marine department. 

James W. Hutchison, director of edu- 
cation, was appointed personnel director 
of the company under direct supervision 
of Vice President and Secretary Her- 
bert A. Payne. Mr. Hutchison will con- 
tinue to direct the company’s education 
division. 

Mecke and Rieg 

Mr. Mecke became affiliated with the 
Home in the Philadelphia office in 1927 
as a mapper. He served as a special 
agent and as assistant manager in charge 
of production. He was made an assistant 
secretary in 1948 and secretary in 1952. 
He was transferred from the Philadel- 
phia office to the Western division in 
the home office a year ago. 

Mr. Rieg has had extensive field and 
underwriting experience for over 30 
years. Elected an assistant secretary in 
1952 he headed a unit which supervised 
various multiple peril contracts until 
1956 when he was made secretary and 
transferred to the underwriting division. 


Agency 60 Years Old 


The Toledo insurance management 
firm of Picton - Cavanaugh, Inc., is ob- 
serving its 60th anniversary as an agen- 
cy, according to Robert D. Falconer, 
president. In the early days of the com- 
pany, insurance was written for specific 
risks, such as horses, but down through 
the years coverage has been broadened 
to include risks in a package policy. 

Since it was founded 60 years ago, 
Picton- Cavanaugh has been affiliated 
with Aetna Casualty & Surety Co. The 
agency now has 40 employes. 





Heads New Sales Dept. 


Of Home Insurance Co. 





T. MORGAN WILLIAMS 


As stated briefly in these columns last 
week, T. Morgan Williams, vice presi- 
dent and secretary of The Home Insur- 
ance Co. of New York, has assumed 
charge of all company sales and produc- 
tion activities. In his new post Mr. 
Williams will establish a new sales de- 
partment which will direct the com- 
pany’s. selling operations, supervise 
agency sales promotion and co-ordinate 
all research and marketing activity. 

Mr. Williams, who has served with 
The Home since 1929, was made vice 
president of the company’s metropolitan 
department in 1945. In 1954 he was 
placed in charge of company operations 
in 14 Midwestern states. He is highly 
capable, an excellent executive and has 
held numerous leading posts in the in- 
surance field. He has served as _ presi- 
dent otf the New York Fire Insurance 
Exchange and the New York Board of 
Fire Underwriters and currentiy serves 
on the governing committee of the 
Western Underwriters Association. 

From 1950 to 1955 Mr. Williams was 
chairman of the Red Cross Blood Pro- 
gram for Greater New York. In 1956 he 
was awarded a special citation from the 
chapter in recognition of his “distin- 
guished service ... in keeping with the 
highest traditions of the Red Cross.” 





Lockwood Nominated 
To Head NYC Pond 


Lester C. Lockwood, Jr., well known 
New York attorney, has been nominated 
as most loyal gander of the New York 
City Pond of Blue Goose. He is slated 
to succeed William M. Whitesell, Jr., 
General Adjustment Bureau, when the 
annual golf outing and election of officers 
is held June 13 at the Engineers’ Club, 
Roslyn, L. I. 

Others nominated are: supervisor of 
flock, Russell Edgett, Insurance Federa- 
tion of New York, Inc.; custodian of 
goslings, J. J. McGovern, New York 
Board of Fire Underwriters; guardian 
of the pond, L. F. Buck, Jr., Dargan & 
Co.; keeper of golden goose egg, George 
E. Adams, L. C. Dameron, Inc., and 
wielder of goose quill, Fred L. Bross, 
Jr., General Adjustment Bureau. 


Corroon & Reynolds 
Corp. Report for 1957 


CONSOLIDATED INCOME RISES 





Corporation Underwriting Manager for 
Four Companies Which Form the 
Corroon & Reynolds Group 





Consolidated net income of Corroon 
& Reyno!ds Corporation for the year 
1957 aggregated $954,078, compared with 
$942,502 in the previous year, R. A. 
Corroon, Jr., president, announces in 
the annual report to stockholders. 

Dividends on the preferred stock 
amounted to $159,425 last year, leaving a 
balance of $795,253, equal to $1.05 per 
common share, Mr. Corroon reported. 
In the year ended December 31, 1956, 
dividends on the preferred stock totaled 
$169,325, leaving a balance of $773,177, 
equivalent to $1.02 per common share, he 
added. 

American Equitable Assurance of New 
York, Globe & Republic of America, 
Merchants and Manufacturers of New 
York and New York Fire Insurance Co., 
which comprise the Corroon & Reynolds 
Group, are under the underwriting man- 
agement of Corroon & Reynolds Cor- 
poration. 

Financial Details 


For the year 1957, Corroon & Rey- 
nolds Corp. had operating income before 
provision for Federal income tax, of 
$832,315, against $827,605 in 1956; divi- 
dends received from managed insurance 
companies aggregated $519,250, versus 
$512,177 in the previous year; other in- 
come including interest and dividends, 
$102,124, compared with $61,826, and 
provision for Federal income tax, $499,- 
O11, against $459,100. 

In his message to shareholders, Mr. 
Corroon said: “It should be noted that 
$189,172 of the dividends received from 
managed insurance companies in 1957 
were not subject to Federal income tax, 
which reduced the tax liability by $14,- 
755, or approximately 2 cents per share. 
Had these dividends been taxable the 
earnings would have approximated $1.03 
a share on the common stock for 1957. 
On the same basis, the earnings in 1956 
would have amounted to 98 cents per 
share.” 





PHOENIX OF LONDON CHANGES 
Vail Retires After 34 Years in Fire 
Loss Dept.; Higgins Asst. Claims 
Manager for Fire, Inland Marine 

Phoenix of London Group announces 
retirement of William G. Vail after 34 
years of service in the fire loss depart- 
ment. Mr. Vail has been active on in- 
dustry fire loss committees and_ has 
worked closely with the National Board 
of Fire Underwriters in helping to or- 
ganize procedures in the adjustment of 
catastrophe losses. 

The Phoenix also announces appoint- 
ment of George F. Higgins as assistant 
claims manager in charge of fire and 
inland marine losses under supervision 
of V. B. Chittenden, group claims man- 
ager. Mr. Higgins has been with 
Phoenix since 1949 in both the home and 
metropolitan loss departments. He is 
chairman of the program committee of 
the Inland Marine Claims Association of 
New York and a member of the Loss 
Executives Association. 


Petrie Pa. State Agent 
For Kansas City F. & M. 


Kansas City Fire & Marine announces 
appointment of Robert E. Petrie as state 
agent for western Pennsylvania. Mr. 
Petrie has replaced William L. Blair 
who has entered the local agency busi- 
ness in Pittsburgh, Kans. Mr. Petrie for 
20 years supervised the fire field for 
Logue Brothers and Co., managing gen- 
eral agents in Pittsburgh. 


G. PERRY CRAWFORD DIES 





Retired President and Former Chairman 
of Glens Falls Had Served Company 
for Half a Century 

G. Perry Crawford, retired president 
and former chairman of the board and 
director of the Glens Falls Insurance 
Co., died following a long illness at Fort 
Myers, Florida., where he was making 
his home. Mr. Crawford was a veteran 
of 50 years’ service with the Glens Falls, 
having begun his career in 1906 as an 
office boy, He resigned from his post 
as chairman in 1951 and as a director 
in 1956 

He received his first important ad- 
vancement in 1919 when he was ap- 
pointed a special agent in the head office 
territory of New York State. After five 
years of field work, Mr. Crawford was 
elected an assistant secretary and as- 
signed to head _ office administrative 
duties. 

In 1926 he was elected secretary and 
in 1929 promoted to vice president in 
charge of the Eastern United States 
territory. He was named executive vice 
president in 1941 and two years later 
assumed the presidency, which position 
he held until his election as chairman 
in 

Mr. Crawford was a keen student of 
insurance throughout his long career 
and ably represented his companies on 
many important industry committees. 
He also held many advisory positions 
among the several pools and associations 
with which the Glens Falls is affiliated. 





REVIEW CLASS MAY 1 
The Home Insurance Co, will conduct 
a review class for students planning to 
take the New York State brokers’ and 
agents’ examination. This review will 


be held at the Hotel McAlpin’s Crystal 
Room, 34th Street and Broadway, New 
York, on Thursday, May 1, from 6 p.m. 
to 9:30 p.m. 
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New Jersey Agents Hold Midyear 
Meeting in Newark and Bermuda 


When the “Queen of Bermuda” arrives 
in New York City this week-end from 
Bermuda the New Jersey Association 
of Insurance Agents will have concluded 
the 65th mid-year meeting which began 
last Friday at the Military Park Hotel 
in Newark. On Saturday close to 100 
members and wives, including the off- 
cers, adjourned to the handsome liner 
which left that atternoon for the semi- 


tropical island in southern waters. 
Further business sessions were held 
aboard the “Queen” and the association 


enjoyed two days of sightseeing, shop- 
ping, bathing and fishing at Bermuda. 

President Henry A. Franz last Friday 
reported to the 100 or more members 
at the Newark meeting on accomplish- 
ments since the annual convention last 
Fall. State National Director Roy H. 
MacBean spoke on national develop- 
ments, stating that is was expected that 
at the meeting of the National Associa- 
tion directors in Miami next week the 
Multi-Peril Insurance Conference will 
present a preview of the new broad 
dwelling cover which is intended to 
supplant the present homeowners policies 
and the comprehensive dwelling form. 

Alan H. Miller, chairman of the NAIA 
advertising committee, reported on prog- 
ress of the campaign and strongly urged 
agents who have not yet contributed to 
this cause to give their financial support 
now. S. Gage Lewis, general manager, 
Fire Insurance Rating Organization of 
New Jersey, outlined new developments 
in that field; J. Arthur Goldberg spoke 
on tax planning for insurance agents, 
and William J. Doyle, managing director 
of Road Aid, told advantages to agents 
of that service. Talks of these speakers 
will be reviewed elsewhere in these 
columns, this week and next. 


Report of President Franz 


President Franz covered a wide range 
of subjects in his report, and stated in 
part: 

“The accident prevention committee 
is headed by the chairman of our execu- 
tive committee Milton Grannatt, and 
by Stan Grieves. During the year they 
conducted the Third Annual Safe Driv- 
ing Award Campaign. Each year this 
program has been enlarged and has 
gained in prestige. This year it also 
encompassed the ‘Slow Down and Live’ 
campaign extending from Memorial 
Day to Labor Day, as well as the ‘Holi- 
day Campaign’, which ran from Thanks- 
giving to the New Year. 

“Awards were earned by and pre- 
sented to 530 communities. As in previ- 
ous years the outstanding winners 
received their awards from Governor 
Meyner on his TV program. In addition 
to the members of this committee, we 
owe a large debt of gratitude to John 
Edwards, our public relations man, for 
having furnished us with the tools to 
make this program such an outstanding 
success. 

“This committee is now contemplating 

a second program in cooperation with 
the Boy Scouts of America. It will be 
known as the ‘National Safety Good 
Turn Program’. The Scouts need our 
help; so I ask each of you to make 
certain that your county organization 
works with your local Boy Scout 
Council. 
_ “Chairman of our casualty committee 
is Robert Darrell. In December this 
committee made a detailed analysis of 
the 40th annual Report of the Compen- 
sation Rating and Inspection Bureau. 
This developed these facts: 

“Total compensation premiums, $76,- 
410,094; loss ratio, 55.55%. At year end 
there were 5,229 assigned risks which de- 
veloped estimated premiums of $2,512,385. 
Juring the ten year period beginning i in 
1946, the number of compensation as- 


signed risks jumped almost 3,500%, from 
164 to 5,533. 

“This committee has been working 
with both the companies and the various 
rating bureaus to achieve such things as: 

“Elimination of collision deductible 
where individuals involved in an accident 
are insured by the same carrier. 

“Increase of loss of use coverage in 
the auto policy to $10. This has now 
been achieved. Elimination of the fellow- 
employes exclusion from the standard 
automobile policy, bureau form of serv- 
ice station policy and broadening of the 
garage liability policy. 

“Chairman of our educational commit- 
tee, is Emile Karam. Since September, 
the following are only a few: of the 


committee’s achievements ” said Mr. 
Franz: 
“Conducted capacity classes in the 


School of Insurance and the School of 
the Manuals in Newark; enlarged the 
study program of the manuals, the rate 
and the write course by six hours; 
assisted neighboring states in developing 
similar courses; cooperated with Rutgers 

University in setting up a conference on 
comprehensive liability insurance; de- 
veloped a complete Spring schedule of 
insurance courses. At present, both the 
agents and brokers course in Newark, 
and the rate and write course in East 
Orange are operating at full capacity. 

Legislative Action 

“The Legislative Committee is headed 
by Past President Hank Mather. There 
are five bills that presently particularly 
concern us. They are: 

“1. A422, amendment to the UC]F 
law which will increase benefits to 
$10,000-$20,000 B. I. and $5,000 P. D. as 
well as to revise the deductibles which 
presently apply. 

“2. $128, which will increase the limits 
required under the Financial Responsi- 
bility Act. 

“3. All0, which provides for appoint- 
ment of a commission to study all the 
state’s insurance statutes. 

“4. A38, enactment of comparative 
negligence statute, to which we are 
vehemently opposed. 

“5. A94, agents qualification law, which 
ag already unanimously passed the 
Assembly and is now in the hands of the 
Business Affairs Committee of the 
Senate. This is our bill. 

“At the beginning of our year, our 
membership count stood at 1478 and at 
present it is 1504. 


“We fought long and hard to combat 
compulsory insurance in New Jersey. 
For the moment, we are the victors, but 
this is a continuous battle. Our UCJF 
law is the best form of protection 
against the uninsured motorist, but there 
will always be those who think other- 
wise. We have booked 136 speaking en- 
gagements in order to tell the people of 
New Jersey the advantages of our pres- 
ent law over that of New York or Mas- 
sachusetts. 

“At the present time a certain com- 
pany is undertaking a program that is 
completely hostile to the American 
Agency System. It has adopted a plan 
of wholesale solicitation of employes of 
manufacturers, which would completely 
shut out our method of operation. We 
are hoping that we may be successful 
in persuading them to stop this practice. 


Commissions and Losses 


“Reduction of automobile commissions 
in New Jersey, as in other states, has 
been a serious problem. Thus far we 
have been successful in preventing such 
reductions; but, this will be a continu- 
ing battle. We must make every effort 
as individuals and as an association to 
strive for adequate automobile rates, to 
endeavor to improve the experience, to 
tighten our motor vehicle laws and 
thereby reduce the number and the cost 
of accidents,” President Franz stated. 

“In my opinion, unless both we and 
the companies mend our ways we shall 
be faced with a reduction of commis- 
sions and the companies shall be faced 
with further underwriting losses. The 
mere reduction of commissions will not 
bring us or the companies more and 
better business, nor will it improve the 
underwriting results for the companies. 


Program for Agents and Companies 


“It is my opinion that: 

“1, Agents must pay their balances 
promptly and that the companies must 
discontinue those agencies that fail to 
do so. 

“2. Agents must reduce the number of 
companies they represent, and compa- 
nies must cut out those agencies that 
do not give them a premium volume suf- 
ficient to produce a profit regardless of 
good underwriting results. 

“3. Agents must do a job commen- 
surate with commissions they receive, 
and companies must stop paying high 
commissions to agents who don’t do the 
job for which they are paid. 

“4. Agents must cut out ‘flat’ cancel- 
lation (actually, this is a form of rebat- 
ing), and the companies must cooperate. 

“5. Agents must be more selective in 
business they write, and companies must 
reward those agents who consistently 
‘turn up’ underwriting profits.” 
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MacBean and Miller 
On NAIA Activities 


GROUP MOVES 





“FICTITIOUS” 





Miller Tells of Move to Get Companies 
to Tie-In With NAIA Advertising 
Later This Year 


national state di- 
rector and former president of the New 
Jersey Association of Insurance Agents, 
reported on national developments when 
he spoke before the midyear meeting 
of the New Jersey Association at New- 
ark last Friday. He cited the continu- 
ing fight against extension of so-called 


Roy H. MacBean, 





ROY H. MacBEAN 


“fictitious” group insurance plans, say- 
ing: 

“The latest two plans to enter the 
scene include plans instituted by an oil 
corporation developing a group insur- 
ance plan for all of their service-station 
dealers which in addition to embodying 
the usual group life and medical bene- 
fits will embody bodily injury, property 
damage and fire insurance. This appar- 
ently began in the Los Angeles area, and 
the National is following it closely. 

“The second plan is one of a wholesale 
druggists association to provide a sin- 
gie-package plan to include fire and al- 
lied lines coverages on contents and at 
the option of the individual druggist may 
also be written to include coverage on 
the building as well as on contents. This 
plan is being offered through the recip- 
rocal exchanges and orie of the most 
important of their selling points is the 
absence of a co-insurance clause. 

“We understand from a_premlinary 
investigation that before the plan goes 
into effect the reciprocals must have ap- 


plications for insurance totaling at least 


$100,000,000 and upon receipt of these 
then they will make the necessary filings 
in the various states in order to make 
the plan available. Both the plans of 
insurance should make all of us more 
cognizant of the growing magnitude of 
this problem on a national scale. 


New Dwelling Form 


“One of the most important of the 
coming items will be a consolidation of 
Homeowners and Comprehensive Dwell- 
ing policies which should be available to 
all of us sometime within the next 90 to 
120 days. At the mid-year meeting of 
the state national directors in Miami 
Beach we understand that Harry Perlet, 
general manager of the Multi-Peril In- 
surance Conference, will give us a pre 
view of the product that has come out 
of the continuing study being made by 
this conference on the consolidation of 
these important personal policies,” said 
Mr. Mac Bean. 

“In addition to this forthcoming con- 
solidation of the Homeowners and Com- 


(Continued on Page 22) 
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prehensive policies, we are expecting a NATIONAL UNION CHANGES 
revision of business interruption forms 
also to come within the next 90 to 120 
days. 

“A late development which has been 





McGovern Will Have Supervision of 
Casualty Claims; Briner Specialist 


grees. For 16 years he was an attorney 
with the All-State Insurance Co. and 
became zone claims manager for the 
eastern zone. He has had many years of 


Reliance Establishes 
Buffalo Field Office 


To provide improved service for its 





uncovered by the property insurance Pies: or “ anaes active court experience and will have agents in western New York, Reliance in 
committee of the National indicates that National Union Companies announce supervision over casualty claims for the Insurance Co, announces opening of a ef 
on all pombe financed cad eg a. appointment of John W. McGovern and entire group. Buffalo field office under supervision of te 
gages there is a requirement by the y ee : , i sles » Ag: : nz 
. . “cep gc seen belgrade Drew C. Briner as members of the ex- Mr. Briner received his education in ~t#te Agent Henry G. Stiehler. The new 

iat in case of damage e€ property arutive onstt of tha -cimenides’ dikes A i office is located at 422 Niagara Falls mi 
when the loss is in excess of $500 it will *) ae ‘. the Pittsburgh schools and at the Uni- Boulevard, Buffalo 23. co 
be necessary for the FHA to make an department. versity of Pittsburgh. He was associated H 
inspection of the damage prior to com- Mr. McGovern is a graduate of Ford- with the General Adjustment Bureau : : . te! 
mencement of repairs. This matter is ham University and St. John’s Univer- for 27 years rising to general adjuster adjuster in northern New Jersey in the Ti 
now being followed up by the National ity School of Law where he obtained in the eastern area where he handled Newark office. Mr. Briner has special- | 
huansintinn eth the Matonel Board of y é aine major fire loss adjustments. Previously ized in major claims, particularly busi- co 
Fire Underwriters because we can easily both Bachelor and Master of Laws de- he was the branch manager and general ness _ interruption losses. an 


envision many cases involving delays in , 


the insured receiving his recovery 
through the necessity of first securing 
an FHA inspection of the damaged 


property.” 
Miller on NAIA Ad Campaign 


Alan H. Miller, chairman of the NAIA 
advertising committee and former pres- 
ident of the New Jersey Association, 
reported on late developments in the na- 
tional advertising campaign for which 
about $1,100,000 has been raised so far. 

“As far as help from our companies is 
concerned,” he said, “We are doing as 
follows: With the blessing and coopera- 
tion of the National Board of Fire Un- 
derwriters and the Casualty & Surety 
Association, who are advising their re- 
spective member companies, and approv- 
ing of it, we are writing to each com- 
pany or group belonging to the bu- 
reaus, asking them to ‘tie-in’ with us in 
a certain issue of the Saturday Evening 
Post, some time in September. 

“We shall prepare a special ad, tell- 
ing about our companies, and _ stating 
that on following pages they will see 
ads from several of these companies. If 
we can influence a goodly number to 
do this, you can imagine the terriffic 
impact it will make. Certainly it should 
over-shadow recent three-page ads of 
one or more of our competitors. This 
would be a start in the right direction, 
followed, we hope, by a great deal more. 

“We trust that all of you are enthusi- 
astic about our program up-to-date. We 
honestly believe it will help us more than 
any other thing in telling the American 
public about us, the independent insur- 
ance agents, and of our value to our 
customers; showing that we do ‘serve 
them first. This will enable us to re- 
tain our present business, secure many 
new accounts, and to recapture much of 
the profitable business which has es- 
caped to the other types of agents and 
companies. 

“Tt should be a continuing campaign, 
growing bigger and better each year. We 
are going to ask the state national di- 
rectors at Miami this month to authorize 
a 1959 program, and believe they will do 
so. We hope many agencies who con- 
tributed smaller amounts than expected 
may ‘up’ their pledges when they see 
how good the campaign is; and that thou- 
sands of agencies who have not as yet 
joined this year, will now do so, for the 
same reason. We still need about $250,- 
000 to produce the full amended plan 
for the balance of 1958,” said Mr. Miller. 

“So far, nationally, slightly over 17,000 
agencies out of a total membership of 
about 33,500 have paiti and/or pledged 
over $1,100,000. In New Jersey about 600 
agencies out of our membership of over 
1,500 have subscribed somewhat over 
$38,000, while our estimate for our state 
was $93,000. Virginia, both Carolinas, 
Connecticut and Arizona are over 100%, 
and others are close.” 
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Brokers and Property Insurance Agents... 


cash in right now on your built-in prospect list of satis 





fied clients by using our pioneering ‘approach to LIFE 


N. Y. Brokers’ Assn. 
Luncheon on May 20 


The 60th anniversary luncheon of The 
Insurance Brokers’ Association of the 
State of New York will be held Tuesday, 
May 20, in the Starlight Ballroom of the 
Waldorf - Astoria, it is announced by 
Edmund T. Sinnott, president of the as- 
sociation. Reservations from members 
and others are being accepted at the 
association office, 90 John Street, New 
York City. 


insurance merchandising. 


Your customers are buying LIFE insurance as never 
before. And these people who are already sold on you 
and American Surety Company are the most natural 
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Smith On Rating 


(Continued from Page 1) 


independent companies decried repeated 
efforts in the industry for price main- 
tenance. He holds that price mainte- 
nance, in insurance as well as in the 
merchandising field, “must inevitably 
conflict with natural economic forces.” 
He said the reasons for failure of at- 
tempts to legalize “coercion in the ‘Fair 
Trade’ field have been: 

“The effort to maintain resale prices 
conflicted with natural economic forces, 
and led to the rise of discount houses 


er might have gone somewhere else. 


y keep# programming. For full details—just mail coupon. 


t your 





merican Life of New York is easy to sell. And, our 
of fillppyrighted “Security Builder” takes the mystery out 


which soon began to sell a large propor- 
tion of the goods to which ‘Fair Trade’ 
prices applied. ; 

“The effort to authorize coercion met 
with legal difficulties when, as stated, 
a large number of state courts held the 
non-signer provisions unconstitutional. 

“Just as discount houses forced the 
economic issue in the merchandising 
field, insurance has a counterpart in the 
form of mutual and reciprocal companies 
which will force the economic issue by 
refunding redundancy in rate through 
dividends to policyholders. Also, as in 
the merchandising field, efforts to au- 
thorize coercion are meeting with legal 
difficulties. The courts have already re- 


PSPS aAKeees seers sees seeseGeeesecsasseesesesssasssassaaace 


fused to permit rating bureaus to coerce 
insurance companies to become full sub- 
scribers and thus to forfeit their right 
to make independent filings. 

“They have also refused to allow 
agents associations to employ boycott 
and other forms of coercion to force 
companies to deal only with member 
agents. In fact, it is plainly apparent 
that such efforts conflict with the un- 
derlying purpose of the McCarran Act 
and if continued, will invite further fed- 
eral action in the regulation of insur- 
ance.” 

Mr. Smith told his Williams College 
audience that the tariff insurance com- 
panies have for years been using appeal 
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sections of. the rate regulatory laws in 
efforts to thwart activities of independ- 
ent companies, and have tried to revive 
the insurance pattern existing prior to 
the South-Eastern Underwriters Associ- 
ation decision in:the Supreme Court. He 
cited what he termed attempts to con- 
trol independent: filings by seeking to 
enact state rating laws that would estab- 
lish a single rating bureau in each state 
and require that all companies belong to 
that bureau. 


Rating Bills in Kentucky and New York 


“Currently two attempts have been 
made to carry out this suggestion. One 
of them was in Kentucky where the In- 
surance Commissioner, a retired employe 
of one of the largest tariff companies, 
sponsored two bills which would have 
forced independents squarely into line 
with the tariff companies, both as to rate 
and form. The other case was in New 
York where bills were introduced pre- 
scribing compulsory membership in rat- 
ing organizations and eliminating the 
deviation section from the rate regula- 
tory laws. Both these attempts were 
defeated by prompt and strenuous oppo- 
sition from independent companies. 

“The thinking which prompted the 
New York proposal is shown by the 
following two excerpts from a memo- 
randum submitted in support of it: 

“*The survival of concert of action in 
rating today depends solely upon the 
recognition by the vast majority of in- 
surers that it is vital to the public 
interest and to sound fundamental prin- 
ciples of insurance. So, the vast ma- 
jority of insurers writing most of the 
insurance, resist the exercise of the right 
to be independent filers of rates or devi- 
ators and by such a thread of tolerance 
to the competition of independents and 
deviators does concert of action in rat- 
ing continue in its weakened status. 

“‘Equally fundamental is the premise 
that the cost of insurance to the public 
must be reasonable, and adequate to 
protect solvency and to permit insurers 
to make a reasonable underwriting profit 
and return dividends; and unfair dis- 
crimination must not be permitted. It is 
a misconception of public interest and 
contrary to historical experience to con- 
clude that the public benefits from com- 
petitive price cutting in the insurance 
business.’ 


N. Y. Dept. View 


“This argument was effectively an- 
swered by the New York Superintendent 
of Insurance in a memorandum opposing 
the bill, in which he said... ‘It is well 
known that no matter how good state 
regulation of rates made by rating or- 
ganizations composed of companies act- 
ing in concert may be, it is not nearly 
as effective in protecting the public 
against excessive premium rates as is 
healthy competition between bureau 
companies and independent insurers.’ 

“Following a Supreme Court decision 
in 1951, Congress amended the ‘Fair 
Trade’ exemption in the Federal Anti- 
Trust Laws so as to authorize state 
laws which impose coercion upon non- 
signers. However, this effort to legalize 
coercion, known as The McGuire Act, 
has for all practical purposes failed. Al- 
though the constitutionality of this act 
was upheld by a Federal Court, the 
courts in many states have declared their 
respective state laws unconstitutional in- 
sofar as they apply to non-signers. In 
doing so, they assigned such reasons 
as conflict with the due process clause 
of Federal and state constitutions, un- 
lawful delegation of legislative authority, 
and conflict with state or Federal anti- 
trust laws.” 





HYDE AETNA SPECIAL IN MAINE 

Appointment of William D. Hyde to 
special agent in Maine for the Aetna 
Insurance Co. is announced. Mr. Hyde 
succeeds Vernon Lord, who resigned to 
join another company in New Hamp- 
shire. He was educated at Deerfield 
Academy of Massachusetts and received 
his degree in economics at Bowdoin 
College in Brunswick, Me. 
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Assistant Secretary of 
* General Adjustment Bureau 


JOHN W. 


Election of John W. Park to assistant 
secretary, with headquarters in the ex- 
ecutive offices at New York, is an- 
nounced by the General Adjustment 
3ureau. Following schooling at North- 
western University, Mr. Park joined the 
Liverpool & London & Globe in 1927. 
From 1929 until 1942 he was associated 
with D. F. Broderick, Inc., Detroit, as 
vice president and general adjuster, in 
which capacities he also acted for the 
Dearborn National and the Dearborn 
Casualty. 

In 1942 he became affiliated with GAB 
as branch superintendent of the Los An- 
geles office and a year later was ap- 
pointed supervisor in the office at San 
Francisco. 

Mr. Park was named executive assist- 
ant in 1949 and subsequently was ap- 
pointed assistant general manager of the 
Pacific Coast department. 


PARK 





Berry Dinner Speaker for 


Recovery Men’s Forum 

The seventh annual dinner of the Re- 
covery Men’s Forum will be held at the 
Railroad & Machinery Club of New 
York on Thursday, May 1. William H. 
3erry, vice-president of the America 
Fore Loyalty Group will talk on “Prop- 
erty Damage Insurance on Nuclear 
Risks”. 

Mr. Berry, a graduate of the Illinois 
Institute of Technology in Chicago, has 
been with America Fore for 24 years. 
He was a member of the original work- 
ing committee of the National Board of 
Fire Underwriters dealing with the 
problems of nuclear energy as initially 
confronting the property damage seg- 
ment of the insurance industry. 

He now serves as chairman of the 
advisory committee, Nuclear Energy 
Property Insurance Association; nuclear 
energy committees, Factory Insurance 
Association and American Foreign In- 


surance Association; nuclear clauses 
committee, Inter-Regional Insurance 
Conference and executive committee, 


Nuclear Insurance Rating Bureau. 

Reservations may be made through 
William F. Belmont in care of Chubb 
& Son, 90 John Street, New York. 
Attendance limited to personnel of in- 
surance companies and insurance com- 
pany owned organizations. 


AGENCIES NOW ASSOCIATED 

Edwin M. Denniston and Frederick L. 
Andrews of West Hartford, Conn., an- 
nounce association of their insurance 
agencies in new offices in West Hart- 
ford. The agencies are Denniston & Co. 
and the Andrews Agency. Mr. Dennis- 
ton was with The Travelers until 1928 
when he and his father, Louis N. Dennis- 
ton, opened the agency. Mr. Andrews has 
operated his own agency since 1946. 








Canadian Underwriters 
Honor Past Presidents 


years of insurance experience 
were honored April 9 at Toronto at a 
luncheon marking opening of celebra- 
tions of the Diamond Jubilee Year of 
the Canadian Underwriters’ Association. 
Former presidents of the association re- 
siding in the Toronto area and former 
employes gathered in the National Club 
to mark the occasion. A similar lunch- 
eon was held recently in Montreal to 
honor former representatives of the as- 
sociation living in that area. 

H. Douglas Coo, manager for Canada 
of the Hartford Fire and president of 
the CUA, presided. In his brief remarks 
he said, “the public wants sound safe 
protection at the lowest possible cost 
and it is the function of the CUA 
to meet that demand.” Referring to the 
contributions of the former presidents 
and employees, he said that it was 
through their efforts and those of pres- 
ent personnel the association has put 
at the disposal of municipalities, busi- 
ness, architects and employers the serv- 
ices and knowledge of expert engineers 
and research men. 

Among former presidents honored 
were W. M. Cox, J. H. Riddel, W. R. 
Houghton, R. H. Leckey and L. L. 


Lewis. 


Many 
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NORTH AMERICA HEARING 

The North America Companies have 
asked Insurance Commissioner Charles 
F. Gold of North Carolina to extend for 
another year its 5% deviation in rates 
on fire and extended coverage insurance 
and on homeowners’ policies. Mr. Gold 
Gold said a public hearing has been 
scheduled for May 1 in his office. 








THIS EMBLEM of 


means 


THE COMMERCIAL UNION GROUP 


A Bulwark of Protection 












is an excellent free translation. 


“Salutis”” 


a beneficial outcome, 
the single word, “protection.” 


fairly and promptly. 
of Protection. 






One Park Avenue 


New York 16, N.Y. 





@ ‘“Anchora Salutis’— A Bulwark of Protection. 
sion of the motto in the above emblem of The Commercial Union Group 


Analyzing the expression from its Latin origin, 
the Romans meant almost anything which could be regarded as a sure 
physical support, but more specifically it referred to an arrangement 
of timber to hold a dam fast—in other words, a 


in the Latin, primarily refers to promoting health and 
safety, a means of promoting it, or something which is conducive to 
What better way to sum this up than with 


And it has been an honest motto, for each conflagration, 
each economic disturbance that has passed into history has 
left the affiliated companies of The Commercial Union 
Group still protecting the property and well-being of 
their policyholders, and stil] meeting every obligation 

“Anchora Salutis’”—A Bulwark 
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The English ver- 
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ADJUSTERS ASSN. TO MEET 





National Independent Organization Lists 

Speakers for Convention at Boston 

April 28-30 

National Association of Independ- 
Adjusters is holding its 
April 28-30 at the 
Sheraton-Plaza Hotel in Boston. Joseph 
M. Cashin of East Orange, N. J., is pres- 
ident of the association, At the opening 
business session April 28 insurance 
speakers will include Vestal Lemmon, 
general manager, National Association of 
Independent Insurers, Chicago; Ray 
Murphy, general counsel, Association of 
Casualty and Surety Companies, New 
York City, and Geoffrey Nicoll, assistant 
secretary, Merrimack and Cambridge 
Mutual, Andover, Mass. There will be 
a closed business session for members 
only, that afternoon. 

On Tuesday morning speakers will in- 
clude Gordon Davis, secretary-manager, 
Mutual Loss Research Bureau, Chicago; 


The 
ent Insurance 
annual convention 


R. M. Ryan, Frank L. Erion Co., Chi- 
cago; William H, Rodda, secretary, 


Transportation Insurance Rating Bureau, 
Chicago, and William R. Sherlock, coun- 
sel, American Mutual Insurance Alliance, 
Chicago. There is a golf meet that after- 
noon, 

Wednesday morning speakers are 
Richard C. Bliss, Airkem, Inc., New 
York; David S. McLaughlin, assistant 
claims manager, Associated Aviation 
Underwriters, New York; George D. 
Vail, Jr., vice president, Corroon & 
Reynolds, New York, and John D. Hol- 
brook, assistant secretary, Boston and 
Old Colony Companies, Boston, That 
afternoon there will be another closed 
session for members and a banquet that 
evening honoring the newly elected offi- 
cers, 





N. Y. Insurance Women Set 
April 26 for Bridge Party 


Marie Driscoll, Northern of New 
York has announced that the annual 
charity bridge party of Insurance 
Women of New York will be held 
Saturday, April 26 at 1 p.m. at the 
Governor Clinton Hotel, 7th Avenue at 
3lst Street, New York. Miss Driscoll, 
who is chairman of the committee on 
arrangements for this affair, advises 
that all proceeds will go to charitable 
organizations in New York. 

Table prizes for the bridge party have 
been donated by members of Insurance 
Women of New York, by insurance 
agencies and by local stores. 

This year the Insurance Women’s 
special project is the education of a 
Korean girl who is now attending 
nursing school in Korea. The entire 
expense is borne by the club. Another 
major charity is the children’s ward of 
Kings County Hospital. 

Over-all activities of Insurance Women 
of New Yor are in the capable hands 
of Mrs. Mabel Hart, secretary to Vice 
ee eg George Avery, United States 

. & G., New York. 
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National Names Adams 
Vice Pres., Young Sec’y 





Cc. J. ADAMS 


The National Fire, Hartford, has ad- 
vanced Secretary C. J. Adams to vice 
president and Assistant Secretary B. C. 
Young to secretary. In his new position 
Mr. Adams will be in charge of the 
claims department and will succeed Vice 
President F. F. White, who will retire 
on May 31. Mr. Young will supervise 
the affairs of the National in Southern 
states. 

Mr. Adams is a native of Texas and 
attended the University of Texas. He 
received his law degree from the Uni- 
versity of Omaha and joined the Na- 
tional in 1944 after several years of 
adjusting and managerial experience. 

Mr. Young was born in Charlotte, 
N. C., received his education there and 
at North Carolina State College. He 
joined the National in 1946. 





Metz President of 
Westchester Agents 


Superintendent of Insurance Julius S. 
Wikler addressed the annual meeting of 
the Westchester County Association of 
Insurance Agents in Yonkers, N. Y. 
April 15. Kenneth L. Metz, Jr. of the 
Scarsdale Agency, Inc., was elected new 
president of the association. 

William Spain of the Lake Mahopac 
Agency, Inc. is now vice president; and 
George S. Gorman of the James A. 
Garrity, Inc. agency of Yonkers, secre- 
tary and Eugene E. Hallahan of the 
Edward F, Hallahan agency in Mount 
Vernon, treasurer. 

Directors for one year are Allan 
B. Stevens of the Allan C. Stevens & 
Son Insurance Agency, White Plains; 
Philip Shatz of Mahopac and Seymour 
Kassirer of Yonkers. For two years 
directors are DeForrest Hibbard of Ka- 
tonah, Thomas Powers of the Powers 
Agency in Mount Vernon and Robert J. 
Thornton, Jr. of White Plains, retiring 
president of the association. 

Arthur L. Schwab, state national direc- 
tor of the New York State Association, 
installed the new officers. 





New Deferred Premium 


Plan on Pacific Coast 
A new deferred premium plan, to 
supersede two existing plans — install- 
ment payment plan and annual renewal 
plan—has been prepared and adopted 
by the Pacific Fire Rating Bureau and 
approved for the industry by the Board 
of Fire Underwriters of the Pacific. 
Under the deferred premium payment 
plan the same annual rates apply to 
three and five year policies alike and 
the premium payments are equal. The 
term premium is the product of the 


deferred premium payment plan annual 
rate, amount of insurance and the num- 
ber of years in the term. The DPP 
annual rate is the appropriate three- 
year prepaid rate multiplied by 35% 
whether the policy fs written for a term 
of three or five years. There are no 
term multiple factors, loadings or inter- 
est, installment or collection charges are 
dealt with separately. 

The plan was presented at the recent 
meeting of the Far West Agents Con- 
ference. It is expected to become effec- 
tive throughout the Pacific Fire Rating 
Bureau’s territory by August 1. 


NORTH AMERICA CHANGES 


Craddock Manager Montreal Office 
Succeeding Mills; Toronto and 
Ontario Offices Merged 
Insurance Co. of North America Com- 
panies announce appointment of J. D. 
Craddock as manager of INA’s Montreal 
service office. He succeeds F. Ault Mills, 
who retired March 1 because of ill 

health. 

Mr. Craddock has been associated with 
North America for 12 years. Prior to 
his new appointment he was manager 
of the companies’ metropolitan Toronto 





office. In his new post he will direct 
the group operations of INA in the 
Province of Quebec. 

The metropolitan service office in 
Toronto has been amalgamated with the 
Ontario service office, under manage- 
ment of James Symington in Toronto, 
and production and underwriting facili- 
ties consolidated there. F. E. Hearn, 
formerly chief underwriter in the 
Toronto metropolitan department, has 
been appointed assistant manager of the 
Ontario service office. 

The downtown Toronto office will con- 
tinue to service Toronto agents as before. 
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Weghorn Agency Looks to Successful 
Future in Marking 25th Anniversary 


On April 1, 1933, a quarter of a cen- 
tury ago, John C. Weghorn journeyed 
into New York from the then compara- 
tively remote Long Island suburb of 
Rockville Center. He had made the trip 
by railroad and subway many times, but 


JOHN C. WEGHORN 


was 


that morning’s was different. He 
arriving in the city not as an employe 
but as an independent businessman. 

The tall, 29-year-old man, was not in 
a joyous mood. Indeed, had he heeded 
his friends’ advice he would not have 
stridden up to 84 William Street, mounted 
to the eighth floor and slowly opened 
the door to a barren, $10 a month, eight- 
by-fifteen-foot office. 

The John C. Weghorn Agency, now 
celebrating its 25th anniversary, is proof 
of how wrong those friends were, but 
in the months that followed its dreary 
first day Mr. Weghorn often wished 
that he had listened to them. Today, in 
his characteristically gentle manner, 
which cloaks a pioneering mind and a 
determined spirit, Mr. Weghorn de- 
clares: 

“While others are talking recession 
and poor times, we feel that we are on 
the threshhold of a new era, an era 
which represents the greatest opportu- 








nity we’ve ever had to go forward. After 
25 years we feel we’re just beginning to 
hit our stride.” 

Many of the men of Weghorn who are 
ready to go forward today have been 
with the agency for most of 25 years. 
One, John Ruck, the cashier, was with 
Mr. Weghorn that first morning. Then 
he was young, single, carefree—and 
cash-free. 

Before many months passed the strug- 
gling Weghorn Agency was able to dou- 





ble its lone employe’s sa'ary. But it 
took two years before it was able to 
afford a secretary, who started at $10 
a week. 


Some years later Mr. Ruck, then the 
Weghorn Agency’s accountant and assist- 
ant producer, took a position with the 
New York State Insurance Department. 


RICHARD J. WEGHORN 


He returned to Weghorn as cashier half 
a dozen years ago. 

As the depression waned the agency 
took on additional companies and added 
inland marine to its nationwide facilities. 
Then it went into New York City and 
suburban lines, ocean marine and, six 
years ago, life insurance. Twenty years 
ago it moved to the 102 Maiden Lane 


(Continued on Page 28) 


Barkie and Stross Join 
White & Camby, Inc. 

IN CONSOLIDATION DEAL 

Acquisition of Barkie, Stross & Co. 


Will Strengthen W. & C. Position 
Among Brokers in Midtown, N. Y. 


The consolidation of White & Camby, 
Inc., one of midtown New York’s lead- 
ing multiple line agencies, and Barkie, 
Stross & Co., also of midtown New York, 
is announced by Edward I. White, pres- 
ident, who said that the agency will con- 





EDWARD I. WHITE 


tinue under the name of White & Camby, 
Inc., at its present address—50 East 42nd 
Street. 

Charles A. Barkie, who was general 
manager of Barkie, Stross & Co., has 
been elected a vice president of White 
& Camby, Inc. and Robert J. Stross, a 
partner in the former agency firm, has 
been elected assistant secretary. 

This ‘consolidation will considerably 
expand:the facilities of White & Camby, 
Inc., which has now acquired additional 
stock company representation as well 
as some mutual companies, Founded by 
Mr, White in May, 1925, the agency will 
observe its 33rd anniversary in May of 
this year. In turn, Barkie, Stross & Co. 
is a 28-year old agency. 


Prominence of White & Camby, Inc. 

Edward I. White, one of the best 
known agency executives in the East, 
started his insurance career as a placer 
in the old firm of Willcox, Peck & 
Hughes. After naval service in World 
War I he became a partner in Frank & 
White and two years later organized his 
own agency with single room offices at 
25 Beaver Street. This marked the be- 
ginning of the building job that has 
deservedly given White & Camby the 
fine reputation it now enjoys among 
insurance brokers. Its present staff con- 
sists of over 50 employes. The steady 
growth of the agency over the years has 
been brought about by the wide accep- 
tance of Mr. White as one of the most 
vigorous advocates of the insurance 
brokerage fraternity. 


Careers of Barkie and Stross 


Charles A. Barkie, who has about 40 
years of insurance experience to his 
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credit, started with the brokerage house 
of Ashby Lee Biedier. He has served 
successively as New York branch man- 
ager with Continental Casualty; execu- 
tive special agent of Metropolitan Cas- 
ualty; vice president of Norwich Union 
Indemnity; vice president of P. A. Post 
& Co., Inc., New York insurance brokers, 
and as senior United States assistant 
manager of the Accident & Casualty of 
Winterthur, Switzerland. When that 
company dropped out of direct writing 
in this country Mr. Barkie became man- 
ager, New York department of American 
Casualty and its mate, American Avia- 
tion & General. He resigned to join 
Barkie, Stross & Co. in 1953. 

Robert Stross joined the firm of Nel- 
son & Stross in 1935 and was its first 
employe. The firm was then made up of 
William Stross and Arthur O. Nelson. 
When the ownership changed in 1941 
Mr. Stross became a full partner along 
with his brother, Raymond T. When 
Mr. Barkie joined the agency it became 
a four-way partnership. 





Robert C. Hosmer Marks 
His 80th Birthday 


Robert C. Hosmer, present director 
and retired president of the Excelsior 
of Syracuse, N. Y., observed his 80th 
birthday on April 4 at his home in Syra- 
cuse. He became president of the com- 
pany in 1935 following the sudden pass- 
ing of Fredrick V. Bruns and was suc- 
ceeded in 1946 by the present president, 
Forrest H. Witmeyer. A graduate of 
Cornell University and member of a 
family well known in insurance in Chi- 
cago Mr. Hosmer gained extensive ex- 
perience in many departments of fire 
insurance before going to Syracuse from 
Chicago in April, 1925, to become vice 
president and managing underwriter of 
the newly formed Excelsior. Since his 
retirement he has traveled extensively, 
including Europe, Mexico, Central 
America and recently he returned from 
Bermuda. 
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Lewis on EC, Fire and Homeowners 
Experience, Rating in New Jersey 


Underwriting and rating experience in 
New Jersey were reviewed by S. Gage 
Lewis, general manager, Fire Insurance 
Rating Organization of New Jersey, 
when he addressed the midyear meeting 
of the New Jersey Association of In- 
surance Agents last Friday at the Mili- 
tary Park Hotel in Newark. The agents 
listened with keen interest to his data 
on experience of various lines of cover- 
age. On a survey of earnings insurance 
and the Commercial Property Coverage 
Mr. Lewis said that of 3,717 daily re- 
ports only nine involved earnings in- 
surance, 





S. GAGE LEWIS 


“It is different Commercial Property 
Coverage” he continued. “Since the time 
this form was adopted in November, 1956, 
we have promulgated 976 account rates 
for the following classes of business: 

274 ( 28%) clothing stores 


61 ( 6.2%) electrical appliances 
52 ( 5.3%) furniture stores 

49 ( 5.0%) shoe stores 

48 ( 4.9%) auto accessories 
47 ( 4.8%) drugs 

41 ( 4.2%) liquors and wines 


404 (41.6%) Miscellaneous 


976 ( 100%) 

“In almost every case where an account 
rate has been promulgated, a policy or 
policies have been issued insuring the 
property under this form. 





EC Experience 


“Take the experience of the Extended 

Coverage Endorsement. In September, 
1954, a trade journal printed an article 
to the effect that we had filed with the 
Department of Banking and Insurance 
increased E.C.E. rates because of the 
very adverse experience that the com- 
panies had suffered over the preceding 
years. However, it was not until Decem- 
ber, 1955, that these rates were finally 
increased and the mandatory $50 wind- 
storm deductible became effective. In 
the meantime, thousands of policies were 
cancelled and rewritten to avoid these in- 
creased rates. 
_ “For the seven year period 1949-1955 
inclusive, our companies had an earned 
and incurred loss ratio of about 145%. 
In 1956, the first year of the new rates 
and the mandatory deductible, the loss 
ratio dropped to 24.7%. A preliminary 
estimate of the 1957 experience would 
indicate that we have enjoyed another 
profitable year,” Mr. Lewis revealed. 

“The important thing is that the pre- 
miums with no deductible dropped from 
$17,400,000 in 1955 to $2,900,000 in 1956 
and the premiums with the $50 deductible 
increased from $2,450,000 to. $24,000,000. 

“The loss ratio in 1956 with no de- 
ductible was 193.1% and with deductible 


4.5%. These figures demonstrate the 
value of the $50 deductible clause and 
barring any major catastrophes in the 
next two or three years, we would hope 
that this class might get over into the 
profitable column. 

“Surely, if we had had another year or 
year and a half of the mandatory de- 
ductible, or if we had not had so much 
business cancelled and rewritten for five 


years during 1954 and 1955, we would 
have been that much closer to the profit 
side and an eventual reduction in rate 
levels. 

Fire Experience 


“On the fire side, the experience is 
not good. In 1955 the premiums amounted 
to $65,500,000 and the earned and incurred 
loss ratio was 42.5%. In December of 
that year practically every one of the 
115 classes was adjusted, either upward 
or downward. The dwelling class was 
reduced about 25%, with an overall re- 
duction for all classes amounting to 
approximately 13.4%,” said Mr. Lewis. 

“The following year, the premiums 
dropped off nearly $2,000,000 and at the 


same time, losses increased materially 
resulting in a loss ratio of 51.2%. The 
preliminary figures that we have just 
obtained for 1957 indicate a still further 
drop in premiums, although it is only 
about $300,000, and a loss ratio of 54.5%. 
According to our records, 1956 and 1957 
produced the highest fire loss ratios ever 
experienced in New Jersey and up to 
now there seems to be no improvement 
in 1958. 
Homeowners 

“The Homeowners policy is in a large 
measure responsible for the reduction in 
fire premiums. Since this policy was 
first approved, through 1956, the com- 


(Continued on Page 28) 
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Fenton Made Manager of 
, Penn-Central Agency 


Penn-Central Insurance Agency, Inc., 
Philadelphia, announces that Harry A. 
Fenton, Jr., has been appointed man- 
ager. Mr. Fenton has been active in 
insurance since 1937 except for the 
period from 1942 to 1946 when he served 
in the United States Air Force. 

Prior to joining the Penn-Central In- 
surance Agency, Inc., Mr. Fenton was 
associated with the Walter Semisch 
Agency as manager. From 1937 to 1942 
he was associated with the Camden 
Fire, from 1946 to 1948 with the insur- 
ance firm of Peake Brothers, Inc., and 
from 1948 to 1952 with the Insurance 
Co. of North America. 

Born in New Jersey, Mr. Fenton 
attended the Collingswood High School 
and graduated from the Wharton School 
of the University of Pennsylvania. A 
resident of Merchantville, N. J., Mr. 
Fenton is active in civic and fraternal 
affairs in that state. He is secretary of 
both the Church Road Civic Association 
and the Civic Association Council of 
Delaware Township, and is past presi- 
dent of the Delaware Township Square 
Club. 





Guy Carpenter & Co. 
Rent at 110 William St. 


Carpenter & Company, Inc. 
international reinsurance intermediaries 
handling all forms of reinsurance, in 
an expansion move has leased the entire 
twentieth floor comprising approximately 
24,000 square feet in the new 3l-story 
air-conditioned office structure under 
way at 110 William Street, northeast 
corner of John Street, New York City. 

The long term transaction was nego- 
tiated through Cecil C. Simmons, vice 
president of Horace S. Ely & Co., and 
Robert Irwin, co-brokers. Cruikshank 
Co. is renting agent for the 680,000 
square foot structure being erected by 
the 110 William Street Corp., owner, 
a subsidiary of Crum & Forster. 


Guy 





St. Paul Companies Name 


5 Secretaries, 5 Assts. 


The St. Paul Fire & Marine and the 
St. Paul Mercury announce the follow- 
ing ten changes in the home office staff: 
promoted to secretaries are G. H. An- 
gell, marine department; R. H. Balen- 
siefer, chief engineer; I. J. Fertig, coor- 
dinator between St. Paul Fire & Marine 
and newly acquired Western Life; Don 
C. Hawkins, in charge of public rela- 
tions and advertising; W. B. Hershe, in 
charge of accident and sickness depart- 
ment. 

Promoted to assistant secretaries are 
A. W. Brogger, in charge of rate regu- 
lation and forms department; Culver 
Davis, in charge of multi-peril depart- 
ment; Carl B. Drake, Jr., casualty 
department; Walker Groetzinger, in 
charge of bond department claims; 
Earl D. Strickland, in charge of per- 
sonnel department. 





Federal Crop Program 
For 1959 is Presented 


The House Appropriations Committee 
in Washington has approved $6,376,700 
for administration of the Federal Crop 
Insurance program in fiscal yeat 1959. 
This is the same amount as was appro- 
priated for the current fiscal year, and 
the full amount requested by the Federal 
Crop Insurance Corporation. 

In 1959, the committee report stated, 
the program will continue to operate in 
818 counties. However, insurance on 
additional crops will be offered in some 
of these counties, and it is estimated 
that 380,000 crops will be insured, com- 
pared with 365,000 crops insured during 
fiscal year 1958. 

The report said it was “especially en- 
couraging” to note that latest reports 
indicate that the program operated at 
a profit in 1957, with income exceeding 
indemnity payments by about $5.7 mil- 
lion. This is the first time in recent 
years that the program has operated in 
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Panel Members and Additional Features 
of Convention at Syracuse, May 4-6, 
Are Announced 


The New York State Association of 
Insurance Agents announces that on 
Monday afternoon, May 5, there will 


be an agency perpetuation panel at the 
annual convention at Syracuse moder- 
ated by John N. Walsh, Jr., of Buffalo 
and included on the panel will be Arthur 
J. Wyatt, vice president, National Hart- 
ford Group; William J. Morey, Buffalo 
attorney, and Warren B. Cutting, CPA, 
of Buffalo. Tuesday morning there will 
be a panel on “A New Look at the Com- 
prehensive Liability Policy,” moderated 
by John R. Adams, CPCU, of the Se- 
curity, and on that panel will be Robert 
B. Lentz, Jr., Herbert C. Cox and George 
E. Spitzmiller, all CPCU’s, of Buffalo. 

Also on Tuesday morning there will 
be a Data Processing Panel, moderated 
by Harry Lown and including on the 
panel Scott Cass of the Friden Cal- 
culating Machine Co.; a representative 
of the New York Telephone Co., and 
Robert Burns, president of the American 
Agency Management Bureau. 

On the local board forum Monday 
morning with George A. Kramer of 
Williston Park presiding, there will be 
discussions of company-agency relations, 
suggested revisions of the extended cov- 
erage endorsement and life insurance 
sales for the general agency among 
other topics to be presented by the 
various local boards. 

Also appearing Monday morning will 
be George C. Schepens, manager of the 
New York Assigned Risk Plan, dis- 
cussing the subject of assigned risks. 
R. Brian Jarman of the Continental 
Casualty will discuss errors and omis- 


sions insurance Monday afternoon. David 
W. Reilly of Utica on Tuesday will talk 
about the association Agency Manage- 
ment School to be held in June. 

The administration report, amend- 
ments to the by-laws, report of the 
resolutions committee and election of 


officers will come late Tuesday afternoon. 





Directory and Atlas of 
Independent Adjusters 


The National Association of Independ- 
ent Insurance Adjusters has issued the 
1958 edition of its handsome and volumi- 
nous “Membership Directory and Atlas.” 
Profusely illustrated with state maps 
showing locations of members the direc- 
tory lists 425 sole proprietorships, part- 
nerships and corporations operating 912 
offices in 508 cities in all parts of the 
United States. Cities in which member 
offices are located are indicated on the 
state maps. 





This directory contains 320 pages. 
the black, the report pointed out. 
The committee concluded that “it 


seems preferable to continue this pro- 
gram as a means of meeting agricultural 
disasters, where the producers partici- 
pate rather than to appropriate large 
sums of federal money in the form of 
disaster relief.” 
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STEARNS ST. PAUL SPECIAL 
The St. Paul Fire and Marine an- 
nounces appointment of William E. 
Stearns as special agent to become asso- 
ciated with State Agent Dwight E. 
Marriott in the territory he services 
— the company’s Cleveland, Ohio, 
office. 





Weghorn Anniversary 


(Continued from Page 26) 


building where it still is, although now 
in much bigger and more attractive 
quarters. 

Each year has seen a stronger rela- 
tionship develop between Weghorn and 
the brokers it serves. Today these bro- 
kers number 1,800. 


Growth of Agency Staff 


The Weghorn staff grew apace. 

John Lane, a vice president of the 
agency who is in charge of inland ma- 
rine, joined it 18 years ago. Bob Le- 
Bright, manager of the production de- 
partment, has been with Weghorn 19 
years. Bill DeVoe, who is in charge 
of the nationwide department, went to 
the agency in 1938. Trafton Otis Badger 
has been marine underwriter for 12 
years. 

The life department is managed by 
Dick Weghorn, who was a toddler when 
his father founded the agency. Gerry 
Johnston heads the city and suburban 
fire department and Charlotte Thoma- 
jan, who has had extensive loss experi- 
ence, heads the loss department. 

The agency has developed a_ strong 
“second line” staff, with men like John 
Peluso and William Lane, who work 
under Mr. DeVoe; Robert McPherson 
and John Cuff, who are John Lane’s as- 
sistants; Clem Shelton, in city-suburban, 
and Ada de Zayas, in life. 

Over the years, Mr. Weghorn has be- 
come a respected spokesman for the 
American Agency System. He is con- 
stantly urging various segments of the 
insurance industry to join in giving the 
public a better appreciation and under- 
standing of insurance. His theme is 
always how better to serve the public. 
He is a former president of the New 
York City Insurance Agents Associa- 
tion and chairman of the executive com- 
mittee of the Insurance Federation of 
New York. 


Weghorn Entry Into Insurance 


John Weghorn got into insurance by 
an act of honesty. During World War 
I he was an office boy in the law office 
of Sohmer and Sonnenthal, in downtown 
Manhattan. One day he found a dia- 
mond stick pin on the office floor. He 
turned it over to his boss, the late Alder- 
man Edwin Sohmer, who rewarded him 
with a $5 bill and an opportunity to 
enter the alderman’s general insurance 
office at 37 Liberty Street, where the 
Federal Reserve bank now stands. The 
new job carried a $1 pay raise with it, so 
the fledgling insurance man earned $7 a 
week. 

Later. Mr. Weghorn, joined the Stuy- 
vesant Insurance Co, as a map clerk at 
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$12 a week. Studying at night and work- 
ing by day, he rose through the com- 
pany’s rate, checking and underwriting, 
city and nationwide departments. In 
1927 he left to join a general agency of 
the General Insurance Co. of America, 
and subsequently, he became New York 
city manager of that office. 

Thus Mr. Weghorn was no neophyte 
at insurance when the agency with 
which he was connected became a casu- 
alty of the depression, and he went out 
on his own under a commission arrange- 
ment on nationwide business for the 
General. Mr. Weghorn’s first sizable 
commission came from a policy sold to 
a group of churches in Illinois. The new 
agent had to borrow the train fare to 
go out there to help the local broker 
close the deal, but the trip was worth 
while. The premium amounted to $70,000. 

Work in those days required wariness 
as much as doggedness. In the little 
office on William Street was a_ small 
radio, Its aerial simply hung out of the 


window and swayed in the breeze. “That 
radio was a practical necessity, not a 
luxury,” Mr. Weghorn recalls. “When- 


ever a broker called to place some storm 
insurance, we'd quickly turn on the radio 
to see if a storm was brewing in the 
area involved before binding the busi- 
ness. 

Service to Brokers 

“We felt years ago we could render 
a service to brokers by giving them the 
benefit of our experience and know-how 
in solving their problems,” Mr. Weg- 
horn says. “So we changed our sights 
somewhat, and concentrated on indi- 
vidual covers. The broker who deals 
with us today knows we are giving him 
an over-all service. This includes one 
of the fastest engineering and appraisal 
services on the street.” 

Mr. Weghorn again became a pioneer 
when he set up a life department in his 
agency. A survey convinced him that a 
majority of insurance brokers knew 
little about life insurance and its possi- 
bilities. He felt he could help brokers 
by blending the educational techniques 
his agency had been employing for other 
lines with life insurance. 

Many insurance companies and a few 
agencies have since agreed that there is 
a close affinity between life and general 
insurance. “Such policies as mortgage 
redemption, key man, business insurance 
and pension insurance all seem to dove- 
tail with general insurance,” Mr. Weg- 
horn states. 

What does the future hold? “At this 
stage,” Mr. Weghorn believes, “we're 
entering an era of packaged, multiple 
peril insurance. We have been going 
feta the early stages of that era. 
What lies ahead is a period of maturity 
and refinement.” 


Lewis On N. J. Rates 
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panies for whom we are now acting as 
filing agent wrote about $18,200,000 in 
Homeowners premiums. We do not have, 
as yet, any figures for 1957 but we are 
sure that the premiums in this class in- 
creased substantially. 

“We all know that, when rates are 
adjusted, ways and means are found to 
take advantage of the reductions in rate, 
but that it takes up to five years to 
receive the benefit of any increases in 
rate. 

“That is why we deplore the cancelling 
and rewriting of business to take advan- 
tage of existing rates when there has 
been some intimation of the possibility 
of a general rate increase. Such action 
only makes the situation more acute. 
We seem to be constantly a year or two 
behind in the determination of rate 
levels and, when we are in an economy 
such as exists today, we are facing an 
even more serious problem. 

“T believe our industry has a story to 
tell and we can be proud of all that has 
been accomplished over the years. But, 
if we are to tell the public our side of 
the picture, there must be complete 
understanding and full cooperation be- 
tween all segments of the business.” 
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Monthly Installment Premium Plan 
Used By Kansas City Fire & Marine 


A new monthly installment premium 
plan has been filed in a number of states 
by the Kansas City Fire & Marine 
Unlike several similar plans, the com- 
pany reports that its plan is not based 
on a note signed by the assured. “With 
the development of ‘package’ policies,” 
Morton T. Jones, president of the com- 
pany said, “larger premiums have cre- 
ated shock resistance in many assureds, 
despite a reduction in total cost. 

“Nearly every other business selling 
large consumer items has long ago met 
this problem by devising an installment 
payment program. It has only been in 
recent years that the insurance industry 
has been confronted with this problem 
on a large proportion of its business. 
Increased rates undoubtedly will tend to 
magnify the problem further. 

“In a number of states the annual 
installment premium plan has been used; 
however, our new plan follows that pat- 
tern in general, although it is based on 
monthly payments very similar to that 
used by life companies. We are hopeful 
it will help overcome the resistance so 
many agents are encountering and per- 
mit them to sell more insurance to 
value.” d ; ase 8 

The method of calculation is simple, 
according to the company. Whether a 
one, three or five year policy is involved, 
20% of the annual premium is the down 
payment and in most states 7.7% of 
the annual premium is the amount of 
each monthly payment thereafter to the 
expiration of the policy. In those states 
which have a 90% annual installment 
factor, the monthly payment would 
amount to 7.8% of the annual premium. 

The plan is offered for preferred fire, 
inland marine and automobile coverage, 
including homeowners, comprehensive 
dwelling, etc. The method of monthly 
collections, the company stated, is flexi- 
ble and left to the discretion of the 
agent. The agent can make monthly col- 
lections in the normal manner, reporting 
it on an account current. To simplify 
his office routine, the company can also 
provide him with coupon books to be 
used by the assured, similar to those 
used by many life companies. In such 
cases, the assured would remit direct to 
the agent. 

A still further method for the agent 
to make collections would be to receive 
an authorization from the assured, per- 
mitting him to draw on the assured’s 





National Union Makes 
Several Field Changes 


The National Union Companies an- 
nounced several recent field changes. 
William G. Lyon has joined the com- 
panies as manager at Washington, D. C. 
He started his career with the Royal- 
Liverpool Group and for several years 
has been Washington manager for the 
Fire Association. 

Mr. Lyon succeeds Richard J. Burk, 
transferred to Richmond as_ Virginia 
manager. Mr. Burk is a graduate of the 
University of Virginia and has had ex- 
tensive field experience in the state. 

At Nashville, Tenn., Harry W. McBride 
is appointed fire manager in association 
with Manager Earl Owen. Mr. McBride 
has been state agent in Tennessee for 
National Fire. Frank W. Comegys has 
joined the National Union as state agent 
in Oklahoma, after a number of years 
of field and agency experience. 

At Toledo, Ohio, Walter Martineau, 
Jr., is appointed state agent. Recently 
appointed special agents include John 

Duff in charge of the company’s 


office in Syracuse, N. Y., and Robert E. 
Merrow in the 
office, 


Philadelphia branch 


bank account under a form furnished 
by the company. If, however, the agent 
should wish to relieve himself of all 
collection procedure, the assured can 
remit direct to the company through the 
use of the coupon book or permit the 
company to draw on his bank account 
through a special authorization, 


North America School Graduates 


Twenty-five insurance agents were 
graduated March 27 from the School for 
Agents sponsored by Insurance Com- 
pany of North America Companies. 
Bradford Smith, Jr., executive vice pres- 
ident of Insurance Company of North 
America, parent company of the INA 
group, presented diplomas to the gradu- 
ates in ceremonies at the companies’ 
world headquarters in Philadelphia. 

Sixteen states were represented among 
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... years are not everything, true. But measuring the success of a business, 
they can be important. In the case of an insurance company, years can 
be vital. PLM was founded in 1895, which means that for 63 years we 
have come through conflagrations, wars and depressions with ample 
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the graduates of this 44th class. The 
School for Agents, an intensive eight 
week course in the principles of fire, 
marine and casualty insurance, was 
founded in 1947. Since that time more 
than 1,200 agents from all parts of the 
world have successfully completed the 
course. Basic aim of the school is to 
offer a thorough groundwork in all lines 
of property and casualty insurance. 

Honor graduates of the 44th class were 
John W. Brennan, Brennan Insurance 
Agency, Inc., Milwaukee; H. Felix Klo- 
man, Lukens, Savage & Washburn, Phila- 
delphia; Sven E. Nylund, Nylund- 
Gazelka Agency, Hibbing, Minn.; C. 
Robert Scott, Scott Insurance Agency, 
Sikeston, Mo.; and Joel Smalley, Sid- 
ney Heymann Agency, Pittsburgh. 

Easterners among other graduates 
were Barker G. Hamill, Jr., W. M. Dick- 
inson Co., Trenton, N. J.; Edward A. 
Kelly, Jr., Watson & Schwartz Agency, 
Philadelphia; Charles R: Medlicott, G. 
Gordon Medlicott Agency, Pearl River, 
N. Y.; Donald K. Murdoch, Donald M. 
Murdoch Insurance, Harrisburg, Pa.; 
Robert E. Saville, Burch-Hodges-Stone, 
Inc., Martinsville, Va.; James J. Sulli- 
van, Jr. James J. Sullivan Insurance, 
McKeesport, Pa.; and James E. Wood- 
side, Jas. H. Woodside & Co., Green- 
ville, S. C. 


ALBANY FIRE RATE BOOST 








Key Rate on Commercial and Industrial 
Classes Raised 8 Cents; Due to 
Fire Department Deficiencies 
Kenneth O. Smith, general manager of 
the New York Fire Insurance Rating 
Organization, announces that fire insur- 
ance rates were being increased in 
nearly all classes of commercial and 
industrial property in the city of AI- 

bany, effective April 14. 

Mr. Smith gave as the reason for the 
rate increase “the present serious de- 
ficiencies in manpower, apparatus, train- 
ing of firemen and fire prevention ac- 
tivities of the Albany Fire Department.” 
These deficiencies are described in detail 
in a report by the National Board of 
Fire Underwriters based on recertlyv 


completed engineering reinspection of 
all Albany’s municipal fire protection 
facilities. 


In pointing out that these increases 
affect principally commercial and indus- 
trial properties, Mr. Smith emphasized 
that rates on dwellings were not being 
changed at this time, but cautioned that, 
without improvement in Albany’s fire 
defenses, an increase in dwelling rates 
might be indicated at a future date. 

The present revision in rates is in 
the form of an eight-cent increase in 
the city “key rate,” raising it from the 
current 17 cents to 25 cents. This will 
tend to increase fire insurance premiums 
on individual properties in varying 
amounts according to building construc- 
tion, occupancy and hazards. Owners 
can learn the amount of the increase on 
their own buildings by contacting their 
insurance agents. It is estimated that 
effect of the “key rate’ change to 
specifically rated commercial and _in- 
dustrial property is an increase of ap- 
proximately 15%. For example, the rate 
for a two-story wood frame grocery 
store with dwellings on the second floor 
might increase from .42 to .49. 

The “key rate” change does not affect 
rates for properties rated under the 
schedule for automatic sprinkler pro- 
tection, nor for many institutional 
classes, such as churches, schools, hos- 
pitals, libraries and public buildings. 


Fund Dallas Office Opens 


Fireman’s Fund Insurance Co. offi- 
cially has opened its new Southwestern 
department headquarters in the new 
Mercantile-Dallas Building, Dallas, Tex., 
The new offices occupy almost 40,000 
square feet of space on three consecu- 
tive floors. Evenly illuminated working 
areas, soft pastel colors and relaxing 
music are among the comfortable and 
efficient features provided. 
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Hull Syndicate Raises 
Capacity to $10,000,000 


NEW HIGH-VALUED VESSELS 





Strong Insurance Market Needed to 
Serve Growing Requirements of 
American Merchant Marine 


American Hull Insurance Syn- 
dicate has increased to $10,000,000 its 
capacity to insure any single vessel, it 
was announced April 16 by Clifford G. 
Cornwell, chairman of the board of 
managers. The previous limit was 


The American Hull Syndicate’s pri- 
mary objective is to provide a strong 
insurance market to meet the needs of 
American shipowners. It is the principal 
American hull market and also an im- 
portant part of the world marine insur- 
ance market, providing coverage on 
ocean fleets of most maritime nations 
of the world. Most of the insurance 
companies doing an ocean hull business 
in the United States are members of 
the syndicate. 

Need for Higher Capacity 

Mr. Cornwell said the need for in- 
creased capacity had been highlighted 
by the prospective delivery within the 
next few months of four new high-valued 
passenger vessels to Grace Line and 
Moore-McCormack Lines. 

“Emergence of large United States 
flag passenger vessels such as_ the 
‘United States,’ ‘Constitution,’ ‘Inde- 
pendence,’ ‘Lurline’ and ‘Matsonia’ in 
the post-war era,” Mr. Cornwell noted, 
“resulted in the syndicate increasing its 
limit on a single hull to $5,000,000 in 
1948 and to $7,000,000 in 1951. 

“This latest increase, which means 
doubling our capacity’in about ten years, 
evidences our determination to provide 
an even stronger American market to 
serve the American Merchant Marine.” 

The syndicate commenced operations 
in 1920 with a capacity of $2,500,000. 
This was increased to $4,000,000 in 1938 
where it stayed until 1948. 

Marine insurance brokers submit risks 
to the syndicate and these are presented 
to the rate committee at a regular weekly 
meeting. Committee members are ex- 
perienced underwriters and many of 
them have been in marine underwriting 
for longer than the syndicate has been 
operating. Acceptance of a risk by the 
committee binds each of the companies 
in the syndicate for its proportionate 
share. 


All Canada Federation 


Re-elects Kenney Pres. 

George RB. Kenney was _ re-elected 
president of All Canada Insurance Fed- 
eration at the annual meeting in Mon- 
treal. Vice presidents were also re- 
elected and include Etienne Crevier, J. 
B. Humphrey, James Matson, R. M. 
Sketch and W. F. Spry. 

Three new directors were elected, R. 
P. Simpson, Sun Insurance Office; Ross 
D. Heins, Continental Casualty, and 
Robert F. Clark, Canadian Reinsurance. 

Chairmen of standing committees out- 
lined their activities for the year and 
were re-elected. These include Merlin 
Donald, automobile; L. L. Lewis, law 
revision; J. B. Humphrey, public rela- 
tions; E. Crevier, taxation; Charles 
Curtis, catastrophe plan. A new stand- 
ing committee was established, accident 
and sickness, under chairmanship of 
Ross D. Heins. 

L. L. Rooke will be chairman of the 
special committee on licenses, deposits 
and classifications of insurance, in addi- 
tion to that set up on valuation of se- 
curities. D. B. Hall will continue as 
chairman of the overlapping coverages 
agreement committee, 





The 





Boston Group Dinner to 
Retiring Sec’y Coburn 


Officers of the Boston Insurance Group 
recently gave a testimonial dinner for 
Hugh S. Coburn, secretary, who is re- 
tiring after an insurance career of over 


40 years. He joined the Boston in 
September, 1947, and was elected secre- 
tary in April, 1953. He is former 


manager of the Pacific department of 
the Boston Group prior to its reorgani- 
zation in July, 1957, when regional offices 
were established at San Francisco and 
Los Angeles. 


His insurance career includes loss 
department duties with Phoenix of 
London, special agent experience with 


Insurance Company of North America, 
and a managerial position at San Fran- 
cisco for the Home. A graduate from 
the Virginia Military Institute, Mr. 
Coburn served during World War I as 
an officer. 





Inland Marine Writings 
Of American Ins. Group 


In the March 28 issue of The Eastern 
Underwriter, which featured inland ma- 
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rine premiums and losses, the group 
writings of the American Insurance 
Group were omitted as this “group” did 


not exist prior thereto in these tables. 
The inland net premiums of the group 
for 1957 are as follows: 

American Ins. Co......... $3,820,844 


American Auto .......... 2,845,120 
Associated Indem. ....... 1,174,588 
Group total o.scsssnis $7,840,552 


The American Group in 1957 initiated 
a pooling arrangement between its mem- 
ber companies which created a distortion 
between the filed net premiums when 
comparison is made between figures for 
1957 and 1956. The American Insurance 
Co. in 1956 alone reported net premiums 
of $7,412,299 





Marine Forum Meeting 
On Waterfront Crime 


Members of the American Marine 
Insurance Forum and their guests heard 


Mine Risks Increased By Action Of 
Indonesia; Ships Hit In Recent Years 


Marine underwriters are deeply con- 
cerned over the Indonesian navy’s an- 
nouncement that mines had been laid 
along a 60-mile stretch of coastal waters 
off Western Sumatra. This followed an 
earlier announcement of the laying of 
a mine-field off Bitung harbor in North 
Celebes. Both areas were declared dan- 
ger zones closed to international ship- 
ping. 

Underwriters, however, know from 
past experience that the end of the Indo- 
nesian crisis will not end the mine risk 
in that area. Mines once laid are diffi- 
cult to recover, and since the end of the 
last World War 446 vessels have been 
damaged or sunk as a result of mine 
explosions. 

During the past two years, almost 250 
floating mines have been specifically 
reported by ships at sea or shore sta- 
tions. While the greatest concentration 
of reports comes from the waters around 
the British Isles, an increasing number 
of mines has been sighted in the Gulf of 
Mexico and in the U.S. Atlantic coast- 
wise shiplanes, as far north as Cape 
Cod and south to the Florida Strait. 


Ships Damaged in 1956 and 1957 


On January 8, 1956, the Panamanian 
steamer “Alvi” struck a mine in the 
North Sea and sank. On February 20, 
1956, the press services reported from 
Tokyo that all vessels were being held 
in port because of the presence of Rus- 
sian-made mines in the Sea of Japan 
and the Tsugaru Strait. It was reported 
that more than 50 mines had _ been 
washed ashore, and it was predicted that 
between 150 and 200 mines would be 
sighted at sea during the course of the 
ear. 
On November 10, 1956, the Greek navy 
reported that minefields had been laid in 
the Mediterranean off Alexandria by the 
Egyptian Navy. (This was confirmed on 
December 21 by the British Admiralty, 
who gave the specific location as the 
Gulf of Suez.) 

On November 14, 1956, the Icelandic 


trawler “Fylkir” struck a mine and sank 
in the North Atlantic. The 32-man crew 
was saved. 

On December 21, 1956, the American 
Cargo War Risk Reinsurance Ex- 
change’s fears in regard to the Suez 
crisis were realized when the Italian 
tanker “Alcantara” struck a mine in the 
Gulf of Suez and had to be beached for 
emergency repairs. 

In February, 1957, underwriters were 
informed of mine casualties on two suc- 
cessive days, both in the same area. 
The Dutch motorship “Jan” suffered 
heavy damage and was disabled off the 
Dutch coast, and the British motorship 
“Adjutant” struck a mine only a few 
miles away and had to be towed to 
Amsterdam for hull and machinery re- 
pairs. 

On June 12, 1957, the Liberian tanker 
“World Jury” struck a mine off Suez 
resulting in extensive damage to hull 
and machinery and loss of part of her 
cargo. The French trawler “Jean- 
Marie Claude” struck a mine and sank 
in “a Bay of Biscay on September 17, 
1957. 

The harbor of Marseilles was the 
scene of the next tragedy. On Septem- 
ber 21, the Dutch bucket dredge “H.A.M. 
No. 110,” which was working in the 
harbor, dredged up a large mine which 
exploded, damaging nearby quays and 
wharf sheds, vehicles and buildings on 
shore and nearby vessels. Four people 
were killed. The last casualty of the 
year was the sinking of the Finnish mo- 
torship “Korso” off Cape Mondego, Por- 
tugal on November 5, 1957, with the loss 
of three lives. 

It appears that losses will continue to 
occur for many years to come, since 
each severe storm occurring in shallow 
water areas may be expected to tear 
loose or stir up mines that may have 
been laid or planted many years before. 
The situation is aggravated by the stray 
or derelict torpedo, aerial bomb or depth 
charge occasionally reported from the 
sea-lanes of the world. 

An encouraging factor in the situa- 
tion is that most of the maritime na- 
tions seem to be aware of the danger, 
and intensive mine- -~sweeping operations 
in many areas are continuing. 


a talk by Thomas F. Jones, chief investi- 
gator for the Waterfront Commission 
of New York Harbor, at the group’s 
April 1 luncheon meeting. Mr. Jones 
outlined conditions which had led to the 
formation of the commission, a joint 
New York-New Jersey agency, and 
described its activities in working to 
improve waterfront conditions in the 
Port of New York. 

These activities include licensing of 
longshoremen and other dock laborers, 
prosecution of theft and pilferage cases, 
the initiation of measures designed to 
reduce the number of casual longshore- 
men and thus allow a better spread of 
employment among regular workers, and 
measures designed to promote more 
— watchman’s service, Mr. Jones 


saikifred D. Haynes, Jr., 


president of 
the forum, presided. 





Aetna Names Sokol 


Pacific Ass’t Manager 


Transfer of Charles D. Sokol from the 
Chicago metropolitan department of the 
Aetna Insurance Group to the Pacific 
department as assistant manager and 
promotion of A. J. Couch to full man- 
agership of the Cook County office, 
Chicago, are announced. In his new posi- 
tion Mr. Sokol will be associated with 
Clyde M. Marshall, vice president and 
manager of the Pacific department. 

Prior to his present appointment Mr. 
Sokol has been co-manager in Chicago. 
As full manager of the Cook County 
office, Mr. Couch will be assisted by 
John L. Mowatt, CPCU, assistant man- 
ager of the Western department, who 
is transferring from the Park Ridge, 
Illinois headquarters to Chicago. 








If everyone had a health check- 
up every year, cancer’s toll 
could be cut 


Your doctor would have a 
chance to detect cancer at an 
early stage, when chances for 
cure are more favorable. 


See your doctor. Soon. 


And give generously to the 
American Cancer Society. Now. 
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Harper Has Hopes for 
1958-59 Improvement 


IN BALTIMORE BOND CLUB TALK 
Maryland Casualty Chief Cites Competi- 


tive Battle Between Bureau Cos., 
Direct Writers and Specialt Cos. 


In a heart-to-heart talk before the 
Bond Club of Baltimore April 9, William 
T. Harper, chairman of the board and 
president of Maryland Casualty, gave 
a realistic appraisal of “What’s What 
with the Casualty and Fire Insurance 
Business.” He minced no words in telling 
about the trials and tribulations of 
1956-57, stressing that the majority of 
companies suffered last year not only 
heavy underwriting losses but net oper- 
ating losses as well, “an exceedingly rare 
thing in our experience.” 

Mr. Harper traced the 
difficulties basically to two connected 
roots—inflation and consequent inade- 
quacy of rates, particularly in various 
fire and automobile lines. He explained 
that inflation has a double-barreled 
effect, ‘for we are forced into the posi- 
tion of collecting premiums ened on 
one price level and then being obliged 
to pay out losses on subsequently in- 
flated values.” Indicating that the 
solution of this situation lies in obtaining 
adequate rates for lines where heavy 
losses were suffered, the speaker said 
the: accomplishment of this is not as 
simple as it may seem. For one thing, 
politics is bound to be a factor, especi- 
ally in those few states which have 
compulsory automobile insurance laws. 
Mr. Harper brought out: 

“Automobile rate increases were ob- 
tained in 43 states in 1957; further 
increases have been granted in 21 states 
in 1958 and more are being sought in 
other states. As to whether these in- 
creases are sufficient to provide the 
industry with a 1958 underwriting profit, 
nobody can give a categorici ul reply. 
The most that can be said is that, as a 
whole, the rate increases obtained thus 
far (1957-58) will tend only to reduce, 
but not to eliminate, our over-all auto- 
mobile underwriting losses.” 


industry’s 


Three Favorable Possibilities 

The speaker said he detected three 
possibilities of favorable developments 
upon which to base hopes of automobile 
underwriting profit. They are: (1) Addi- 
tional rate increases may be obtained 
which may prove sufficient to meet the 
acid test of providing underwriting 
profit; (2) there may be a slackening 
in the inflationary pressures which have 
raised operating costs all along the line; 
(3) the present economic recession may 
curtail car driving to an extent which 
will reduce highway traffic accidents. 
If this should happen, the benefits would 
be immediate. 


Intensive Competitive Situation 


Mr. Harper spoke at length on the 
intensive competition between bureau 
stock companies and_ direct writing 
mutuals and the specialty companies 
with their so-called captive agents. He 
emphasized that bureau companies do 
not under any circumstances sell direct 
to the public. On the other hand, spe- 
cialty companies, such as Allstate, oper- 
ate through agents who represent only 
one company, and their activities are 
generally subject to control and direction 
by the company. Commissions paid by 
bureau companies to their independent 
agents are substantially higher than 
those paid by the Allstate. 

“Since the American public is acutely 
Price conscious today,” said Mr. Harper, 
“it is the considered opinion of most 


(Continued on Page 36) 





J. Dewey Dorsett 
Defends the Industry 


ISSUE 


ON HIGH AUTO RATE 


In San Francisco Talk; Cites $7 Billion 
Economic Loss and 11 Million P. D. 
Accidents in Year 


J Dewey Dorsett, general manager 
of the Association of Casualty and 
Surety Companies, is serving notice today 
(April 18) in San Francisco on, motor 
vehicle owners and_= state insurance 
regulatory authorities that rates for 
automobile liability insurance will con- 
tinue to rise as long as traffic accidents, 
general economic inflation, jury verdicts 
and taxes continue to soar upward. 

In a_ hard-hitting address at the 
seventh annual San Francisco Insurance 
Day luncheon, commemorating the 52nd 
anniversity of the devasting San Fran- 
cisco conflagration of 1906, Mr. Dorsett 
aggressively ~defended the insurance 
companies against charges that automo- 
bile insurance rates are “too high” and 
bluntly reminded the public that the 
four conditions primarily responsible for 
rising rate trends are beyond the con- 
trol of the insurance industry. 

Declaring that 99% of the cure for 
high insurance rates rests in the hands 
of the people and “their public officials,” 
Mr. Dorsett asserted that the place to 
begin bringing about lower rates is in 
traffic accidents. i 

“That is where insurance rates begin,” 
he said. “Until there is an accident there 
is no claim, no expensive and frequently 
dishonest repair costs, no skyrocketing 
medical and hospital bills, no effects of 
general economic inflation, no high jury 
verdicts, and none of the other ingre- 
dients—all beyond the control of the 
insurance companies—that keep the rate 
pot boiling. 

“So the base of the automobile insur- 
ance rate problem is the shocking and 
unnecessary traffic accident record that 
is built higher and higher, year after 
year, on our streets and highways. 

“If state authorities would modernize 
and impartially enforce sound _ traffic 
laws, if they would have their legisla- 


(Continued on Page 36) 


N. Y. Dept. Examination of Surety Assn. 
Recommends Extension of Cost Study 


The report on the examination of the 
Surety Association of America by Néw 
York Insurance Department was pub- 
lished this week. In November, the 
Surety Association will celebrate the 
50th anniversary of its founding. 

Since the previous examination report 
made by the Department in January 
1951 the Association has made several 
revisions of rules, rates, rating plans 
and procedures which are reviewed in 
this latest report. The present report 
was made under the auspices of the 
New York Insurance Department with 
examiners representing the Florida and 
California also participating. 

Since the last examination changes 
making for important improvements 
have been made in revised rules, rating 
plans and procedures. These changes 
include the following: 1. “Discovery” 
forms of coverages have been made 
more widely available in the financial 
institutions field. 2. Separate “Excess 
Rating Procedures” have been estab- 
lished for blanket bonds in both the 
financial institutions and _ mercantile 
establishments field. 3. Public employe 
blanket bonds have been made eligible 
for experience rating. 

Also, 4. Contract Bond rate reduction 
of July 20, 1955 which combined the two 
prior rate tables for bonds on contracts 
of less than $2.5 million and of $2.5 
million and more into single graduated 
rate tables for class A, class B, bridge 
and highway contracts. 5. Undertaking 
of a pilot study of “Fidelity and Surety 
Expense Costs”, showing variations in 
certain expenses by major class or sub- 
division. 6. Development of the “Claim 
Report Year” basis of compiling loss 
experience. 7. Establishing a punch 
card system for reporting and consoli- 
dating statistics. 


Exhibits Brought Up-to-date 


The previous examination report con- 
tained exhibits of the fidelity and the 
surety countrywide underwriting results 
of all stock companies licensed in New 
York combined. These exhibits were de- 
rived from the insurance expense exhibits 
filed by such companies. The exhibits 
have been brought up-to-date and appear 
in the addenda to the new report. 

Except for the depression years fidel- 
ity, and more particularly, surety under- 
writing results have been consistently 
favorable. However, the report indicates, 
consideration in evaluating the rate 
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structure as to appropriate rate levels 
should include a longer experience period 
than is customary for other lines of 
insurance. Economic conditions appar- 
ently affect this business to a great ex- 
tent and this is especially so for surety 
which to some degree is akin to credit 
insurance. 

Relevant Factors in Underwriting Results 

Consequently, in reviewing both the 
long-term and the short-term loss experi- 
ence for rate review purposes it is 
necessary also to consider such other 
relevant factors as may reasonably be 
expected to have had or to have some 
appreciable effect upon underwriting re- 
sults for these lines. Included in these 
“other relevant factors” are: current 
volume and credibility; economic condi- 
tions generally and those that may apply 
to a given class of business; statutory 
limitations and changes in statute or 
case law as they may affect the risk; 
analogy to known hazards and the nature 
of such hazard; and the extent of the 
credit risk and the nature and amount 
of the service involved. The association 
may also want to consider the competi- 
tive aspects of specific rating procedures. 

The exhibits published in the report 
indicate experience results for major 
classifications within subdivisions of 
business since 1926 which was the first 
calendar year for which classification 
experience data on a direct basis were 
reported to and compiled by the associa- 
tion. Such exhibits have been summar- 
ized to show the application of the 
permissible loss ratios and the resultant 
indicated changes in rate levels. 

These indicated changes in current 
rate levels the Department states must 
be modified to reflect changes in rates, 
rating plans, and coverage including 
changes in practices or procedures which 
are necessary to reconstruct loss and 
expense experience to current conditions. 


Suggests Extending “Cost Study” 

Furthermore, the “Cost Study”, which 
was the basis for the preliminary esti- 
mates of the various permissible loss 
ratios, is general in scope and was 
limited to one year only. Such “Cost 
Study” based upon an appropriately re- 
vised classification basis should be ex- 
tended for at least a three year period. 
The attempts made toward the develop- 
ment of a “claim report year basis” of 
compiling loss experience should’ be 
continued so that short-term trends in 
the level of loss experience would not 
be unduly distorted due to salvage 
recoveries or unusual reserve adjustments 
pertaining to an earlier period. Recog- 
nition must also be given to claims 
allowed by companies in receivership, 
losses actually existing but not yet 
discovered, and changes in exposure in 
the evaluations of both short-term and 
long-term underwriting results. 

A review of the unadjusted experience 
over the last 30 years indicates favorable 
underwriting results. Although the ad- 
justmenis, mentioned above as necessary 
modifications, tend to reduce and offset 
such favorable results, this tendency is 
curtailed by the increased volume of 
business currently transacted in this 
segment of the insurance industry. As 
an illustration of modifications neces- 
sary, the Association prepared a table 
limited to some major divisions (finan- 
cial-blanket, mercantile-blanket, and con- 
tract) showing the comparative loss 
ratios and the indicated change in rate 
levels based upon reported experience 
as compared to experience adjusted to 
current rate levels. 


McKELDIN VETOES FR BILL 

Governor McKeldin of Maryland has 
vetoed a bill which would have limited 
to five years the period during which a 
person must maintain financial respon- 
sibility to drive an automobile. The 
present law requires an indefinite period 
for proof of financial responsibility. 
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N. C. Flanagin Sees Cost-Cutting As 
Answer To Specialty Co., Competition 


The Mutual Agents Association of the 
State of New York, in its 17th annual 
convention this week at Syracuse, had 
as one of its headliners Norris C. Flan- 
agin, executive vice president of Lumber- 
mens Mutual Casualty and American 
Motorists. In a timely address on “The 
State of Mutual Insurance and Its Fu- 
ture,” Mr. Flanagin declared that the 
mutual carriers and their agency repre- 
sentatives “must cooperate in economies 
aimed at bringing the cost of our prod- 
uct down to a basis where we can com- 
pete more successfully with the specialty 
companies.” 

Among the cooperative economies cited 
by Mr. Flanagin as meriting immediate 
consideration by company and agency 
were proper classification of risks by 
agents, more judicious field underw riting, 
minimizing of company expense ratios 
and pre-renewal checks by agents to 
eliminate flat cancellations and endorse- 
ments, 

“Moreover, acquisition costs are get- 
ting increased attention not only within 
the industry but by the public as well,” 
he said. “This need to cut costs in the 
interest of competition is most apparent 
right at the moment in the automobile 
insurance field but tomorrow it may well 
be just as great a problem in fire insur- 
ance.” 

Price Is the Biggest Reason 

Surveys taken by the Kemper Insur- 
ance Companies and other groups “con- 
firm the fact that price is by far the 
biggest reason car owners have insured 
with the specialty companies,” Mr. Flan- 
agin declared. 

“When I say that we must compete 
successfully, I do not mean that our 
prices must of necessity be the same as 
the specialty companies. I am convinced 
that most people would rather deal with 
the local agent who makes a full-time 
career of the insurance business than 
with the specialty company salesman,” 
he continued. 

“But, I also am convinced that the 
spread between our price and the spe- 
cialty company’s price must be narrow. 
Do not overlook the fact that a very 
small percentage difference in costs will 
result in a substantial dollar difference in 
high-rated areas. As rates increase, this 
very small percentage difference even in 
a low-rated territory will result in a sub- 
stantial difference in dollars.” 

One important cost reduction area, Mr. 
Flanagin reminded agents, lies in the 
possibility of reducing loss ratios, and he 
navicel - 

Classify Risks Properly 

“Tt is vitally important for one thing 
that you classify your risks properly— 
that through personal or written contact 
with your insureds you check the classi- 
fication of your policies carefully. Mis- 
classification requires corrections that 
are expensive both to you and to us and 
so this has an effect not only on loss 
ratios but on expense ratio as wll. 
More important, we lose income to which 
we are entitled and the agent loses com- 
missions.” 

Agents can cooperate also, he nointed 
out, by establishing and following 
through on a system of careful pre- 
renewal checks which will help to elimin- 
ate flat cancellations and endorsement 
activity. 

“Tests we have made indicate that 
operating with recording agencies, the 
total cost of a flat cancellation to our 
branch and home office is $11,” Mr. 
Flanagin declared. “If our flat cancella- 
tions cost us $11 each, our total expense 
on this item alone during the course of 
the year is $900,000—more than we spend 
on national advertising. Moreover, this 
is purely an expense item and does not 
include the free insurance phase of the 
problem.” 

The area of company expenses pro- 
vides another subject for careful study, 
he continued. The Kemper organization 
has undertaken a number of steps within 


the last year to try to reduce expense 
ratios. 

“We have eliminated some costly meet- 
ings and expensive traveling. When 
budgets were prepared this year, each 
department head was asked to try to 
hold his expense to no more than they 
were in 1957, even though we fully ex- 
pected our premium volume to increase 
quite substantially during the year.” 

He said that by holding expenses to a 
very small increase, substantially less 
than increase in premiums, the result 
should be a moderate reduction in ex- 
pense ratio. The Kemper companies also 
are investigating the use of electronic 
computers to determine if such equip- 
ment can affect further economies. 


Commission Reductions 


Regarding commissions, Mr. Flanagin 
said “there is every indication that our 
acquisition costs will come in for more 
consideration in the future than they 
have in the past. This includes not just 
your commissions but the entire ques- 
tion of sales expense. The question as to 
whether or not further commission re- 
ductions will occur is a hard question to 
answer. 

“T strongly suspect that if further re- 
ductions are made, they will not affect 
the agent’s net income in an important 
way. I am convinced that procedural 
changes also will occur which will pro- 
vide opportunity for you as agents to 
reduce the expense of conducting your 
business.” 

Before closing the speaker warned 
against resistance “to those changes that 
appear essential and inevitable if our 
business is to move forward in the face 
of obst: icles now in our Way. 


Claim Managers, Adjusters 
Appointed By Travelers 


The appointments of two'casualty claim 
examiners at Hartford, Conn., a super- 
vising adjuster at Reading, Pa., and two 
resident adjusters, Fort Smith, Ark., and 
Sikeston, Mo., respectively, have been 
announced by The Travelers Indemnity 
Company. 

They are Harold J. Weldon and James 
F. Perry, Hartford, Morgan W. Bright, 
Reading, Earl G. Gadberry, Fort Smith, 
and Preston C. Beal, Jr., Sikeston. 

Mr. Weldon joined The Travelers in 
1949 as an adjuster at the 80 John Street, 
New York office A native of Hollis, 
N. Y., he was graduated from St. John’s 
University where he received his B.A. 
and LL.B degrees. He is admitted to 
practice law in the State of New York. 

Mr. Perry became associated with The 
Travelers in 1953 as an adjuster at 
Charlotte. The following year, he was 
appointed resident adjuster at Wilming- 
ton, N. C. He received his B.A. degree 
from Michigan State College and _ his 
LL.B. degree from Duke University. 
He is admitted to practice law in the 
State of North Carolina. 

Mr. Bright started his insurance career 
with The Travelers in 1927 as an adjuster 
at Jersey City. The following year, he 
went to Newark in the same capacity. 
In 1935, he was appointed a resident 
adjuster at Pottsville, Pa. He also served 
as an adjuster at Wilkes-Barre, and 
Reading. In 1952, he was appointed a 
line adjuster at Reading. He attended 
the University of Pittsburgh. 





FOR INDUSTRIAL SAFETY 

National Safety Council headquarters 
in Chicago announces two new publica- 
tions available to industry. One book is 
for employes (“Rules For Safety”) and 
another for foremen (Book 8 in the 
series “Five Minute Talks for Foremen”). 
The Council’s head office is at 425 N. 
Michigan Ave., Chicgo, III. 
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Revised Manual Rates 
For Several States 


ANNOUNCED BY NAT’L BUREAU 





For Comprehensive, Elevator, Farmers’, 
O. L. & T. and M. & C. Liability; 


Revision Fluctuations 





Revised manual rates for comprehen- 
sive personal, farmers’ comprehensive 
personal, elevator, owners’, landlords’ and 


tenants’ and manufacturers’ and con- 
tractors’ liability insurance were an- 
nounced for a number of states and 


Puerto Rico by the National Bureau 
of Casualty Underwriters. The changes 
were effective April 2, except that in 
Texas, which was affected by revisions 
pertaining to elevator and manufac- 
turers’ and contractors’ liability insur- 
ance, the effective date is May 2. 

The rates for comprehensive personal 
liability increased $1 in Puerto Rico. 
The farmers’ comprehensive personal 
liability rates are increased $2 in Minne- 
sota and $5 in Kentucky and Puerto 
Rico. 

Elevator Insurance Changes 

Elevator property damage liability and 


collision insurance rates are reduced 
25% in Kentucky, Minnesota, Texas, 
Wisconsin and Puerto Rico. 

In these same jurisdictions, bodily 


injury rates for elevator liability in- 
surance are increased primarily to reflect 
increased inspection costs. These in- 
creases are as follows: Kentucky 19.5%, 
Minnesota 27.7%, Texas 10.3%, Wiscon- 
sin 27.7% and Puerto Rico 25.3%. Rate 
changes vary by classification. 

OL&T Rate Revisions 

Owners’, landlords’ and tenants’ B. I. 
liability rates for area and_ frontage 
classifications are increased for certain 
states: Kentucky 20%, Pennsylvania 
11.1% and Washington 25%. 

In Wisconsin changes in owners’, 
landlords’ and tenants’ property damage 
liability insurance rates for miscellaneous 
classifications result in an average state- 
wide reduction of 33.3%. Property 
damage rates for area and frontage 
classifications were also revised but the 
revisions did not result in any change 
in rate level. 

Rates for M. & C. bodily injury lia- 
bility in Texas increase 14.1% on state- 
wide average. In Wisconsin M. & C. 
property damage rates are reduced 3.3% 


RHODE ISLAND MUTUAL REPORT 





$309,473 Surplus; Net Premiums Written 
$663,793; Assets Decrease 7.2% 
Losses Incurred Up 62.6% 

Russell G. Weston, president, Rhode 
Island Mutual, Providence, announced to 
the recent annual meeting of the com- 
pany that inadequate rates for auto- 
mobile insurance, the specialty line of 
the company, were responsible for a re- 
duction of 50% in the rate of dividend 
return to policyholders as of July 1, 
1957. The dividend rate was reduced 
from 10% to 5%. 

This same rate inadequacy, coupled 
with an accident frequency and severity 
that is still rising and a decrease in the 
market value of securities, was also in- 
directly responsible for a decrease in the 
company’s assets of $80,734 or 7.2%. This 
was brought about through the decision 
of the management to substantially in- 
crease the amount of reinsurance carried 
in order to keep the company in a sound 
financial condition. In addition to de- 
creasing the assets, this also resulted 
in reducing net premiums written from 
$857,033 to $663,793 or 22.5%. The net 
result of this action was to strengthen 
the company by increasing the surplus 
$40,886 to $309,473. This produced a much 
more conservative ratio between  sur- 
plus and net premiums written. 

It should be pointed out, Mr. Weston 
said, that in order to accomplish this 
result, it was necessary for the company 
to forfeit its entire gain in net premiums 
written for the past three years. 

Losses incurred increased to 62.6%, @ 
gain of 6.1%. Loss expenses were also 
up at 11% as compared with 9.9% the 
previous year. 
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Move to Reduce WC 

Prems. By $6 Million 
BEING STUDIED IN CALIFORNIA 
McConnell Will Set Date for Hearing 


On Reduction of Expense Factor in 
Workmen’s Comp. Formula 








Studies by California Inspection Rat- 
ing Bureau indicate that the expense 
factor in California workmen’s compen- 
sation insurance rates may be reduced 
in the annual rate review now in 
progress. The indications come from 
insurance Commissioner F. Britton Mc- 
Connell’s monthly report to Governor 
Goodwin Knight. 

Under the California system of work- 
men’s compensation insurance, the In- 
surance Commissioner is required to 
issue or approve a classification of risks 
and minimum rates and to revise them 
from time to time as indicated by the 
accumulated statistics. California Inspec- 
tion Rating Bureau is the licensed statis- 
tical rating organization to which all 
workmen’s compensation § insurers are 
required to report their statistics. The 
3ureau is supported by assessment of its 
members and performs its functions 
under the active and continuous super- 
vision of the Insurance Commissioner 
and rating experts of the Department. 

Commissioner McConnell last year re- 
3ureau to make a special 
study of the expense component in the 
rates to see whether it could be reduced 
“without jeopardizing the security of 
injured employes and their dependents.” 

The rating formula is made up of pure 
premium, controlled by the statistics of 
the expense factor, and the gross pre- 
mium tax. The expense factor of 38 
has been used for many years, but indi- 
cations are that this may be reduced to 
37 or 36. Based on 1957 figures, a two- 
point reduction would reduce premiums 
paid in the state by about $6 million. 

A two-point reduction in the factor 
would mean a 5.3 reduction in the amount 
received by insurers for expenses. 


Commissioner McConnell’s Report 


Commissioner McConnell reports that 
when the bureau completes its review, 
public hearings will be scheduled. His 
statement reads: “It is the duty of the 
Insurance Commissioner after public 
hearings to issue or approve ‘adequate’ 
rates. Adequate as used in the statute 
means safely high enough to provide the 
funds and reserves from which benefits 
are paid to or for the benefit of 
injured employes and the dependents of 
employes killed in the course of em- 
ployment. These benefits are paid over 
long periods. The Minimum Rate Law 
Was passed in 1915 following the failure 
of several companies due to rate-cutting 
practices.” 

He is “hopeful that it will be possible 
to reduce the expense component as 
much as two points because such a 
saving will benefit California emplovers 
and consequently the economy of Cali- 
fornia. The principle involved is the 
same as applied with respect to all kinds 
of city, county and state taxation. 
California employers cannot find markets 
for their goods and services and provide 
employment if taxes and insurance costs 
force their expense of doing business 
above the national and world market 
levels.” 

Commissioner McConnell reported that 
all segments of the insurance industry 
are cooperating in a nationwide program 
of reducing expenses and _ increasing 
efficiency. The increasing use of the 
new record keeping and analytical ma- 
chines is an important factor. He said 
that no estimate of the date for the 
approval of revised rates can be made 
at present. 





Auto Rates Increased 
The Mutual Insurance Rating Bureau 
has announced rate increases in three 
States for private passenger automo- 


bile liability. Revisions are as follows: 
Owa rates up 13.4%; Oregon increase 
30.3% and 22.7% in Washington. 
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Lumbermens 


MUTUAL CASUALTY COMTANY 
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Underwriting Harmings:..:........ 08.0%. 
Plus Investment Earnings................ 


Less Dividends to Policyholders........... 


ROS ae Rr > Se og a a i 


NN SON tn LA a ir ace oie eal a Sitiied has 
BAGS OUT DIUE, . 2... oc Sweet hiss 


Assigned to Reserves for Policyholder 
Protection...... 


Otter Utteinmente 


LMC joins two large fire pools, 
Food Industry Federation and 
Building Owners Federation. 


cient Disaster 


Extension of Kemper facilities ‘/aims 


to Brazil and Puerto Rico. sociation gives 


complete personal and com- 
mercial coverages, including 
Life, thru the Kemper Group. 


Introduction of Ocean Marine 
insuranée for hulls and cargoes. 


. .$132,593,879 
. .$222,993,936 
..$ 12,027,118 
.. 5,272,250 
$ 17,299,368 
..$ 13,322,368 
3,977,000 

.. 2,241,078 
.$ 1,735,922 
.$ 1,000,000 
.$ 735,922 


Development and use of effi- 


as evidenced by prompt set- 
tlement of Hurricane 


Addition of Fidelity Life As- 


Claim Teams 


udrey 


LMC agents 





FINANCIAL STATEMENT 


ASSETS 


OE Eres ee ere ee SRE CL Cre 
U. S. government bills, certificates and notes.......... 
UT. Si pprmmneens BONES... ec eee ees 
Canadian government bonds...............--.-+.-+- 
State, county and municipal bonds................... 
Public utility and other bonds....................-.- 
a SLES 
First mortgages and collateral loans...............-.. 
Real estate (including company buildings)............ 
Pua IID, . wo. el eee 
Accrued interest and other assets...........--.----+. 


PENETEI Se tur oak tate otis ie oes 


LIABILITIES 


Reserve for losses and adjusting expenses............. 
Reserve for unearned premiums...............-..--. 
Reserve for taxes, expenses and reinsurance. .......... 
Reserve for dividends to policyholders............... 
Reserve for portfolio fluctuation.................555. 
Tr ree ree ee 
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$ 9,409,141.60 
91,351,478.18 
57,188,191.04 
3,502,791.40 
16,657,540.16 
13,308,319.59 
9,599,859.68 
988,428.85 
13,719,210.73 
5,841,419.64 
1,427,554.94 


$222,993,935.81 





$114,497,366.00 
44,228,221.00 
8,031,262.87 
20,237,085.94 

$ 5,000,000.00 
$ 5,000,000.00 


$196,993,935.81 
26,000,000.00 


$222,993,935.81 
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Other Kemper Companies include: American Motorists In- 
surance Company, Chicago 40; American Manufacturers Mu- 
tual Insurance Co., New York 17; Federal Mutual Insurance 
Co., Chicago 40; Fidelity Life Association, a Mutual Legal 
Reserve Company, Fulton, Ill. Financial statements available 


on request. 


If you are interested in oe wri one of the progressive 
Flanagin, Executive Vice 


Kemper Companies, write N. C. 
President, Chicago 40. 


DIVISIONS OF EMPER INSURANCE 


CHICAGO 40 
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Changes in Liability 
Manual Rules, Rates 

FOR NATIONAL BUREAU COS. 

On Comprehensive Personal, P.D. and 


Collision for Elevators; Main 
Manual Rules Alterations 








Changes in manual rules and rates for 
comprehensive personal liability, farmer’s 
comprehensive personal liability and ele- 
vator liability insurance were announced 
recently for certain states and territo- 
ries by the National Bureau of Casualty 
Underwriters. 

The rates for comprehensive personal 
liability insurance are increased $1 in 14 
states and Hawaii; and in one state the 
rates are increased $3. The farmer’s 
comprehensive personal liability rates 
are revised in 19 states and Hawaii; the 
revisions are increases ranging from $1 
to $5. 

Property damage and collision rates 
for elevator liability insurance are re- 
duced 25% in 39 states, the District of 
Columbia, Alaska and Hawaii. 

In these same states and territories, 
bodily injury rates for elevator liability 
insurance, which covers liability for 
damages because of injuries to the pub- 
lic from elevator accidents, are increased 
primarily to reflect increased inspection 
costs. These changes result in statewide 
average increases ranging from 6.7% to 
27.7%, the average being an increase of 
20.4% for all states for which rates are 
revised at this time. Rate changes vary 
by classification and rating territories; 
some rating territories embrace a num- 
ber of states. In some territories rates 
for some classifications are reduced or 
remain unchanged. 

Manual Rate Changes. 

Among the more important general 
liability manual rule changes are the 
following: The factors for elevator 
bodily injury liability increased limits 
table A-E are reduced in recognition 
of the fact that the inspection provision 
is now a larger proportion of the basic 
limits rates in most rate territories. 

For farmer’s comprehensive personal 
liability insurance, coverage for “custom 
farming” is basically included. No charge 
is required for such operations where 
they are incidental to the insured’s other 
farming operations; if not incidental 
and coverage is not desired for such 
operations, they may be excluded by 
endorsement. 

Classifications in the manufacturers’ 
and contractors’ liability manual are 
amended to conform as closely as ap- 
propriate to workmen’s compensation 
classifications. Changes are mostly ed- 
itorial and are intended to reduce sub- 
stantially the wordage which is required 
to be typed in policies. 


J. F. Pickles, Kansas Mgr. for 


Continental-National Group 

F. V. McCullough, first vice president, 
Continental Casualty, and €, L. Zook, 
vice president of the National of Hart- 
ford, have jointly announced the ap- 
pointment of John F. Pickles as branch 
manager of the Continental-National 
Group’s Kansas City branch office. 

Mr. Pickles joined the National in 
1946 at the home office in Hartford and 
traveled as a casualty special agent in 
Connecticut and Rhode Island. He was 
transferred to Oklahoma in 1948 as a 
casualty fieldman and in 1949 was pro- 
moted to state agent in charge of the 
Group’s multiple line operations. 

In March of 1957, Mr. Pickles was 
transferred to the Continental-National 
Group’s branch office in Kansas City as 
manager of the fire, marine and multiple 
peril division and in May 1957 assumed 
additional responsibilities on his ad- 
vancement to associate manager of the 
branch. 


COLORADO AUTO RATES UP 

Increases in Colorado automobile in- 
surance rates ranging generally from 
7.9% to 12.7%, have been approved by 
State Insurance Commissioner Sam 
Beery. 
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. The Strange Case Of Salvage 


By THomas L. Lawrence 


Associate Counsel, New 


Part II—Evolution 
The definition of the controlling rule 
enunciated and applied in these litiga- 
tions was doubtlessly made at an early 
date. It began to take on definitive 
recognition in Rose v. Hart, 8, Taunt, 
499, in which that great English Jurist 
Hardwick held that a clothes 
and presser may not detain and appro- 


cleaner 


priate a suit left by the owner for 
pressing and who became bankrupt 
before settlement, to satisfy general 


claims for previous services. 

The rule next appeared in Scott v. 
Surman (1742)—Willes Report 400-7. 

A factor or commercial agent sold 
merchandise consigned to him by his 
principal and accepted notes in payment, 
at a time when he was indebted to the 
purchasers on other accounts. While 
that relationship existed the factor be- 
came bankrupt, and his estate was 
assigned to the defendants. These de- 
fendants collected all moneys and settled 
all accounts except the accounts with 
the plaintiffs. The plaintiffs claimed that 
the moneys received by the defendants 
were collected for their use and benefit. 
The court agreed with the plaintiffs in 
the following opinion: 

“The general rule is that if a man 
receives money which ought to be paid 
to another or to apply to a particular 
purpose to which he does not apply it, 
this action would lie as for money had 
and received.” 


Decision in Kane v. Bloodgood 


This definition then crossed the At- 
lantic Ocean and was used by Chancellor 
Johnson in Kane v. Bloodgood (1823) 
Johns, Chancery 90. An assignee of 
corporate stock sought to hold the cor- 
dividends and 


poration as trustee for 
profits on his stock. The bill alleged 
that the corporation “fraudulently” mis- 


appropriated the dividends and applied 
them as an offset against an alleged debt 
owed to it by the original owner-assign- 
nor. Having concluded that the plaintiff 
had a good cause of action but that it 
had been barred by the statute, the 
court said: 

“Every person who receives money to 
be paid to another, or to be applied to 
a particular purpose to which he does 
not apply it, is a trustee, and may be 
sued at law for money had and rec eived, 
or in equity, as a trustee, for breach of 
trust.” 

Kane v. Bloodgood is an outstanding 
and controlling decision when cited with 
respect to a proper trust situation, but 
it is not remotely applicable to a rein- 
sured bond risk. 

In Pink v. American Surety and Con- 
solidated Indemnity, the New York 
court followed the same definition: 

“In relation to any salvage collected 
to recoup losses on specific risks under 
the reinsurance contract, the reinsured 
was a trustee for the reinsurer as to 
moneys in its hands belonging to the 
latter or to be applied to a specific 
purpose.” 


The Cited Cases are not Applicable 


Not one of these cases is suitably 
adaptable to a reinsured bond risk. The 
equitable doctrine running through all 
of them is to the effect that, where 
“A” delivers money or any other res 
to “B” for the use and benefit of “C,” 
to be either delivered over to “C” or 
applied at “C’s” direction and all three 
parties understand that to be the condi- 
tion of the transaction, “B” is a trustee 
and “C” is his cestui que trust. But that 
is not what happens in the case of a 
reinsured bond risk. The reinsurer as 
such is a stranger in the original under- 
writing because there is no privity be- 
tween it and the principal and obligee. 
Reinsurance is a private and voluntary 


Amsterdam Casualty Co. 
of the Set-Off Rule 


contract by which an original insurer 
is protected against exposure on part of 
the risk. When the principal or his 
indemnitor reimburses the surety on 
account of paid losses, he does not say: 

“I am delivering part of this money to 
you, but in trust nevertheless for the 
use and benefit of your reinsurer.” The 
reinsurer’s rights may be determined 
only from the reinsurance agreement. 
Now, the parties to that agreement may 
make any lawful disposition of their 
respective rights and obligations. 

No one can find the remotest act or 
intent in or under the reinsurance con- 
tract here under consideration that the 
reinsured “fraudulently” appropriated 
the reinsurer’s share of the salvage, or 
otherwise dealt with or disposed of it 
contrary to the directions of the rein- 
surer itself. 

The basic point for eligible offset in 
the settlement of accounts, is that the 
item must be a debt or it must be 
capable of being reduced to a debt. A 
trust res cannot become a debt, as’ be- 
tween the trustee and cestui que trust. 
However, the trust res classification 
should be clear and unmistakable, not 
merely upon personal presumptions sup- 
ported only by confusing and misleading 
arguments of counsel. 


History of Surety Underwriting 


The notion of suretyship and guaranty 
dates far back into dim antiquity but its 
practical application in the United 
States, prior to the year 1880, was for 
the most part a matter of accomodation 
among friends. It was gratuitous, per- 
sonal suretyship and guaranty. Because 
no premiums or other monetary com- 
pensation passed, the judges developed 


the doctrine that the personal surety 
was the “favorite of the law’. His obli- 
gation was that of strictissimi juris. 


But in about 1880 compensable surety- 
ship and guaranty began in the United 
States on a business basis. Since that 
time, it has grown into a sizable volume. 
The time naturally came when very 
large risks were needed—too large for 
any one company to retain at its own 
risk. Hence, the business theory of 
scattering the risk among two or more 
carriers, grew along with its develop- 
ment. Dividing the risk took on several 
different forms, the most common being 
reinsurance. 

Now, reinsurance is a private contract 
of indemnity between insurers by which 
an originz il insurer is protected within 
limits on a risk that it has assumed. 
This relationship necessitated the ex- 
change of accounts between the con- 
tracting parties. These accounts con- 
tained the usual and customary debit and 
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BALTIMORE 
credit items found in such a business. relationship between those two contract- 
One of. these common items is knows ing parties, does not change or alter in 
in the industry as “salvage”. The term the least respect the essential character 
salvage as it is understood and applied of the subject matter. It was salvage 


in the surety industry, is nothing more 
than a bookkeeping name for a parti- 
cular account. That account records 
various kinds of recoveries. The book- 
keepers could have selected any other 


word of similar import. Hence, the 
term has no magical powers. It pos- 
sesses no inherent or unchangeable 


characteristics. It is quite different from 
the maritime law concept. 


Treated as Simple Debit-Credit Item 


Throughout the entire history of com- 
pensable suretyship in the United States, 
salvage has been treated daily by the 
surety industry as a simple debit-credit 
item. Executives, auditors, accountants, 
and attorneys all have treated it alike. 
There is not one respectable court de- 
cision in the books, Federal or state, 
that has, prior to 1940, classified salvage 
as anything other than an_ ordinary 
debit-credit item. 

Then, what happened in 1940 to this 
perfectly simple little innocent word or 
the subject matter which it described? 
Why is the res now clothed with a 
sacred robe so that henceforth its per- 
manent, inherent, essential characteristic 
as a “trust res” forbids it ever again, 
under the penalty of anathema, to be a 
“debt”. No matter how the parties word 
their contract, they may never again 
alter this sacrosancitity. And yet the 
very court that classified salvage as a 
trust res did so solely and only upon 
the basis of the contract between the 
parties. The terms of that contract were 
frequently stressed by the court. The 
contract said that the reinsurer and the 
reinsured should “share” salvage in the 
proportion of their respective participa- 
tions in the given risk 

The mere fact that one particular 
contract is found by a court, because of 
its distinctive wording to create a trust 
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before the decision and it remained sal- 
vage after the decision. The contract 
created a new relationship, but it did 
not effect any change in the res. 

To say that these contracting parties 
may not change their relationship by a 
suitably worded agreement is to say that 
freedom of lawful contract, guaranteed 
by our fundamental laws, has been 
nullified in our constitutional system of 
government. Such a ruling touches the 
bottommost depths of absurdity. It is 
devoid of rationalization. It is ridiculous. 





T. Y. BEAMS DIES 


Retired V. P. of Royal-Globe Ins. Group 
Had Been in Poor Health; Had 42- 
Year Career with the Group 

T. Y. Beams, who in his prime was one 
of the most capable of liability and com- 
pensation insurance executives, died at 
his home in Garden City, Long Island, 
last month after several years of poor 
health. He had retired in 1954 from the 
Royal-Globe Insurance Group after giv- 
ing 42 years of service to that organiza- 
tion. His entire career had been spent 
in the liability and workmen’s compen- 
sation field. 

At the time of his retirement (Decem- 
ber 31, 1954) a farewell luncheon was 
given in Mr. Beams’ honor by the senior 
executives of Royal-Globe Group. It was 
pointed out by Harold C. Conick, general 
attorney, who also retired at the same 
time, that Mr. Beams’ career had em- 
braced almost the entire period of cas- 


ualty insurance development in_ this 
country. 
Mr. Beams’ career started in the 


Ocean Accident where he remained until 
1911. He joined Royal Indemnity that 
year and for the next 14 years served as 
home office liability superintendent, In 
1936 he was promoted to vice president 


of Royal and Eagle Indemnity Cos. In 
demand as a speaker Mr. Beams gave 
many talks at agency conventions, His 


chief ambition always was to be friendly 
and helpful and in living up to this am- 
bition he built lasting good will for the 
Royal-Globe Insurance Group. 

He is survived by his wife and one 
daughter. 





William Pedrick Dead 


William Alfred Pedrick, former man- 
ager of Continental Casualty’s 500 Fifth 
Avenue branch and after that manager 
in Jamaica, Long Island, died on April 
15 at St. Albans, Queens, after a long 
illness. He entered World War I as a 
naval officer and in second World War 
won a Presidential citation for routing 
convoys from New York harbor while on 
staff of Admiral Thomas Kinkaid, being 
a commander when he left the service. 
He left a widow, two sons—Dr. George 
B. Pedrick of Purdue University mathe- 
matics department, and Frank A. of 
Orange, N. J., his mother and a brother. 
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derwriter's workbench. 
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E. V. Walter, A. R. Fredericks 
New Amer. Surety Trustees 


American Surety’s President William 
E. McKell, this week announced the 
election of two trustees. They are Elliot 
V. Walter, president of Macy’s since 
June 1956, and Alanson R. Fredericks, 
vice president and general counsel of 
American Surety and director and gen- 
eral counsel of its affiliate American 
Life of New York. 

Mr. Walter has been with Macy’s 33 
years. Mr. Fredericks joined American 
Surety in 1936, and was named vice 
president in April 1957. 


Talks on Assigned Risks 


Minnesota Insurance Commissioner 
Cyril C. Sheehan is chairman of an 
NAIC subcommittee on Uniform Rates 
for Automobile Assigned Risks which 
will hold talks with a special industry 
committee April 23 at the Hotel Bis- 
marck, Chicago. The Industry commit- 
tee is composed of representatives of 
Association of Casualtv and Surety Cos., 
the Mutual Insurance Rating Bureau and 
National Association of Independent 
Insurers. 








JOINS SURETY ASSOCIATION 

The Great American Insurance Co., 
New York, senior member of the Great 
American Group, has been elected to 
membership in the Surety Association of 
America by its executive committee. An- 
other member of this group, Great Amer- 
ican Indemnity, has been an active mem- 
ber of the association for many years. 
This brings the membership to a total of 
81 companies engaged in fidelity, surety 
and forgery bond underwriting. 


Wm. T. Harper's Talk 


(Continued from Page 31) 





executives of bureau companies that we 
must take steps to reduce our costs, 
thus bringing the price of our policies, 
especially automobile, more nearly in 
line with that of the specialty companies, 
if we hope to retain our competitive 
position.” 

In this connection the speaker pointed 
to recent reductions in agents’ com- 
missions in New York, California, Cook 
County, Ill., a move not popularly re- 
ceived by the producers. Several other 
remedies proposed are the continuous 
policy, direct billing, requirement of 
immediate premium payment when policy 
is delivered, and elimination of present 
policy of allowing flat cancellation with- 
out charge for a 30-60 day period. 

After discussing the investment prac- 
tices of fire-casualty companies and 
explaining why “our industry as a whole 
has for many years proved a _ most 
reliable outlet for investors seeking 
long term capital gains and a fair annual 
income”, Mr. Harper concluded: 

“In the final analysis our industry must 
reckon with the inflexible laws of economics. 
We cannot continue to conduct our business at 
a loss. We must make more realistic provisions 
for keeping our rates more closely geared to 
losses. We must cut our expenses. 

“In the case of automobile and dwelling fire 
insurance, we are entangled with one of the 
most elementary truisms of merchandising, which 
is this: that when any product or service makes 
the transition from a class market to a mass 
market, some radical changes take place. The 
first and most significant of these changes is a 
diminishing of the amount of profit per unit 
sold. This loss is presumably recouped, and 
in most instances is in fact recouped, by the 
greater number of units sold. 

“For us, this situation is somewhat complicated 
at present by the circumstance that the value 
of the personal services of the independent 
agent or broker is now being tested in the 
market, to ascertain whether it has enough 
weight to overcome the competitive feature of 
lower price.” 

Barring any unforseen catastrophe or 
national emergency, Mr. Harper antici- 
pates a decided improvement in industry 
results in 1958 over those of 1957 and 
believes that in 1959 “we should be well 
along on the road to recovery.” 


J. D. Dorsett’s Address 


(Continued from Page 31) 


tures enact adequate driver licensing 
laws and take the driving privilege away 
from those who can not keep out of 
accidents, and if the courts would fit 
the punishment properly to the crime, 
traffic accidents would be cut in half 
within a year. Making and enforcing 
laws, however, is the job of government, 
not of the insurance companies, although 
statements by some public officials would 
cause one to believe that somehow we 
alone are responsible for the traffic acci- 
dent tragedy.” 

Mr. Dorsett also sharply criticised the 
inadequate information the public is 
receiving about the true breadth of the 
traffic accident problem. The _ public 
hears mostly about deaths, he said, of 
which there were only 40,000 in 1956, 
whereas during the same year 1,400,000 
persons were injured, there were more 
than 11,000,000 property damage acci- 
dents, and economic losses exceeded 
$7,000,000,000. Insurance companies, he 
pointed out, must pay claims on _ all 
kinds of accidents, not merely those 
resulting in fatalities. 

Again striking out at the charge that 
automobile liability rates are “too high,” 
he cited figures for the 10-year period 
of 1947-1956, the latest for which com- 
plete statistics are available, showing 
that in six of those years the companies 
suffered heavy underwriting losses and 
that their over-all loss for the period 
was $230,967,000. 


Breakdown of 1956 Premium Dollar 


As proof that the insurance companies 
are not at fault for the rising trend of 
rates, he divided the average 1956 auto- 
mobile liability premium dollar into its 
component parts, which disclosed that 
72.7% was paid out for claims and 
claims adjustment, 26.7% for production 
expenses, 5.9% for general expenses and 
3.1% for taxes, licenses and fees, leaving 
a net loss from underwriting, before 
Federal taxes, of 8.4%. 

Mr. Dorsett similarly declared that 
the average country-wide increase in 
automobile liability insurance rates has 
lagged far behind the same rise in costs 
for everything that affects insurance 
rates. He showed that from 1953 to 1957 
automobile repair costs soared 19%, 


medical care 17%, physicians’ fees 16% 
and hospital rates 33%. Against these 
costs he compared the average country- 
wide rise of only 9.3% for automobile 
liability insurance. 

Turning to the contribution of high 
verdicts to rising insurance rates, he 
said that in New York state, for in- 
stance, jury awards have risen 221%. 
While conceding that juries should take 
the rise in the cost of living into con- 
sideration in determining damages, he 
pointed out that during the same period 
jury verdicts were thus soaring, the con- 
sumer index of living costs rose only 
94%. 

Mr. Dorsett reminded those state in- 
surance regulatory authorities who had 
denied recent filings for automobile 
liability rate increases that the public 
interest demands solvent companies quite 
as much as it deserves fair rates. The 
law establishing the authority of the 
states to regulate insurance rates, he 
said, clearly provides that they shall not 
be ‘ ‘excessive, inadequate or unduly dis- 
criminatory.” Abundant statistical evi- 
dence was filed, he declared, to show 
that rates in the communities where in- 
creases were requested were definitely 
inadequate. 

Referring to those few Insurance 
Commissioners and other state officials 
who had accompanied their rate denials 
with criticism of the insurance industry, 
Mr. Dorsett said: 


“Not the Same Freedom of Action 


“T am fully conscious of the fact that, 
as an industry whose prices are sub- 
ject to regulations, we may not have the 
same freedom of action as those indus- 
tries and business enterprises that are 
free from government price controls. 
Nor do I criticize the regulation of 
insurance rates when such regulation 
follows the letter and spirit of the law. 
However, when state officials make in- 
accurate and damaging statements about 
our industry, we should be quick in 
our answer and clear beyond misunder- 
standing in the language we use. 

“In other words,” he suggested, “the 
time has long since arrived when we 
should practice a ‘decent boldness’ in 
answering damaging inaccuracies, re- 
gardless of who the authors may be. 
We owe this not only to ourselves but 
equally tc the public we serve, to the 
end that this great industry shall remain 


A. Barton Wise Retires 


From Amer. Re-Insurance 

W. Barton Wise, vice president of the 
American Re-Insurance of New York, 
retired recently, after 14 years in charge 
of its claim department. In the past 
weeks Mr. Wise was the guest of honor 
at two parties given him by the officers 
and directors of the American Re-Jnsur 
ance and his many friends in the insur- 
ance industry. 

After graduating from Dickinson Col- 
lege, Carlisle, Pa., with L.L.B. degree, 
Mr. Wise served overseas in World | 
as a first lieutenant in trench mortar. 
After the war he entered the insurance 
business in Philadelphia with the Em- 
ployers’ Liability. 

Later he came to Newark to join the 
then new Public Indemnity Co. as vice 
president in charge of claims. His next 
post was in the Surety claim department 
of the Fidelity & Casualty in its home 
office. Prior to joining the staff of 
American Re-Insurance, Mr. Wise was 
vice president of the Excess Insurance 
Co. 

He is a member of the Drug & Chem- 
ical Club, the Casualty & Surety Club 
vt New York, the Insurance Society of 
New York and the American Legion. 





sound, solvent and a bulwark of the 
whole free enterprise system.” 

Mr. Dorsett also reminded critical 
state officials that a substantial part of 
the average insurance dollar consists of 
taxes the insurance companies must pay. 
He listed 24 different taxes, fees and 
contributions to various state funds that 
the insurance companies are required 
to pay in some of the states where 
automobile liability rates are the highest, 
and then added: 

“All of these taxes, fees, payments and 
contributions must find their way into 
the rate structure. Thus the dollars and 
cents come out of the public’s pocket. 
So it seems to me that if those few 
public officials who have been so severly 
critical of the insurance companies are 
sincere in their proclaimed zeal to pro- 
tect the public against rising insurance 
rates, there is no better way for them 
to start reducing costs than by reducing 
taxes and practicing economies in the ad 
ministration of insurance-financed laws.” 
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LIAMA Public Relations Panel 


Moderated by R. W. Osler, It Reveals Current Industry 
Thinking on Many P. R. Problems; Neal, Williams, 
Sayler and W. E. North Participate 


Chicago, April 14—Keen interest was 
displayed here today at the accident and 
sickness meeting of Life Insurance 
Agency Management Association in the 
public relations panel discussion moder- 
ated by Robert W. Osler, vice president 
of Rough Notes Co., Indianapolis. His 
panelists, each of whom discussed specific 
phases of public relations, were Robert 
R. Neal, general manager, Health In- 
surance Association of America; James 
R. Williams, vice president, Health In- 
surance Institute; John W. Sayler, vice 
president, Business Men’s Assurance, 
and William E. North, general manager, 
northern Illinois branch of New York 
Life in Chicago. 

As the lead-off speaker Mr. Neal re- 
sponded to Mr. Osler’s question on public 
relations with legislators by saying that 
he did not believe the solution to this 
problem lies in the direction of a FP. KR. 
program aimed at legislators. .: think 
that public relations has to be with the 
public generally,” he said, “and that 
legislators only reflect public demand. 
Therefore, if we are understood by the 
public we will have no problem with 
legislators.” ; _ 

Mr. Osler then asked what kind of 
legislative public relations has any chance 
of stopping the progress toward full- 
scale medical-hospital coverage under 
social security. In reply Mr. Neal said: 
“It is true that social security has been 
broadened each two years since World 
War II, and until such time as the 
voluntary health insurance system 1s 
expanded to its maximum performance, 
it would be reasonable to assume that 
there will be political pressure to con- 
tinue S. S. expansion. 

“Public relations is only half the prob- 
lem. It is, of course, necessary that the 
public understand and be encouraged to 
participate in the voluntary system and 
it is here that the real public relations 
effort must lie. The corollary to that, 
however, is for the voluntary system 
itself to increase its capacity to perform 
the task presently being advocated for 
the Social Security program. When that 
is accomplished, there will be less pres- 
sure for further expansion of Social 
Security.” 


Front or Back Door Approach to S. S.? 


_Further along Mr, Osler sought Mr. 
Neal’s opinion on the recent Wolverton 
bill which would subsidize service-type 
hospital-medical plans. He explained that 
this would mean government subsidy for 
Blue Cross-Blue Shield which in turn 
could be the back-door entrance to 
socialized health insurance. “Have you 
uncovered any further interest in this 
approach,” he asked, “or has it been 
decided to concentrate on the front-door 
approach through Social Security?” 
Mr. Neal pointed out that there is no 
particular effort at this time to gain 
Support for legislation to subsidize 
Service-type hospital-medical plans and 
there does not appear to be any special 
emphasis on’ the more direct approach 
such as in the old Wagner-Murray- 
Dingle bill.” In his opinion “the primary 
effort in the immediate future will be to 
concentrate on expansion of the S. S. 





system, which incidentally is a back-door 
or piece-meal approach.” 

He declared that with the introduction 
of the Forand bill in Congress the 
curtain has been raised on this mechan- 
ism... “and we will see a number of 
bills in future sessions which seek to 
expand this approach. This is, of course, 
tied directly to the question of how to 
provide adequate care for those 65 or 
older, and squarely represents the volun- 
tary system with a challenge to acceler- 
ate its efforts in this area. A good job 
is being done presently. However, our 
program does need to be accelerated.” 

Remarks of John W. Sayler 

Asked to discuss progress being made 
on over-age coverage and whether it will 
develop fast enough to prove to the 
unions, public and Congress that there 
is some way other than socialization, 
Panelist Sayler stressed the importance 
of an industry effort to meet the problem 
of adequate coverage for the aged. 
“This is, in fact, one of the major fields 
in which the Health Insurance Associa- 
tion of America is now engaged,” said 
Mr. Sayler. “As the result of the work 
done by its committees, various steps 
have been taken in the right direction. 
For example, some companies are now 
issuing hospital and medical expense 
contracts which become fully paid up 
when the client reaches age 65. Many 
other companies have also increased their 
age at which they will offer hospital- 
medical expense. In other cases, the life 
insurance principle is being applied to 
disability coverage with level premiums 
for longer age periods and even for 
Hee oko. 

Mr. Sayler said it is recognized that 
older citizens may need to be hospital- 
ized more frequently and for longer 
periods than younger people. Further- 
more, he felt that in risk selection, “we 
must be more liberal in our interpreta- 
tion of certain medical histories and 
physical impairments.” Over-all he said: 
“The industry must show by example 
and experimentation that we can do a 
pretty fair job of insuring those senior 
citizens who can afford to pay a pre- 
mium for their insurance.” 

The speaker then touched on what 
companies should do to better A. & S. 
training. Pointing to real progress, he 
said that LUTC for the second year is 
offering “excellent A. & S. training” and 
great improvement is evidenced in train- 
ing materials available through LIAMA. 
He felt that companies individually can 
use this material to real advantage when 
determining what they want their men 
to know in order to best serve the dis- 
ability needs of their clients and pros- 
pects. 

“In this respect,” he said, “the object 
of the companies and the State Insurance 
Departments is identical—to make cer- 
tain the agent serves his clients prop- 
erly. It is reasonable to assume that if 
the Insurance Commissioners and the 
companies move in this direction to- 
gether ... there should no longer be a 
problem in examination failures. 

Truly Comprehensive Policy Impractical 

As to Mr. Osler’s question on whether 
a “truly comprehensive policy” would 
be practical, Mr. Sayler replied: “From 
a public relations standpoint I presume 
(Continued on Page 41) 





Rex Anderson Explains 
LINA’s Family Policy 


COVERS A. & S. HOSPITALIZATION 


LIAMA Told Policy Can Be Written 
With or Without Maternity Benefits ; 
Reveals Analysis of Early Sales 


Chicago, April 16—Those attending 
LIAMA accident and sickness meeting 
in Chicago heard Rex H. Anderson, vice 
president, Life Insurance Co. of North 
America, speak here today about his 
company’s new family A. & S. policy, 
introduced in the field last September 1. 

Mr. Anderson told about coverages and 
benefits under the policy and revealed 
findings of an analysis made on its sale 
during the first three months—September 
to December 1, 1957. 

The policy, he explained, is renewable 
at the option of the company, but being 
written by Indemnity of North America 
it follows casualty lines and the renewal 
period is for three years. Renewal, 
therefore, can be refused only once every 
three years. 

The policy, for a father, covers’ acci- 
dent income benefits for life; sickness 
income benefits for either two or five 
years. Various waiting periods and 
combinations are available. 

The rest of the coverage under the 
plan are available for father, mother. 
and children. First, accidental death and 
dismemberment is available to one or 
all of the family members. Next, there 
is hospital and surgical coverage, a 
reasonable standard plan. The amounts 
of miscellaneous exnense and _ surgical 
can he be selected depending upon tne 
individual’s narticular needs. Also, the 
nolicv can he written either for first 
dollar or $50 deductible, and with or 
without maternity benefits. 

Mr. Anderson exnlained the unaer- 
writers’ feeling that the noliev could be 
sold without maternity henefits but the 
sales denartment felt this henefit should 
be available in some form. Thus. 
maternitv benefits in the plan start with 
an initial amount of $50 and increased 
$20 on each of the first five policy 
anniversaries until a maximum of $150 
is attained. 

_Major medical under the plan is a 
75% coinsurance policy with maximum 
benefit of $5,000, $7,500 or $10,000 with 
deductibles of $300, $500, or $700 depend- 
ing upon amount of the maximum bene- 
fit. The policy can also be written with 
blanket accident and medical expense 
on the family. 

Analysis of First 3,111 Sold 

LINA made an analysis of the first 
3,111 policies issued during the initial 
three months of operations and Mr. 
Anderson reported these findings: 

Although a family policy, roughly two- 
thirds of them were issued only for one 
person, Mr. Anderson attributed this 
to the nature of 1957 campaign awafds 
which were based on the number of 
policies written. Many agents, he said, 
wrote policies on their own lives so as 
to qualify for a chance at the first prize. 

Furthermore, 37% of the policies con- 
tained weekly income benefits—half for 
five years’ sickness and half for two 
years’ sickness. A total of 1,500 policies 
had death and dismemberment benefits. 

r. Anderson also revealed that of 
569 hospital policies sold, only 25 of 
them had maternity benefits. This was 
surprising to him. Also, 321 policies were 
sold along with other coverages; 194 
were written with weekly income, and 
141 with major medical. He observed: 

You rarely write a hospital policy with 
both weekly income and major medical, 
which means probably that in A. & S. 
insurance too, you are bumping into a 
realistic ceiling of how much the average 
man will pay for this kind of coverage.” 

The same thing was borne out, he 
said, with major medical. A total of 
769 policies were written, 500 of them 
in conjunction with other coverages; 
337. with A. & S., and 142 with hospital- 
surgical. The speaker remarked that 
that it is rare to sell more than two of 
the three substantial coverages—weekly 
income, hospital or major medical. He 








Wescott Elected Chairman 
Chicago, April 16—E. S. Wescott, 
Bankers Life of Nebraska, was elected 
A. & S. chairman of LIAMA at its 
spring meeting here today. He succeeds 
W. G. Alpaugh, Jr., Inter-Ocean. New 
members of the committee are G. W. 
Degelleke, New York Life; J. R. Car- 
nochan, Union Mutual; Kenneth Mullins, 
Washington National; H. S. Marma- 
duke, Atlantic Life. 





assumed that this was because the client 
has either hospital or major medical 
through his employment. . 

Lastly, he said, about 40% of all 
policies were written for accident only 
benefits, weekly income, or death and 
dismemberment. 








WHY are you paid the same 

commission as the lowest pro- 

ducers in your agency when you 
are consistently a top producer? 


WHY do so few companies 
vest renewal commissions? 


WHY do you receive little con- 

tinuing reward for attracting 

good producers to your agency? 

WHY are your renewal commis- 

sions for low lapses the same 

as paid to other representatives 
for high lapses? 


WHY is your renewal commis- 
sion schedule so low if persis- 
tency is so vitally important? 


WHY are smaller renewal com- 
missions paid over a long period 
of time instead of larger com- 
missions paid over a short period? 


WHY has the Accident and 

Health Division of All Ameri- 

can Life & Casualty Company 
enjoyed the most spectacular growth 
in the business? From the standpoint 
of premium income, All American 
now ranks among the top 125 com- 
panies. 


WHY is All American Life & 
Casualty Company, having 
started writing Life Insurance 


in July, 1956, already producing ap- 
proximately one million a week? 


If you want straightforward answers to 
all of these questions . . . write— 


E. E. BALLARD, President, 


ALL AMERICAN 
hie c O asually 


el ier.Yere) Compan 


General Offices: All American Building 


PARK RIDGE, ILLINOIS 
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Any Compensation Plan Will Work 
For The Good Mer., Carnochan Says 


In discussing the “how” of compensa- 
incentive for general agents and 
managers for A. & S. production, John 
R. Carnochan, vice president in charge 
of agencies, Union Mutual Life, Port- 
land, Me., told LIAMA’s Accident and 
Sickness meeting in Chicago on April 15 
that two basic facts must be considered 
in establishing a suitable plan. 

“1, Any sound compensation plan will 
work for a good general agent or man- 
ager; none will work for the failure. A 
financing plan is only as good as the 
agent. Similarly, any sound managers’ 
compensation program will make money 
for a successful manager and, conversely, 
no compensation ¢ystem will work for a 
poor general agent or manager unless 
the company concerned can afford to be 
a charitable institution. 

“2. A general agent’s or manager’s 
compensation agreement should _ be 
adopted to the agency philosophy of the 
company administering it.” 

Kenneth Mullins, vice president, gen- 
eral agency department, Washington 
National, followed Mr. Carnochan, dis- 
cussing compensation incentives for 
agents, including the financing of new 
agents for A. & S. production. 


tion 


Questions on Starting Such Plans 


Mr. Carnochan posted seven question 
which, he believes, should be answered 
by a company before it decides on its 
basis of compensation for A. & S. insur- 
ance. 

“1. Are we a life company, a casualty 
company or a purely accident and sick- 
ness company? 2. Do we want to oper- 
ate general agencies, branch offices or 
both? 3. Is it our policy to offer vested 
commissions to our agents and general 
agents ? 

“4. Do we want our agencies to sell 
through full-time agents, brokers or per- 
sonally producing general agents or any 
combination of the three? 5. Do we 
believe the same agents can successfully 
sell life and A. & S. policies or should 
we have two sets of agencies, one sell- 
ing one line and one the other? 6. Do 
we want to be primarily a life company 
or an A. & S. company. What is to be 
our basic line of insurance? 7. Do we 
have available a fully established field 
force and supervisory staff to administer 
our program or must we use the product 
to develop our field force?” 

Mr. Carnochan reviewed the history of 
his company in order to explain its sys- 
tem of compensation. Union Mutual 
entered the accident insurance business 
in 1945 to provide an additional line for 
its life agents. When it was discovered 
that most of the agents were selling non- 
can almost entirely (except for substand- 
ard cases) a rated non-can insurance 
was introduced and all cancellable cov- 
erages were discontinued. 


Trains Agents for Life and A. & S. 


Some of the company’s A. & S. busi- 
ness comes from brokers but the main 
emphasis is on production from full-time 
agents. “We train our agents from 
the start to sell both life and A. & S. 
coverages,” Mr. Carnochan said. “On 
the assumption that our agency depart- 
ment should not expect more of its man- 
agers and agents than it can do itself, 
we have only one home office sales de- 
partment for both life and non-can and 
no agency department specialist in either 
line. 

“Because of our consistent belief that 
A. & S. is a natural for our life agents 
to sell, our whole non-can program in- 
cluding compensation, has been geared 
as far as possible along life lines,” the 
Union Mutual official said. 

“Our non-can policies themselves are 
patterned to a large degree after our life 
policies and wherever they can continue 


the same provisions they do so. Our 
agents’ compensation follows much the 
same pattern as for life sales. 

“Our training allowance agents’ finan- 
cing plan is worked out so that either 
life or non-can production can be used 
for validation regardless of the volume 
of either. Our general agents’ accident 
and sickness compensation plan also 
follows our life contract. ... Our branch 
managers’ contract is an orthodox one 
built on base salary, bonuses for first- 
year production, new agent development 
and persistency.” 

The experience of Union Mutual with 
this plan has been good, Mr. Carnochan 
said. “We have found that agents can 
be trained to sell both life and non-can 
and that one line compliments the other. 
Non-can has been a valuable aid in 
getting a new agent into early pro- 
duction.” 

A Question of How Much 

“Over the past five years, our rate of 
annual production has increased 98% in 
ordinary life and 113% in non-can with 
these increases well spread throughout 
our agencies,’ Mr. Carnochan said. “I 
might add that in the same period we 
have had equally large increases in group 
life and A. & S. production.” 

In conclusion Mr, Carnochan said, “If 
we are to determine the ‘how’ of com- 
pensation for our managers, we must 
first look to our own house and construct 
our compensation formula around our 
own family philosophy.” He pointed out 
that companies “have a challenge of 
offering adequate and acceptable health 
insurance to the American public if we 
are to return the privilege of insuring 
that public within private industry. The 
successful acceptance of that challenge 
presents us with an opportunity to build 
the income from disability insurance 
sales for our agents and agencies to such 
a degree that the question of ‘how’ of 
managerial compensation should become 
simply ‘how much.’” 

Remarks of Kenneth Mullins 


Mr. Mullins expressed the view that 
“our over-all commission percentage 
pay-out is too high.” He added: 

“Most of us will have to radically re- 
duce our over-all commission pay-out in 
the days ahead if we are to remain in 
the A. & S. business on the profitable 
side of the ledger and meet competition 
of other companies’ coverage and pre- 
mium rates, and in addition obey the 
present and future edicts of the Insur- 
ance Departments in their drive to in- 
crease substantially the percentage of 
premium dollars to be returned to the 
policyowner.” 

Mr. Mullins posed the question: “Do 
your agents’ contracts provide for vested 
renewal commissions of some kind for 
accident and sickness?” He suggested 
that “if an agent in your company is 
entitled to vested life commissions he 
certainly is entitled to vested A. & S. 
renewal commissions. 

“However,” he said, “we should re- 
member, generally speaking, that the 
total renewal commissions paid to active 
agents on accident and sickness business 
includes the so-called service compensa- 
tion. Therefore, the vested renewal per- 
centage paid on A. & S. should not be 
greatly in excess of that which you 
pay on life. In addition, the conditions 
for vesting accident and sickness should 
be similar to those for life.” 

Mr. Mullins pointed out that field men 
are constantly telling their home offices 
that accident and sickness business re- 
quires a lot of service and that the 
commission scale is too low; managers 
are continually saying that other com- 
panies pay higher commissions than 
their own. 

He observed “that the average agent 
gives no more service to his accident 


Did Good Job as Session Chairmen 


LEONARD J. MELBY 


and sickness policyowners than he does 
to his life policyowners with the excep- 
tion that some agents desire to deliver 
claim payment drafts in the hope that 
they can write some additional business 
as a result of the claim payment.” 
Financing the New Agent 

Turning to the subject of financing 
the new agent, Mr. Mullins observed 
that the problem probably is to get a 
life man to sell a good volume of A. & S. 

He also said that in his company the 
most successful agencies are run by men 
who “have built their agencies with full 
time men. Some of the longer estab- 
lished agencies have a few pets around 
that fall in the part-time producer clas- 
sification and some do accept brokerage 
cases that walk in.” 

Mr. Mullins outlined his company’s 
experience with full-time general agents 
and agents. Washington National is 
weeding out part-time general agents 
and is also establishing scratch agencies. 
“We believe in financing agents and it 
is our opinion that a successful agency 





More Talks Next Week 


News reports on additional talks 
given at the accident and sickness 
meeting of LIAMA will be published 
next week. 





cannot be built today without full-time 
agents and full-time agents cannot be 
secured except with financing,” the 
speaker said. “It is also our opinion 
that no general agent or manager has 
the cash to finance or can stand the 
entire loss that will result from financing 
agents ... therefore, it is necessary for 
the company to furnish the funds and 
stand part of the losses.” 

The speaker pointed out that... “It 
is important if you are financing full- 
time men that you have a general agent 
or manager who can recruit men with 
more than a reasonable chance of suc- 
cess and he must have the ability to 
properly train and supervise the men 
you approve for financing.” 

Blueprint for Financed Agents 

“Tf you are going into financing men.” 
he warned, “you had better have a defi- 
nite training program for your financed 
agents blueprinted hour by hour, day by 
day, week by week and month by month. 
You must insist that your general agent 
or his agency supervisor follow the blue- 
print. You had also better be set up 
in your home office to see that the blue- 
print is followed on each and every 
man.” 

He stressed that equal or greater em- 
phasis should be placed on accident and 


S. WESCOTT 


sickness in the early part of the train- 
ing program. “Our problem is to see 
that our new men under finance get 
into production as quickly as possible. 
Early sales, whether they be accident 
and sickness or life, have a profound 
effect upon the morale and attitude of 
the new man. Nothing is more discour- 
aging to a new agent as the lack of 
sales or a long time lag between sales. 
Also let’s learn quickly if our new man 
can sell. 

“In my opinion,” Mr. Mullins said, 
“the new financed agent who works for 
a company who has accident and sick- 
ness as well as life to sell has a much 
better chance of succeeding all other 
things being equal.” 

He suggested that if a company 
finances new agents it have a tough 
home office selection committee. He also 
warned against keeping men who do not 
meet production requirements. 

“Your company should not go into 
financing new agents under the so-called 
career agent contract unless everyone, 
including your executive officers and 
your board of directors fully understands 
what is involved and you and they are 
willing to invest the necessary money 
in the project,” Mr. Mullins concluded. 


Served as 1957-58 Chairman 


Continental Photo Service 
W. G. ALPAUGH 


President, Inter-Ocean Insurance Co. 
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Lobingier Answers 
Charges Against A. & S. 


SHOWS THE COMPANY’S ROLE 


LIAMA’s P. R. Director Calls For 
More Advertising, Better Agents 
And Public Relations 


“Too often the policy doesn’t cover 
what the advertising led someone to 
believe.” This was one of a series of 
charges against health insurers, which 
was answered by John L. Lobingier, Jr., 
April 15, at the A. & S. meeting of 
the Life Insurance Agency Management 
Association. Mr. Lobingier is LIAMA’s 
director of public relations. 

He presented a number of charges 
levelled at the business, and proceeded 
to give the facts, and advise what an 
individual company can do about such 
charges. As far as advertising is con- 
cerned he suggested that perhaps there 
is confusion in the public mind because 
companies use different terms for the 
same things. The industry’s public rela- 
tions will be improved if the companies 
get together on some standard defini- 
tions and more uniformity in_ policy 
wording. 

Mr. Lobingier pointed out that the 
charge is losing its sting as more and 
more companies fall in line behind the 
codes of NAIC, HIAA, or both. But he 
warned against one development—many 
companies are shying away from adver- 
tising health insurance. “If the effect 
of the codes is to scare companies out 
of advertising, it will be a sad day for 
voluntary health insurance,” he said. 

Advertising is Economical 

Advertising is a most economical way 
to put a sales message in front of a 
large number of prospects, Mr. Lobingier 
added: “If companies are really going 
to expand their sales and cover the 
market, a large-scale program of aggres- 
sive advertising could offer the key. 
More than this, informative advertising 
is needed. From the charges already 
heard, much of our problem seems to 
stem from misconceptions, and one of 
proven ways to sweep away misconcep- 
tions and state the truth is through 
advertising. Why should individual 
companies leave it all to the Health 
Insurance Institute? Why _ shouldn't 
companies, on their own, do some infor- 
mational advertising, too ?” he asked. 

His suggestion was that individual 
companies which have built up such a 
fine reputation in life insurance should 
throw this reputation behind health 
insurance, and do it with advertising. 

Another indictment faced up to by the 
speaker concerns claims; too often pay- 
ment is delayed beyond a reasonable 
time, and denied in whole or in part. 
This apparently is a most frequent com- 
plaint made to Insurance Departments. 
Mr. Lobingier’s opinion is that there are 
very few unjust denials of claims. 
Rather, the real problem, the buyer’s 
lack of understanding of what is a fair 
claim, and what is not. 

Need to Maintain Well Trained Agents 

The individual company can see to it 
that its agents are well trained, to make 
the sale properly, to explain what the 
policy covers and what it does not cover. 
In an aside Mr. Lobingier commented: 
“We have indications that many buyers 
don’t have the foggiest notion of what 
they are buying! If this is true, are we 
not just asking for claim disputes?” 

He posed these further questions: “Do 
we give the claimant any benefit of the 
doubt? Do we seek reasons for paying 
rather than reasons not to pay on all 
claims, whether for big amounts or 
little ? 

“How much of a ‘marriage’ is there 
between claim and agency departments ? 
How well do we understand each other’s 
problems ? : 

“Do we impress each agent with the 


need for fast action in helping to see 
that all information is sent in promptly ? 
(Surveys show one of the big reasons 
for delay in paying claims is that ‘all 
the information does not get to the home 
office soon enough.’) 

“In the best of systems, there may be 
delay. So when delay occurs, why not 
a friendly letter to let our customer 
know ‘we’re working on it’?” he sug- 
gested. 


The Agent’s Shortcomings 


Lobingier tackled the charge: 
“The agent ... he didn’t explain im- 
portant details he sold me and 
forgot me.” Too often, he said, this 
charge is true and the answer is for 
the company to get agents who do the 
kind of job the public requires. 

One agent of Mr. Lobingier’s experi- 
ence made a practice of underlining 
exclusions and key points in red ink. 
Another company gives each buyer a 
folder with such questions as “Do you 
know what you have? If you don’t, 
see your agent, or write us direct.” 

Further, companies should have agents 
who tell the story straight and full; 
build satisfied clients by selling to the 
needs of each person and have compen- 
sation plans which will encourage the 
agent to keep in touch with clients. 


Mr. 


Vast Growth of Coverage 


The title chosen for the talk was 
“They Never Had It So Good, But .. .”. 
Charges are made against health insur- 
ance despite the tremendous growth and 
expansion of the coverage pointed out 
by Mr. Lobingier. Three out of every 
four Americans now have health insur- 
ance as against one in 15 a dozen years 

ago; total premium volume 25 years ago 
was $158 million (all types of voluntary 
health insurers). Last year the compar- 
able figure was $5.5 billion! 

Another charge against the business, 
taken up by Mr. Lobingier, was that 
health insurance is a necessity for al- 
most everyone, yet not enough people 
are buying it voluntarily . .. those who 
do, don’t buy enough of what they need. 

Again, people with some protection 


(Continued on Page 40) 


Occidental Life’s 
Study Of Lapsation 


RESULTS REVEALED TO LIAMA 


Walter F. Schmitz Lauds the Value of 
Persistency Especially During Early 
Years of A Policy 


“We should be persistent and continue 
persistently to find new ways to improve 
persistency,” Walter F. Schmitz, assist- 
ant vice president, A. & S. sales, Occi- 
dental Life of California told the agency 
officers at LIAMA’s Accident and Sick- 
ness meeting April 16 in Chicago. 

Mr. Schmitz told of his company’s 
study to determine reasons for policy 


lapses. A form letter was sent 65 days 
after the policyholder lapsed his A. & S. 
policy and he was asked to say why 
he had allowed this to happen. The 
results of this survey were as follows: 

More than 30% of the policyholders 
replying said they had replaced their 
individual A. & S. policy with group 
insurance. This was the largest single 
reason for lapsing an individual A. & S. 
policy. 

15% indicated dissatisfaction with the 
coverage. In these instances a letter 
was sent to the agent suggesting that 
he call on this policyholder again. 

15% of the people said they wanted 
to reinstate their policy even though 
they had already had three warnings 
that it was to lapse. The agents are 
failing to contact their policyholders in 
an effort to get them to pay their 
premiums when due. 

13.5% gave financial reasons, unem- 
ployment, for example. 12% of the 
replies indicated miscellaneous reasons 

death, over-insurance, residence in 
foreign countries, etc. 

5% indicated that competing coverage, 
other than non-can. was purchased. 4% 
showed that the policyholder had en- 
tered the Armed Forces. 3% stated 
that the non-can. was desired. This per- 


(Continued on Page 42) 
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N. Y. Life Agent Had 
65% Closing Sales 


WITH A. & S. BABY GROUP LINE 


Everell A. Smith Attributes Over All 
Sales Increase to A. & S. Baby 
Group Contacts 


The sale of accident and sickness baby 
group is not only profitable in itself but 
it also leads to increased sales of other 
types of coverage, New York Life’s Spe- 
cial Agent Everell A. Smith told agency 
men at LIAMA’s ninth annual A. &S. 
meeting, April 15. 

Speaking of the important role played 
by accident and sickness coverage pro- 
vided on a baby group basis the New 
York Life field man from Sycamore, 
Ill., said, “I can speak with real enthu- 
siasm about the needs of many people 
for which A.&S. baby group provides. 
You can render broader coverage for 
more people at less cost per unit of cov- 
erage than can be rendered with indi- 
vidual contracts.” 

In analyzing the approach he used to 
place the contracts he had sold Mr. 
Smith noted, “In four cases I approached 
business men with whom I had traded, 
namely, my milk distributor, the owner 
of a local department store, my home 
furnisher and my local floor covering 
expert. All of them employed from five 
to 23 employes. All were glad to learn 
about A. & S. baby group and all wanted 
the coverage for their employes and for 
themselves.” 

In addition to pontoon, # eae own 
personal business contacts, Smith 
made “cold” approaches to Ms other 
firms. Of the 22 potential buyers, 14 
actually put the plans into effect. Un- 
derlining the ease of selling on this basis 
the speaker said, “You will note the 
closing ratio was almost 65%. These 14 
cases covered 180 employes. Ten of 
the 14 cases covered employe’s depend- 
ents as well as themselves. How else 
could you cover so many people in such 
an efficient manner?” he asked. 


Small Employer Is Good Prospect 


He believes that the small employer 
is an exceptionally good prospect for an 
approach concerning group protection 
because, “the close family relationship 
in most small businesses leads to a 
paternal instinct on the part of the em- 
ployer. Capitalize on it—help him 
through A. & S. baby group.” A demon- 
stration of their very real willingness to 
participate is the fact that, “most em- 
ployers are willing to go from 25% to 
75% of the way in bearing the cost of 
the protection,” Mr. Smith said. 

In illustrating the fact that baby group 
sales lead to life business and the sale 
of larger group cases, Mr. Smith said, 
“One of my cases soon grew into propor- 
tions where there were more than 25 
employes, so it is now on a large group 
basis. 

“To date I have sold $312,000 worth of 
life insurance to employes and employ- 
ers after opening up the A.&S. baby 
group business. I sold another $300,000 
worth of business in a place where I 
didn’t get a group policy.” In addition 
the special agent is working on the de- 
tails of a pension plan which was de- 
veloped as the result of an approach for 
A. & S. baby group. 

“All in all, I like A.& S. baby group 
business . . . it is an easy product to 
describe and install. It is a product for 
which my company pays claims quickly. 
All claims checks come back through me 
so that I can deliver them with a flourish 
and zest which leads to more business,” 
said Mr. Smith. 

In discussing the comperisation ad- 
vantages of A.&S. sold on a small 
group basis the New York Life agent 
said, “This is one way for your agents 
who complain about their earnings to 
give themselves a raise. So far, my 
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R. W. Angert on Quotas and 
Incentive in A. & S. 


In discussing quotas and incentives 
for A.&S. production, R. W. Angert, 
sales vice president for Inter-Ocean In- 
surance, told the agency officers at 
LIAMA’s Accident and Sickness meeting 
in Chicago on April 15 that it is impor- 
tant to gauge the real potential of a 
man’s ability before imposing arbitrary 
production quotas on him. 

Some of the specific factors cited by 
Mr. Angert as worthy of consideration 
when setting yearly quotas were (1) the 
previous production of the individual 
salesman and new products and (2) the 
introduction of which might be expected 
to change the sales picture. “Of course, 
there are many definite benefits from 
such new programs which will increase 
the capacity or the ability to produce,” 
he said. 

In discussing other influences that 
should be taken into account Mr. Angert 
said: “New sales procedures which in- 
clude visuals, new approaches and new 
methods, should mean a lot in increas- 
ing the capacity of a man to produce 
business.” 

He included short range incentives 
such as app-a-week club, president’s 
month and loyalty month, and long- 
range incentives such as company con- 
vention, president’s club and conversion 
of a life agent to A.& S. production by 
developing his responsibility to program 
A.&S. as well as life insurance. 


INSPIRATIONAL TALK AT LIAMA 


D. B. Potts, Wisconsin Casualty, and W. 
H. Froehlich, Occidental Life of 
Calif., Present “Motiv Piston” 

The inspirational talk given in Chicago 
at the LIAMA A. & S. meeting, April 
15, was “Motiv Piston” delivered jointly 
by D. B. Potts, CLU, executive vice pres- 
ident. Wisconsin Casualty Association, 
and W. H. Froehlich, Milwaukee branch 
manager, Occidental Life of California. 

The two insurance men gave their talk 
utilizing a visual aid which dramatized 
each main point as they presented it. 
Messrs. Potts and Froehlich compared 
qualities needed to achieve success with 
the driving power of an engine. 

The subjects which were dealt with as 
the main points of the presentation 
are dreams and desires, human relations, 
physical and mental wealth, attitude, and 
enthusiasm. The first four topics covered 
what the speakers consider the com- 
ponent parts of an individual’s ‘“motiv- 
piston” and the fifth mentioned item, 
enthusiasm, was likened to the fuel ne- 
cessary to set the “piston” in operation, 
driving the individual to success. 

In discussing the first section, dreams 
and desires, the speakers emphasized 
their belief that, “practical dreamers do 
not quit. Every person who wishes to 
win in any undertaking must accept this 
fact and be willing to cut off all sources 
of retreat. Only by so doing can they 
be sure of maintaining that state of mind 
known as a burning desire which is 
essential to success.” 

Human relations, another important 
factor, was compared to “lubricant,” 
which reduces frictions in daily life and 
makes selling a smoother process. 

Urging that it is necessary to avoid 
becoming a “mental weakling” the two 
management men said “If we will re- 
member that nothing can come out of 
the mind if it was not first planted there 
through some planned method of learn- 
ing, we will have advanced another step 
up the ladder of success.” 

The “fuel” that drives the “motiv- 
piston” is the attitude of the individual. 
If the individual desires to operate his 
“machine” at “peak efficiency” and raise 
himself “from the ranks of mediocrity” 
it is necessary to use “a high octane fuel, 
a premium grade of mental attitude.” 

The spectacular conclusion of the pre- 
sentation was a demonstration by the 
speakers of how the spark provided by 
enthusiasm “ignites” the “fuel” and sets 
the “motiv-piston” into action. 








Lobingier Answers Charges 


(Continued from Page 39) 


may not have enough, and what they 
have may not be the right’ kind, 
may be inadequate, restricted. He cited, 
for example, these figures: One out of 
three workers has no disability income 
or salary continuance; 28% of the popu- 
lation has no hospital coverage; 37% 
no surgical coverage; 57% no general 
medical expense and 92% have no major 
medical. 


Room For Expansion 


The gaps, he said, suggest that volun- 
tary health insurance can be extended 
to a greater proportion of the population. 
Ways should be found of insuring the 
great majority of people for hospital 
and surgical expense. The best hope on 
this score, Mr. Lobingier feels, lies on 
continued fast growth of major medical, 
which gives a person quality protection 
across the board in a single policy. 

Companies are limited in what they 
can do about insuring people who have 
already reached age 65, and yet a number 
of companies are now offering some 
form of new coverage for those 65 and 
older. For those not yet 65 there is 
something that can be done, Mr. Lobin- 
gier said. Some companies are devising 
plans to continue the coverage of pres- 
ent insureds past 65. 

He pointed to the size of the over-age 
group—13 million new, and by 1978, he 
said, expect to see more than 22 million 
senior citizens. The alternatives to 
voluntary coverage of these groups are 
clear, Mr. Lobingier said: “Either pri- 
vate insurers come up with a plan, or 
government will either by amendment 
to social security or in compulsory action 
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Need For Individual Effort 
Mr. Lobingier further remarked: “The “The survival of any business, history 
that is really interested in shows, depends on two things: (1) On 
curing conditions reflected i in the public’s whether people have need and desire 
charges | would recognize that no com-_ for its product. (2) On how well that 
necessarily be all things to business is able to satisfy this need and 
all men, but each company will do what desire. Now we know people will always 
And it would reach out con- have both need and desire for the health 
sistently for new and better ways to insurance we offer. No question about 
insurable segments of the that! The only question is: Will private 
public—not just present policyowners. It companies be allowed to continued to 
would move to develop policies with a offer it? 
minimum of restrictions and a maximum 
of real protection. It would, in every Health Insurance Association, nor the 
seek reasons for paying claims, Council nor the Institute, nor LIAMA’s 


such as proposed in Metcalf Bills in} knows what he is buying and what he is 


’ 


not buying.’ 
In summing up Mr. Lobingier stated: 


“The answer lies not so much with the 


reasons not to. It would, A. & S. committee. The answer lies, 


‘, strive to see that the buyer does it not, with each individual com- 


pany in its approach to A. & S. selling, 
in its response to charges of the public, 
in its facility in giving people the facts, 
and in its ability to strip the mystery 
from our product and tell people the 
wonderful story of health insurance! 

“And while there are a lot of people 
who can contribute to these ends—from 
agent to actuary—in last analysis, re- 
sponsibility for all the action lies in just 
one place: With the top agency officer 
for A. & S. He is the key man. He is 
the man who can guide the performance 
of his company this year, next year, five 
years from now so that then we may 
say again, John Public never had it so 
good. 

“Moreover, the agency officer for A. & 
S. is also the man who can spark his 
company’s program of information so 
that John Public will know and admit 
how good he has it! 

‘Good public relations? This is the 
way.” 





Smith on Baby Group 
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GUARANTEED RENEWABLE TO AGE 65 A. &S. baby group cases have almost 


* Genuine community service 


THE OLD STATE HOUSE. 


MASSACHUSETTS CASUALTY’ 
INSURANCE COMPANY 
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* Deep personal satisfaction = 


| %® Expanding financial security 


taken care of Uncle Sam’s annual de- 
duction from my earnings,” 
Advantages of Baby Group 

In summing up his remarks Mr. Smith 
presented five reasons why he believes 
an agent should sell this type of A. &S. 
group coverage: “1. You have superior 
benefits in comparison to any individual 
coverage at a rate of 10% to 15% less 
than individual policies. 

“2, A.&S. baby group is easily sold. 
Capitalize on your present policyholders, 
the business men with whom you deal, 
and don’t fail to cold canvass the busi- 
ness places or employers who employ 
five or more people. 

“3. It will pay you well. 

“4. Above all, such cases will lead you 
to excellent life and pension cases as well 
as individual A. -& S. and supplemental 
individual hospital insurance cases. 

“5. Finally, it is a sound method of 
voluntary protection for covering the 
risk of loss income, and hospital and 
medical expenses.’ 


BOSTON 9, 
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A. & S. Meeting Of LIAMA In Chicago 





LIAMA Public Relations Panel 


(Continued from Page 37) 


this question refers to an A. & H. policy 
that would pay for disability benefits 
beginning with the first moment of dis- 
ability and would provide benefits for as 
long as the individual is disabled, even 
for life. It would also mean a policy 
that could be renewed regardless of the 
insured’s age. The contract would also 
provide for hospital benefits which would 
pay the first dollar of expense and would 
pay medical expenses whether they 
were incurred in the hospital, in the 
doctor’s office or ‘in the home. There 
would be no deductible and no coinsur- 
ance feature. Thus, the entire bill would 
be paid.” 

In Mr. Sayler’s opinion such a policy 
would not be desirable for either the 
insured or for society. He explained 
that such plans would leave the insured 
with little financial incentive to leave 
the hospital. Furthermore, he doubted 
if the medical profession would look 
with favor on any plan which would 
eliminate all financial deterrent. In brief, 
he said the completely comprehensive 
policy “would possibly be available only 
to a few who could afford it and there- 
fore didn’t need it.” 

As to whether over-cautiousness in 
over-restricting and over-pricing could 
result in bad public relations, Mr. Say- 
ler remarked: “The losses being re- 
ported by most major companies for 
1957 would indicate that premiums have 
allowed very little, if any, margin of 
safety. In my opinion, the industry 
itself has done a great deal toward 
improvement of their position from a 
public relations standpoint by eliminat- 
ing many of the restrictions that were 
commonly found in policies issued five 
or ten years ago. Possibly because of 
competition, the elimination of these 
restrictions has not resulted in an ap- 
propriate increase in rate if we may 
judge by current loss figures for most 
companies. 

“T question that the restrictions placed 
in the majority of hospital and medical 
expense and monthly income A. & H. 
policies actually result in bad public 
relations. There are too many situations 
which could not be covered at an ade- 
quate premium which the average indivi- 
dual could pay to justify not including 
these recognized restrictions. A company 
which is not realistic both as to restric- 
tions and rates will have bad _ public 
relations.” 

Mr. Osler wondered if the need for the 
cancellation clause would be as great if 
agents were better trained in field under- 
writing. Mr. Sayler responded: “It is 
unreasonable to assume that the sales- 
man could eliminate in advance all cases 
where cancellation might be necessary 
and still be fair to all applicants.” He 
brought out that in Joseph F. Follmann’s 
HIAA monograph on “Five Years of 
Progress—1952-1957”, it is reported that 
companies now renew over 99% annu- 
ally. “Such figures prove that sound 
progress has been made and that com- 
panies are succeeding in holding to a 
minimum those situations which bring 
bad public relations and dissatisfaction 
with our industry.” 

Getting Policyowner to Read Provisions 

A final question centered around what 
could be done to help make certain 
that policyowners read and understand 
provisions of their policies. Said Mr. 
Sayler: “Actually nothing can be done 
to make definitely certain that every 
policyowner will understand fully the 
provisions of his policy. Since we are 
dealing with individuals there will always 
be cases in which some misunderstand- 
ing will invariably occur. It is important, 
however, for the salesman to explain to 
the buyer what his contract does not 
cover just as clearly as he explains what 
it does cover. The best time for doing 
this is at the time of delivery of the 
contract when both the policyowner and 


salesman are relaxed. Dissatisfaction is 
certain to occur where this is not done, 
and one dissatisfied claimant will speak 
much louder than do 100 claimants who 
feel they have been fairly treated. 

“As a specific suggestion, it is helpful 
for a company to study the reasons for 
declined claims or where the claimant 
expected payment of benefits not cov- 
ered under policy provisions. This can 
easily be done by assembling carbon 
copies of letters covering such situations 
over specified period... .” 


North Defends Agents on Field 
Underwriting 


The $64,000 question put to William 
E. North, long active in NALU, was 
whether agents selling life and A. & S. 
are doing enough “field underwriting.” 
Mr. Osler declared that the attitude o1 
many life agents is that “it’s up to the 
home office to dig up any facts not 
called for on the application.” And on 
the A. & S. side he said that many 
public complaints result because the 
agent did no more (at the time of sale) 
than to put down the answer the pros- 
pect gave tothe application question 
without probing beyond the strict word- 
ing of the question. 

Mr. North came to the agents’ defense 


in his response: 
“IT must challenge this statement that 


is a substantial basiS*in fact for the allegation 
a substantial number of life agents are either 
carelessly or willfully guilty of conduct upon 
which public criticism of the A. & S. industry 
might be founded. I do not deny there may be 
in our business, precisely, as in every other 
business and profession . ‘a fringe’ group 
which may not either the moral or 
legal codes of prescribed conduct. 

“This element, if it does exist, can be elimi- 
nated forthwith if the acts of those who com- 
prise it are deemed serious enough to warrant 
corrective measures being applied by either the 
companies they represent or the states in which 


there 


observe 


they work. 

“The vast proportion of agents are loyal and 
conscientious business people of integrity. How- 
ever, they offer the public that line of policy 
contracts their companies offer for sale, ‘good, 
bad, or indifferent’ as the case may be. A 
superior salesman often sells an inferior policy 
in competition with a less skillful agent offering 
a superior one. 

“When the inferior contract fails to deliver in 
a given case, even though every condition in it 
has been technically met, the insured tends to 
indict the agent; largely, I believe, because he is 
more accessible. Countless complaints are met 
at the field level, companies often escaping all, 
or most of the criticism, because a dependable 
agent is willing to defend his company against 
criticism even when he knows its actions may be 
questionable...” 

Mr. North took in his stride another 
“poser”. He was asked if the average 
agent is aware of the public relations 
and legislative activities carried on by 
the HIAA and the Health Insurance 
Institute. His frank response was “No.” 
This was disclosed, he said, in a survey 
made in his branch which, incidently, is 
a consistent A. & S. leader in its area. 
“Not one of our associates,” said the 
speaker, “had the slightest idea about the 
work of HIAA and HII. The vast major- 
ity stated they never heard of either 
organization. On the other hand, every- 
one was familiar with and had praise 
for the Institute of Life Insurance. 
“Agents don’t like to be ignored. They 
consider themselves an exceedingly im- 
portant part of the industry. They need 
the help HIAA and HII can give them. 
In turn, these associations need and can 
profit through the support and help the 
field can give them. This assumes they 
wish to serve the industry across the 
board ... all the way from the home 
office to policyowner.” 


Do Life Agents “Look Down” on A.&S.? 


As a final question Mr. Osler won- 
(Continued on Page 42) 








To Our Broker Friends: 
A. & H. and LIFE IS THE WAY! 


Now—in a period of increasingly keen 
competition—is the time for brokers, espe-. 
cially those of you new in the business, to 
tell all clients about the many advantages 
of having the latest and best in modern, 
streamlined INCOME PROTECTION. 


We strongly urge brokers, intent on 
building up a quality clientele, who are 
willing to accept the challenge of modern 
selling and underwriting techniques, to bring 
your problems to us. 


We have the know-how and will help you replace 
commissions you have lost due to reductions in some 
of your other lines. 


GENERAL AGENTS ann UNDERWRITERS 


FIRE 


All of our facilities are centralized 
UNDER ONE ROOF which enables our brokers to 
render efficient service QUICKLY. 


Give close attention to the A. & H. and 
Life coverages, all the latest on the market, 
which are listed below. You can be certain 
that if you recommend them to your clients 
you will be adding to their security and 
peace of mind. At the same time your own 
commission earnings will increase. 





BONDS - CASUALTY - DISABILITY - MARINE - LIFE 
75 MAIDEN LANE, NEW YORK 38 
HAnover 2-4044 


Member of New York City Insurance Agents Association 


April 18, 1958 


NON-CANCELABLE A. & H. 


GUARANTEED RENEWABLE 
Adjustable Premium 


SUBSTANDARD A. & H. 


LIFE INSURANCE—PAR or NON-PAR 
Quantity Discounts 


EMPLOYEE GROUP—A. & H. or LIFE 
AVIATION—COMMON CARRIER 


HOSPITALIZATION 
Individual or Family 


SPECIAL RISKS 
Jumbo Lines—Athletics 
Theatrical Productions 


CANCER—New Employee Group—and now 
MAJOR MEDICAL—Individual or Family 


Test our Services today! 
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Williams Sees Effective Mechanism 
Of Health Insurance Being Attained 


James R. Williams, vice president, 
Health Insurance Institute, speaking 
April 1, before the Buffalo (N.Y.) Adver- 
tising Club said that Americans are at- 
taining an effective mechanism of health 
insurance without sacrificing the atmos- 
phere of freedom in doctor-patient re- 
lationships. He declared that health 
insurance plans likewise are offering 
Americans the freedom of choice in the 
kind of treatment they should have, in 
what hospitals they should go to, and 
what fees they should pay. | 

Discussing the role of social progress 
in this country, Mr. Williams said “help- 
ing people to help themselves” has re- 
duced many of the financial hazards con- 
nected with illness and accidents. He 
observed that insurance companies are 
making available the framework for 
American families to enjoy sound peace 
of mind in the event of sudden illness. 

Noting that “nothing is closer to the 
hearts of all of us than our health,” Mr. 
Williams said that the family, the em- 
ployer and the government each have 
contributed directly to the rapid develop- 
ment of health insurance as a family 


security measure. 

The HII spokesman emphasized that 
illnesses and accident cannot be fore- 
seen, but through health insurance the 
major financial burden accompanying 
these difficulties can be eased. 

Observing that the concept of volun- 
tary health insurance has resulted in 
“a rather remarkable and quiet revolu- 
tion in American society,” Mr. Williams 
stated that by simply filling people’s 
needs as they develop the tragedy of 
having a major illness “wipe out the fiber 
of an entire family is rapidly disappear- 
ing.’ 

He noted that 123 million Americans 
today have some form of health insur- 
ance compared with five million covered 
in 1940. Of this number, over 70 million 
persons are protected by policies issued 
by insurance companies alone—more than 
all other health cost plans combined. 

In New York State, about 97% of all 
employes are covered by private insur- 
ance companies, ae to Mr. Wil- 
liams. He said that total benefits paid 
by insurance companies in 1957 to help 
defray doctor and hospital bills amounted 
to $252.5-million—an increase of 14.7% 
over the previous year, 








Occidental Life's Study 


(Continued from Page 39) 


centage seems rather small in light of 
all the publicity given to guaranteed 
renewable policies today. And 2% gave 
no reason. 

Mr. Schmitz commented that the type 
of policy sold seems to have a great deal 
to do with its persistency. Of the 
replies to the company’s survey received 
24% were from policyholders who had 
time loss or disability income types of 
coverage and 20% of these requested 
reinstatement upon receipt of the form 
letter. 76% of the replies were from 
people who had hospital policies. 

“This should prove that hospital busi- 
ness, generally speaking, has a poor 
persistency,” Mr. Schmitz said. He re- 
ferred to the fact that more than 30% 
of the repliers had said they had talen 
out group insurance and “we all know 
group accident and sickness business as 
being primarily hospital and surgical 
protection.” 


56% Lapsation Within Two Years 


This Occidental Life survey showed 
that 56% of the lapsed policies had been 
in force less than two years. Mr. Schmitz 
commented “the early life of the policy 
is the important period that will deter- 
mine whether or not you have a policy- 
holder who is going to keep his policy 
indefinitely.” 

The speaker pointed to the danger of 
cutting down the agent’s renewal income 
to a point where he cannot afford to 
render service to his policyholders but 
must constantly think of new sales to 
maintain his income. “How can we ex- 
pect his business to have a good persist- 
ency?” Mr. Schmitz asked. 

Occidental Life agents receive two 
commission checks each month: one for 
life renewals and one for first year life 
commissions and all accident and sick- 
ness commissions. Because this latter 
check did not show an agent how much 
of it was earned on A. & S. business, 
the company developed a “Salary Letter” 
to go every six months to the agency 
field force. A letter goes to the general 
agent or branch manager telling him 
what the accident and sickness activity in 
his agency meant in the way of monthly 
income to him. Along with this went 
a letter to each agent for the manager 
to distribute at his discretion, pointing 
out his increased earnings from A. & S. 
business or, if there was no increase, 
his average monthly income from A. & 
S. production. 

“We found,” Mr, 


Schmitz said, “that 


many of our agents were surprised at 
the amount of income they were receiv- 
ing from their accident and sickness 
activity. Some of them have written to 
me that ‘if I’m receiving as much as 
this from the little time I’ve spent in 
the sale of A. & S. insurance, then this 
next year you're going to find me writing 
a lot more to build it up into a substan- 
tial income’.” 

Mr. Schmitz commented that he signs 
the letter personally and he feels this 
is important. “Personal recognition to 
the agent in the field should never be 
underestimated,” he said. 

“Every time these letters are sent into 
the field, within a week we can notice 
a marked increase in applications sent 
to the home office,” the speaker said. 





White Asst. Director of 


Pru’s Health Insurance 


WILLIAM C. WHITE, JR. 


William C. White Jr. has joined The 
Prudential as assistant director of health 
insurance at home office in Newark. He 
has been assistant secretary of Wiscon- 
sin Medical Society in charge of Blue 
Shield administration. Prior to this asso- 
ciation, which began in 1955, Mr. White 
was with Carl A. Tiffany & Co. of Chi- 
cago, consulting actuaries. In 1956 he 
served on the American Medical Asso- 


Amer. Casualty Will 
Cover Tuberculosis 


IN ITS DREAD DISEASE POLICY 


Effective May 1, No Extra Premium 
For This Benefit on New 
And Renewal Business 


American Casualty of Reading, Pa., 
will broaden its specified disease policy 
effective May 1, to include coverage for 
tuberculosis. The new extra insurance 
will be applicable to policies presently 
in force, and to new business at no 
extra cost. 

Diseases now covered under the policy 
include diphtheria, scarlet fever, leukemia, 
polio, smallpox, tetanus, primary ence- 
phalitis and primary meningitis. 

The policy pays up to $10,000 for each 
of the nine diseases including tuber- 
culosis. Services covered include medical, 
hospital and nursing care; iron lung; 
orthopedic appliances and ambulance. 
Bills are paid for covered expenses which 
are actually incurred within three years 
after the date of first treatment up to 
a maximum of $10,000 for each of the 
nine diseases for each insured person. 


Cancer Coverage 


In addition to the nine dread diseases 
listed, the specified disease policy may 
also be written to cover “pathologically 
diagnosed cancer” which originates after 
the insurance has been in force 90 days. 
Under the cancer coverage the maximum 
amount payable is $2,000 for claims 
originating prior to the insured patient’ Ss 
sixtieth birthday. For claims originé ating 
after the sixtieth birthday, maximum 
amount payable is $1,000. The annual 
premiums for the specified disease policy 
are $4 for individuals and $8 for families. 
When cancer coverage is added to the 
policy the annual premiums are $9 for 
an individual and $18 for family. 





Monarch General Agents 
To Meet in Mexico City 


Nine of the leading general agents in 
Monarch Life’s nation-wide field organi- 
zation will meet with company officials 
in Mexico City, April 18-22, for discus- 
sion of current procedures and plans 
for the future. 

Sessions will be held at the Continental 
Hilton Hotel, Mexico City. Those at- 
tending, as members of the General 
Agents’ Advisory Council for 1958 and 
as representatives of the entire field 
force, will include the leaders in each 
of six branch office groups. 

They and the location of their agen- 
cies are: Group 1—Ralph K. Lindop, 
New York City; John D. McLaren, New 
Haven; Benjamin F. Jones, Cleveland. 
Group 2—Leonard B. Clark, Kansas 
City; Donald S. Cook, Philadelphia. 
Group 3—Purl E. Ansel, Baltimore. 
Group 4—-Thomas W. Despart, Albany. 
Group 5—Leslie V. Randall, Jr., Min- 
neapolis. Group 6—Lyle E. Robertson, 
Pasadena. 

As leading general agent of the Mon- 
arch Mr. Lindop is chairman of the 
advisory council. 

Monarch’s top management officials 
who will meet with the general agents 
include President Frank S. Vanderbrouk, 
Agency Vice President Raymond C. 
Swanson, Vice President and Senior 
Actuary John H. Miller and Treasurer 
H. Maitland Graham. 





ciation committee which drew plans for 
Medicare, a government health insur- 
ance program for servicemen’s depend- 
ents. 

A native of Decatur, IIl., he attended 
Brown’s Business College and Millikin 
University there, Illinois Institute of 
Technology and University of Chicago. 
Mr. White has moved his family from 
Madison, Wisc., to Bernardsville, N. J. 





MARK P. JEFFERYS, 60, DIES 

Mark P. Jefferys, Sr., 60, manager and 
special agent for the Michigan Mutual 
Liability Co. in Toledo, O., died April 7. 


W. P. Tate Heads HIC’s 
Kentucky Committee 


STATE MEDICAL GROUPS MET 


C. Clark Bryan Tells of Council’s Pro- 
gram at Inaugural Talks; J. Hamlin 
Day On Uniform Claim Forms 


The Health Insurance Council, whose 
member companies write more than 
90% of accident and health insurance 
in the United States, has organized a 
state committee in Kentucky. This is 
part of the HIC’s nation-wide program 
to set up state and local committees to 
further its effective liaison between the 
insurance industry and the doctors and 
hospitals at the “grass roots.” 

The committee appointed in Kentucky 
consists of: Chairman, William P. Tate, 
president, Independence Life & Acci- 
dent; John T. Acree, Jr., president, 
Lincoln Income Life; Richard Conden, 
agent, Mutual Benefit Health & Acci- 
dent; Charles Davis, agent, Massachu- 
setts Protective; Richard M. Dawson, 
president, Kentucky Home Mutual Life; 
Robert Farcier, agent, The Travelers, 
and Wilbur L. Newton, vice president, 
Kentucky Central Life & Accident. 

This committee’s immediate task will 
be to establish contact with organized 
medical and hospital groups in Kentucky, 
with the view to setting up channels for 
the communication of information and 
ideas between the insurance industry 
and the doctors and hospitals. 

The first meeting with representatives 
of the Kentucky State Medical Associa- 
tion, the Jefferson County Medical 
Society and the Kentucky Hospital 
Association was held April 15, with a 
luncheon program at the Pendennis 

ub.. 

The program included “Welcome Re- 
marks” by William P. Tate, chairman, 
“The Program of the Health Insurance 
Council” by C. Clark Bryan, vice chair- 
man, Health Insurance Council and 
assistant general counsel, American Life 
Convention, followed by a short talk on 
“Uniform Claim Forms” by J. Hamlin 
Day, secretary of the uniform forms 
committee and a staff member of the 


LIAA. 


LIAMA Public Relations 


(Continued from Page 41) 
dered whether the established life agent 
looks down on A. & S. as an inferior 
form of insurance. He spoke of this as 
a “distinct tendency” which he has ob- 
served and asked Mr. North what 
agency management men are doing to 
correct this attitude—or what should 
they be doing? 

Mr. North admitted that when life 
companies first entered the A. & S. 
business on a large scale a few years 
ago there were many life undewriters 
who looked at A. & S. as something 
below their dignity. Without excusing 
them for this attitude he said: “It is 
human to resist change even when our 
good judgment tells us change is in- 
evitable.” 

The situation has undergone a marked 
change in the last several years. 

“Today we find little difficulty,” said the 
speaker, “in interesting progressive underwriters 
in the importance of A. & S. coverage, particu- 
larly income replacement. As contracts offered 
by the companies are improved so that depend- 
able A. & S. plans can be woven into a finan- 
cial security program with confidence, more and 
A. & S. coverages will be employed. 
“There is still much to be done in the way of 
their complete responsi- 
bility in family, financial planning. Company 
training could help through increasing empha- 
sis on income continuance by the use of A. & S., 
while at the same time decreasing the emphasis 
on package A. & S. sales. Home offices could 
afford to be more aggressive in their promo- 
tion of this concept. Such training and re 
training are capable of being launched or ex- 
panded almost immediately with countless 
advantages to all segments of the accident and 
sickness industry.” 
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